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i AW TEMPERATURE CONTROLLER | 


Automatically Balances Baseboard Water Temperature with Weather 


Modern baseboard heating is at its best when heat 
output is automatically balanced with weather and 
is controlled by Hoffman matched specialties, as in 
the ideal Forced Hot Water System shown below. 

This is how it performs: When the Control Valve is 
closed, continuously circulating water by-passes the 
boiler without withdrawing heat. When water has 
lost heat, as noted by the Water Temperature Bulb, 
the Panelmatic Controller slowly opens the Con- 
trol Valve, permitting hot water from the boiler to 
enter the circulating stream. When sufficient hot 
water has been admitted to restore the proper tem- 
perature to the circulating water, the Valve is closed 
by the Controller. This cycle repeats automatically 
in balancing water temperature to weather changes, 


Designed especially for 

AUTOMATIC 

HOT WATER 
The Hoffman Panelmatic 
Controller is based on the fact 
that for every Outdoor Tem- 
ee perature there is a correspond- 
Pim. Ae 9 Meaavitn ing Supply-water Temperature, 
oe ae WNsoNeege which must be axtomatically 
maintained in the heating units. 
HOFFMAN OUTDOOR ~wW The correct Supply-water Tem- 
THERMOMETER TEMP. BULB 7A perature, or the output per sq. 


\ ft. EDR, must be specified by 


# 


www lie Ee 





the Architect or Enginee: for 
one Outdoor Temperature. The 
Controller then automatically 
adjusts the Water Temperatures 
to balance any other outdoor 








y 
y 
é, ’ 4 conditions encountered. The 


table below illustrates several 
sets of conditions for base- 
board heating systems. 

When the outdoor tempera- 
ture reaches 65° F., the Circu- 
lator automatically stops. The 
65° factory setting was chosen 
because it is the basis for calcu- 
lating degree days. If a different 
cut-out temperature is desired, 
it can be easily adjusted to indi- 

= Bip.) =a vidual requirements. Occasion- 
a HOFFMAN > — ~! sg ili ally the actual heat loss differs 
feels gay ‘ HOFFMAN from the calculated loss due 

—_ s, GRCULATOR perhaps to changes in construc- 
tion. The Panelmatic Controller 
can be easily re-adjusted after 
installation according to simple, 
definite instructions furnished 
by the factory. Technical litera- 
ture describing the Hoffman 
Panelmatic System and sample 
specifications, gladly furnished 
on request. 
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‘ 
ame — a ‘ Controller Automatically Furnishes Su; Water at Tem- 

—) Architect or Engineer to Specify Factory Sets Controller peratures Correct for aay Outdoor \ono Listed Below 
es ~ _ - — 


| scasicinablencainjgatiinmcaiypeasaseiia cist - 
i Outdoor Temperature °F. 
1 Design Supply Room Scale SSeS - 
3 Temp. °F. | Water °F. | Temp. °F. No, | at Outdoor 32°F. | _—10 Oo +10 +30 +50 
i __ SUPPLY WATER TEMPERATURE °F. 


% . Bit city andl —10 18 143 206 | 191 | 176 | 146 116 
HOFFMAN | siti t) | 20 152 — | ; 199 | 155 |. 121 
CONTROL PIPE +10 | 22% 163 _ | 206 | 167 | 128 
ORIFICE —10 | 16% 138 192 | 18 | 140 | 113 


} 


& 


VALVE 


~10 7 | 140 187 | 172 | 143 
CONTINUOUSLY CIRCULATED HOT WATER SYSTEM AS PIONEERED BY HOFFMAN 
HOFFMAN SPECIALTY MFG. CORP. ¢ 1001 York Street, Indianapolis 7, Indiana 


Mokers of Valves, Traps, Hot Water Heating Systems, Vacuum and Condensation Pumps Sold by Leading Wholesoalers of Heating and Plumbing Equipment 
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VOGEL PATENTED 
VACUUM BREAKER 








VOG 


It’s always easier to sell quality and that’s 
why VOGEL closets are so popular with 
Le plumbers and plumbing contractors every- 
where. And, of course, they’re frost-proof, 
which gives you that p/us advantage often 
needed to make a sale. 

You can confidently tell your prospects a 
VOGEL has never been known to freeze 
when properly installed. 

Get your share of the tremendous farm, rural 
and suburban market by recommending and 
installing VOGEL frost-proof closets. 


ECONOMICAL — DEPENDABLE — PROFITABLE 


- Any property is better maintained with 
VOGEL Frost-Proof Hydrants. Because with 


CLOSETS & HYDRANTS 
ARE FROST-PROOF 









BALL CHECK WASTE 



















a VOGEL, there’s always running water, 
summer and winter, which assures complete 
fire protection. 

The finest materials, precision workman- 
ship make VOGEL the very best Hydrant 
you can possibly install. 

Thousands of VOGEL Hydrants are in con- 
stant use, summer and winter throughout 
the country, providing instant and adequate 





Users like the VOGEL 
Hydrant because it 
never foolsthem. When 
they see the handle in 
an upright position 
they know the water is 
surely shut off. Any 
hydrant that does not 
positively shut off will 
waste water in Summer, 
and is sure to freeze 
in Winter. 


water supply for fire protection and live 
stock requirements. 


Make it VOGEL...and you make a sale! 




















VOGEL 
H YORANT 











Valuable VOGEL Sales Helps! 


For that extra business, we suggest you 
write us for a supply of blotters and sales 
literature, imprinted with your name and 
address, for mailings to your customers 
and prospects. 





They're free, of course. 





Hydrants and Outfits are also fur- 
nished without Ball Check Waste 












Sold only through wholesalers of Plumbing Supplies 


JOSEPH A. VOGEL CO. witmincrton 99, DELAWARE 
A 46539 
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You keep all the profit when you install 
a Weisway Cabinet Shower because there are mo 
costly call backs for service or repairs. Satisfied 
customers build more business for you. 


FOR A QUICK, LEAKPROOF JOB EVERY TIME 


VITREOUS 
oy 


Vitreous porcelain enamel—the material your customer associates with 





RECEPTOR 


quality plumbing fixtures—covers every inch of the Weisway receptor— 


inside and out—the floor and the underside as well. 


Two coats of this glass-hard material fused on the one-piece base of 
14 gauge enameling iron make a leakproof, rustproof, crack-proof re- 
ceptor that assures long years of satisfactory service. Foot-Grip, No-Slip 


floor is safe, sanitary—quiet as the tread of a bare foot. 


One man easily handles the Weisway receptor, from stock room to the 





job. Just lay it over the drain and connect. No metal underpans required, 





no special treatment of building walls or floors, no messy mastic needed! 


‘ 
You save time—save labor—cut costs when you install Weisway 


Pr een guaranteed leakproof cabinet showers. Why gamble with your profits and 
E. 42nd St., 
P.O. Box 
in Carlos, C 






reputation—install Weisways and be sure. Order from your jobber. 








HENRY WEIS MFG. CO., INC. ¢ 104 Weisway Building ¢ Elkhart, Indiana 
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(with niyy Gas Boiler 


“Century” is a completely new line of H. B. Smith 
Boilers, incorporating exclusive developments in ga 
boiler design. They provide economical, dependable 
heat (hot water or steam), with ample domestic ha 
water. Compact, attractive insulated steel jacket it 
smooth hammer-tone blue! Free Bulletin describe: 
the Smith “Century” in detail. 


January, 1954 


745,500 Btu 


THE H. B. SMITH CO., INC. «© Westfield, Massachusetts 
Established 1853 








QUICK REVIEW OF FEATURES 


1. WATER CAPACITY FOR STEAM: 
Boiler sections of extra large capacity 
hold sufficient water for continuous steam 
generation . . . adaptable for steam or hot 
water heating. 


LARGEST DOMESTIC HOT WATER 
SUPPLY: Provides built-in tank or tank- 
less heater with new, compact extended- 
surface copper coils — insures up to 714 
gals. of hot water per minute. 


DURABLE CAST IRON: @@ 
Boiler embodies typical rugged 
Smith construction with cast iron A 
water-tube sections, highly re- 
sistant to corrosion. Can be ex- 
panded as building grows. 


ADAPTABLE FOR ALL INSTALLA- 
TIONS: Gas intake and controls and wa- 
ter connections can be made on either 
side of boiler, according to piping plan. 
REMOVABLE BURNER ASSEMBLY: 


For ease in eee tg entire burner assem- 
bly is removable by disconnecting one 








BULLETIN FREE 


Completely ilius- 
trates and de- 
cribes the new 
Smith “Century” 
Gas Boiler, 


7. SAFETY-PLACED GAS PILOT: Pilot located at center of 
burner on intake side insures prompt, smooth ignition of all 
burner units. No popping. 





union, 


PRECISION-DRILLED RAISED 
PORTS: Cast iron burners with pre- 
cision-drilled raised rts. If debris 
should fall on burners, it cannot interfere 
with complete combustion. 


A CENTURY IN ‘53 -- OUR YEAR 
OF GREATEST PROGRESS 


8. GAS CONTROLS AND SAFETY DEVICES: Boiler features 
the latest AGA —_ gas controls and safety devices, con- 
veniently located. 


9. STAINLESS STEEL FLUE COLLECTOR: Flue collector 


lined with stainless steel — protects against corrosion. 


UV 
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CAST IRON BOILER 
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How Big is the Market 
for Republic's New Plastic Pipe? 


It’s really big—because Republic Plastic Pipe offers distinct 
advantages for certain types of application. 


Let’s look at Republic Flexible Plastic Pipe. It can be used 
for irrigation systems, jet pumps, water and waste disposal 
lines, even conduit. It’s made of Polyethylene, known for 
its flexibility as well as high resistance to many chemicals 
and chemical fumes. 


Then consider Republic Semi-Rigid Plastic Pipe. It’s made 
of butyrate, has high corrosion resistance to natural gas, 
and to corrosive acids and alkalies found in soil. That 
means it’s good for residential gas service lines, both as 
a primary conductor and also as a replacement by thread- 
ing a small diameter tube through existing lines. It can 
also be used for vent pipes for sewers and plumbing 
fixtures, and drain lines. 


Both these plastic pipes are non-toxic. Both are light- 
weight, and exceptionally easy to install. And installed 
costs are surprisingly low. 


Semi-Rigid is available in nine sizes from 12” to 6”. It 
comes in 20 and 40-foot lengths. It’s available in coils in 
Y,”, 4%" and 1” diameters. While normally supplied in 
black, clear pipe is available on request. Flexible also 
comes in nine sizes, from 1” to 6”. It’s available in coils, 
in sizes 1/.” through 3” in diameter. In 4” and 6” diameters 
it is supplied in 25-foot lengths. 


The more you know about Republic Flexible and Semi- 
Rigid Plastic Pipe, the more places you'll discover where 
you can sell it. Booklet No. 603 will give you all the facts, 
where Republic Plastic Pipe can be used, how it reacts under 
certain conditions, how to join it. Send for your free copy 
—or see your local Republic Pipe Distributor. 


grouF 


[REPUBLIC | 


REPUBLIC STEEL 


CORPORATION PLASTIC PIPE 


GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Dept.: Chrysler Bldg., New York 17,N.Y. 
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Our measure of quality... 





Your timeclock! 





















nade 
gas, 
That 
h as 
ead- Everyday more master plumbers specify Price- 
dan Pfister Brass, and there’s a reason. When they 
compare plumbing fixture prices, they also com- 
ght- pare installation costs...the true yardstick of 
led quality and profit. Their journeyman’s time costs 
them money; and low-quality fixtures that take 
It more time to install cause frequent call-backs, give 
s in poor service, and actually eat up their profits. 
1 in Price-Pfister produces high-quality precision 
ilso products at competitive prices by combining good 
ils, . : : 
sais raw materials and skilled workmen in one of the 
nation’s most streamlined and mechanized plants, 
oaks with all operations under one roof. 
ors Next time you buy plumbers’ brass specify 
cts, PRICE-PFISTER for precision and profit, for 
~ — x pga bee’ “op amauta A PRICE-PFISTER PRECISION PRODUCT 
Py once you install—no trouble at all!’ ; 
Illustrated above is the famous Price-Pfister 





“Strate-Thru” Gate Valve, manufactured by a 
firm with 43-year record of proven performance. 













Sold Through 
Plumbing Wholesalers 





3011 HUMBOLDT STREET © LOS ANGELES 31, CALIFORNIA 
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Strict production quality control, plus modern 
engineering methods, and the concentration on 
just one class of valves have made Hammond 
“the standard of value with the trade for more 


° 


than 40 years.’ 


Standardize on Hammond and be sure of 
quality valves for your plumbing and heating 


jobs. 


HAMMOND BRASS WORKS 


HAMMOND, INDIANA 


ORIGINATORS orf INDIVIDUAL VALVE PACKAGING 
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V4 - - 9 FREE CATALOG. 
at's in it Tor you van er 
. your letterhead. 


tad what jobbers and plumbers From start to packaged prod- 
ant that Ideal tubular goods have: uct, every Ideal unit is produced 
in our own plant. The results? 
Tubular goods noted for ease of 
installaticn, dependable perform- 
ance, lasting quality. 


ood products at a fair price... 
at's what jobbers and plumbers 
ant when they buy tubular 


© keep quality beyond question, Next time you buy basket strain- 
D keep prices competitive, Ideal ers—and other tubular goods — e IDEAL STRAINERS 
mufactures the products it sells. specify Ideal! : fit all sinks 


J LD) LS ZA\ 


TUBULAR CORPORATION 
wee ew wy eeey, SROOKLYN %15. N.Y. 
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New 

Publi 

23 ye 

plant 

of ex 

G 2G ing o 

~ water heater control incorporates all the de- Cont 

sirable features of more costly and more complicated water ing 1 
heater controls, yet retains the traditional General Controls ducti 
simplicity, multiple functions and minimum working parts. range 
The outstanding service record of this all-in-one safety, water facto 
temperature and gas flow control has established it as the pace throu 
setter in its field. Operated by a single manually rotated dial, Cont 
this control handles all gases, maintains pre-set water tempera- and f 
tures and provides 100% safety shut-off on pilot flame failure. servi 


General Controls water heater controls win field acceptance 
through dependability, design simplicity, compact size, ease of adjustment, 


«=, serviceability with standard tools 





G-4G all-in-one safety, 


temperature and flow control is an- 
other outstanding performer in the 
water heater control field. Designed 
for natural and manufactured gases, 
this reliable low cost unit utilizes 
proven assemblies and offers a 
unique safety reset method. The 
G-4G features a single dial for light- 
ing the pilot and flow control. Ex- 
tremely compact and serviceable, 
this trouble-free automatic control 
is found on increasing numbers of 
leading gas-fired water heaters. 






FACTORI 
ACTO 
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Want dual safety? Here is General 
Controls’ new low-cost high-limit, dual- 
safe system. Shuts off all gas two ways— 
on pilot failure, or over temperature. 


rdfor the industry — ~ 








New plant expands production facilities au — 


Public acceptance of General Controls products over the past 
23 years has paved the way for steady and consistent growth in 
plant, engineering and distribution facilities. The latest round 
of expansion was completed November 18, 1953 with the open- 
ing of General Controls’ new Grayson-Greenamyer Appliance 








ll the de- Controls Division at Burbank, California. The new plant, cover- 4 
ed water ing 120,000 square feet of floor space, provides modern pro- 4 
Controls duction facilities for a steadily expanding line of water heater, F 
ng parts. range, space heating and other home appliance controls. 35 
ty, water factory-operated sales and service offices conveniently located 
the pace throughout the United States and Canada complete the General a 
ited dial, Controls integrated operation of manufacturing, distribution 4 


and field servicing. For highest standards of performance and 


tempera- 
service... it’s General Controls. 


e failure. 













GRAYSON-GREENAMYER APPLIANCE CONTROLS DIVISION 


ENERAL CONTROLS 


FACTORIES: GLENDALE, CALIF.* BURBANK, CALIF. * SKOKIE, ILL. 
FACTORY BRANCHES IN 35 PRINCIPAL CITIES 
SEE YOUR CLASSIFIED TELEPHONE DIRECTORY 
















Manufacturers of Automatic Pressure, Temperature, Level and Flow Controls for Heating, Home Appliances, Refrigeration, Industrial and Aircraft Applications, 
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Welcome, Bergie! 

Elsewhere in this issue, we wel- 
come a newcomer to the ranks of 
Domestic ENGINEERING writers in 
the person of Hal Bergdahl, man- 
ager of dealer sales for Crane Co. 
Each month, under the title “Five 
Minutes with Bergie!” Mr. Bergdahl 
will present his observations of 
trends and problems in the indus- 
try, sprinkled liberally with his 
own philosophy and human interest 
notes, 

It’ll be good reading—written ex- 
pressly for the plumbing, heating 
and air conditioning contractor. We 
suggest you turn to page 154 for the 
first installment. 


Noted in Passing 

We are constantly impressed by 
what journeymen find in the traps 
of stopped up water closets, espe- 
cially those in public places . 
false teeth, baseballs, etc. The latest 
“find” reported was that of three 
arrowheads recovered from the 
men’s room in a West Coast night- 
club. 

The name of the club? You 
guessed it... “The Tepee.” 


Boon to Remodeling 

The proposed new federal hous- 
ing program recommends that the 
limit on FHA-insured home repair 
loans be increased from the present 
$2,500 ceiling to $3,000 or $3,500, 
and the term of the loans extended 
from three years to ten. 

If accepted by the White House, 
the new terms will provide excel- 
lent sales ammunition for plumbing 
and heating contractors who want 
to push remodeling in 1954. 


Applied Science 
Air conditioning isn’t always ap- 
preciated at first, reports Herbert 


Laube, president of Remington 
Corp. After his firm conditioned an 
office building in Venezuela, em- 
ployees went on a strike. They 
wanted none of it. 

By coaxing and bribes, the work- 
ers were finally persuaded to give 
it a trial. Now the company has a 
new problem: How to get the em- 
ployees to leave. At closing time 
they all get out cards, choose part- 
ners and settle down for relaxation 
in air conditioned comfort. 


Save That Old Tub! 


Mr. Joe Mueller, a citizen of 
Inglewood, Calif., writes as fol- 
lows: 

“When we had our bathroom 


remodeled we saved the old tub 
and used it as a backyard wading 
pool for our youngsters. I dug a pit 
6 in. deeper than the bathtub, filled 
the pit with 6 in. of coarse gravel 
for drainage, then put the tub atop 
the gravel, flush with the ground.” 

Well, we’ve always said that re- 
modeling really pays dividends to 
homeowners, and Joe Mueller ap- 
pears to have found one we hadn’t 
considered. 


Things to Come! 


A peek at the “dreaming board” 
of gas appliance engineering ex- 
perts and kitchen planners pro- 
vides a good look at the kitchen of 
the future, according to the Gas 
Appliance Manufacturers Assn. 

Here are a few of the things 
they’re thinking about: 

—By the end of ten years, the 
kitchen will have completed its 
journey from the back of the 
house to the front. 

—Appliances will be movable for 
easy cleaning or rearranging. 
Concealed wheels, hydraulically 
lowered or raised at the touch of 
a button, will do the trick. 

—Cabinets will be built sectionally 
(Please turn to top of page 16) 


Philadelphia Contractor Receives Top Slogan Award... 


Walter Ford (left) , first award winner in Domestic ENGINEERING’S 
“hanging cartoon” contest, is shown as he received his prize of $100 
from R. V. Sawhill, D.E. representative, in a ceremony held at the 
Henry Ford Plumbing Co. in Philadelphia. 

Mr. Ford’s slogan, “Price carefully—the life you save may be 
your own,” took first honors in competition with more than 500 en- 


tries. In receiving his award, Ford said: “I’ve been convinced for a 


long time that there is a definite need for an industry-wide educa- 
tional program that will establish once and for all that no one bene- 


fits from price cutting. I believe Domestic ENGINEERING’s Fair Price 


Campaign is a big step in the right direction.” END 


14 
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1. Choice of all materials—Now, with Eljer, 


on you can get highest quality formed steel or cast-iron 
bathtubs, laundry trays, kitchen sinks. You can 
choose cast-iron, steel or china lavatories! You get 


a complete line of fine vitreous china toilets, urinals, 


° = 
D q b # ll efits service sinks and drinking fountains. 


2. Full color flexibility — All Eljer bathroom 
fixtures are color-matched. For example, you can use 
W ell WT OT df many combinations of cast-iron, steel and china 
fixtures all in the same bathroom—and have them 


match accurately in Eljer colors. 


& « 
lu il h i || fixtu res 3- One source for all —When you specify Eljer 

quality plumbing fixtures and brass throughout, 
you can count on client satisfaction. Eljer quality 

is well known. For homes, public buildings, insti- 

Cast-iron, steel, china, and brass fittings tutions . . . no matter what type of building, there 

—now all available from one source! A are Eljer fixtures for every installation. 

complete line matched for style and color. ; 

Just look at the new benefits—in order- 4. Better service— Your Eljer representative will 

ing, selling, promotion. They mean sub- work with you on all types of fixtures. He knows 

t ‘ati 1 a os teen aiid snoiwn many solutions to the over-all problems of speci- 

anval savings y: x fication and will make sound recommendations. 

















QUESTIONS THE ANSWER 

Brooklyn, N. Y.—In reading the 
Q and A section for December, I 
can’t help disagreeing with some of 
the points in your answer to W. 
W.’s problem (p. 29). 

Please don’t construe this letter, 
however, as an attempt to criticize 
your magazine. I thoroughly enjoy 
reading it, and consider it the only 
worthwhile trade publication in 
this industry. However, I’ve seen 
many jobs with the symptoms de- 
scribed and could not stand by 
without expressing my opinion. 

ALLAN H. GASNER 


e Readers will find the full text of 
Mr. Gasner’s comments in the forth- 
coming February issue. 


MAYBE TWO SUBSCRIPTIONS 

Los Angeles—I think your Ques- 
tions and Answers department 
is very fine and never miss it, as 
well as all the other good articles 
in Domestic ENGINEERING. 

However, I have one gripe and 
that is in trying to make a scrap 
book. I find that you have good 
articles on both sides of a page 
which puzzles me as to how I can 
paste them in a book and not spoil 
one or the other. 

Gerorce W. Horner 


A STUDY IN AVERAGES 
Philadelphia—Is there any infor- 
mation available on the number of 
times in a given day, week, month 
or year that the average water 
closet is flushed? We would be very 
grateful for any information that 
you might have on this subject. 
J. J. DoNAHUE 
Haelan Laboratories, Inc. 
e The problem of arriving at a statis- 
tical figure is complex, involving as 
it does the number of people in a 
family, the age and sex of each person, 
the amount of time spent at home by 


each person, and other things. Ed 
Zimmer, director of the Chicago 


Plumbing Testing Laboratory, says it 





averages out to five times per person 
per day in a home. A water closet in 
a public structure, however, might be 
used as much as once every 10 or 15 
minutes throughout the day. 


OIL HEATING ARTICLES 
Wethersfield, Conn—Both Mr. 
Carlberg, our vice president in 
charge of engineering, and myself, 
were impressed by the first article 
in your new series on Oil Heating 
and Oil Burning Servicing (Nov. 
issue, page 48). We would like to 
have reprints of this article for use 
with our distributors. 
We are sure that your readers 
will benefit from this important 
and excellent information. 
Bert J. WATLING, 
sales manager 

U. S. Burner Division 

The Carlin Company 


e Reprints are available. The fourth 
chapter is on page 88, this issue. 


HE BOUGHT A DIGGER 
Royal Oak, Mich—yYour story 
entitled, He Bought a Digger, be- 
ginning on page 106 of your Octo- 
ber issue, is great. 
Please send us 20 tear sheets for 





our national sales meeting and pro- 

vide us with a quotation for 5000. 
R. W. Humes 
ad manager 

Sherman Products, Inc. 

@ George Riggs, of Trenton, N. J., 

bought the digger (see cut) and 

pulled an income of $12,500 in one 

year from digging operations. 

(Please turn to top of page 18) 
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Between Ourselves 
(Continued from page 14) 
so that they can be joined, sep- 
arated or added to at will like a 
child’s Tinkertoy. 

—Gas appliances will have hol- 
lowed nozzles at the end of flex- 
ible metallic hoses that may be 
plugged into one of many stra- 
tegically placed gas outlets. 

—Individual gas ranges will be 

tailored to the height of the 


woman who uses them. 


No Saturation Here 

Looks like there’s room for 
plenty of bathtub sales in the Min- 
neapolis-St. Paul area. 

A recent survey reveals that the 
area now has the doubtful distinc- 
tion of having more television re- 
ceivers in use than bathtubs. Ac- 
cording to latest figures there are 
approximately 405,000 television 
sets within the Twin Cities area, 
while the Census Bureau reports 
an estimated 280,000 bathtubs— 
presumably in use. 


3-D Helps Sell Kitchens 


Harrison Steel Cabinet Co. deal- 
ers throughout the country are 
participating in a program centered 
around the power of “three dimen- 
sion” to incite homeowners to ac- 
tion. 

The program began with a two- 
page ad in Domestic ENGINEERING’S 
3-D section in its November re- 
modeling issue. Now, “shelter 
type” magazines will carry ads 
offering homeowners panoramic 
third dimensional views of kitchen 
installations and product features. 

Dealers will be supplied with 
complete kits including window 
banners, newspaper mats, etc. 


Some Cold Facts 

Comedians will have to find a 
new definition for super salesmen, 
because it’s no longer a trick to sell 
a refrigerator to an Eskimo. 

In fact, refrigerators and home 
freezers are much in demand in 
Alaska and other northern climes, 
says the Admiral Corporation. 
Nearly all food imported from the 
U.S. is in frozen form and the local 
supply of moose, bear and other big 
game available must be stored safe- 
ly, too. END 
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the perfect answer 
to limited space 


Richmond G-143 Lavatory, 

16” x 14”; installed in C-147 cabinet, 

31” high; Formica top, 24” wide, 19” deep 
—choice of four Skylark pattern colors for top. 
Base in gray, with toe space, 


This new cabinet-type lavatory measures just 

16” x 14” over-all— provides the perfect answer 

to limited space in the “second” bath or 

powder room, Of gleaming, lifetime vitreous china, 
in Richmond’s famous “whiter-white” or any of 

five decorator colors. Front overflow, anti-splash rim, 
twin soap dishes. Lavatory supplied separately, or 
installed in handsome C-147 cabinet. 





RICHMOND 


Richmond Radiator Co. 
Affiliate of Reynolds Metals Co. 











(Continued from page 16) 


UNFAIR COMPETITION 
Washington, D. C.—We would 
like to obtain reprints of the article 
in your November issue entitled: 
“Wholesalers Seek to End Unfair 
Competition.” 
Homer E. ROBERTSON 
Cast Iron Soil Pipe Institute 


TRADE PRACTICE RULES 

Chicago—I’d like to express our 
thanks and appreciation to Domes- 
TIc ENGINEERING for its help in re- 
porting the story of the proposed 
trade practice rules to all members 
of the plumbing and heating field. 

The report on this program in 
the November issue of D. E. maga- 
zine was outstanding, and the mail- 
ing of reprints to all wholesalers 
will make it doubly effective. 

JAMES PEERY 

Central Supply Assn. 


CALLS IT BEST WAY 

Saginaw, Mich.—Your article on 
the Trade Practice Rules program 
is not only excellent and complete, 
but also highly accurate. 

This is perhaps the best way 
possible to inform the entire indus- 
try of this important program. 

W. A. REICHLE 
Reichle Supply Co. 


e The Trade Practice Rules program 
for the wholesale plumbing and heat- 
ing industry is sponsored by several 
wholesaler organizations. In effect, the 
proposed rules will not only bring 
about better business conditions for 
wholesalers, but, indirectly, will bene- 
fit contractors and manufacturers as 
well. Reprints of the article, which 
appeared in the November issue (p.52) 
are available upon request. 


A THRILL FOR THE KIDDIES 
Lincoln, Neb.—Here’s the ideal 
way to give the kiddies a thrill of 
a lifetime, keep the bathroom from 
seen 


becoming a depository for the sand 
that has stuck to the children’s 
bodies, and also make full use of 
your laundry tubs. 

RutH JOHNSON 
e See cut, below left. 


THE BEST, HE SAYS 

Marietta, Ohio—I subscribed to 
DomEsSTIc ENGINEERING about 
twenty-five years ago, 1928 I think 
it was, and have been a reader ever 
since. During that time I have seen 
several changes in your magazine 
and every one for the better, and I 
still think it is the best trade mag- 
azine published. 

To me every issue of Domestic 
ENGINEERING is like receiving an 
invitation to a banquet ... you 
know about what you will get, but 
don’t know just how it will be 
served, and when you have finished, 
there is some part that you never 
forget. 

I didn’t mean to write you a love 
letter, but I believe in praise where 
the effort deserves it. 

T. G. HaApLey 


WHO’S HANGING WHO 
Lynchburg, Va.—I have a some- 
what different idea as to who is 
pulling who’s rope in your hanging 
cartoon, I sometimes think the man 























in the middle is pulling two ropes. 

In any event, it subtracts out to 
the same answer. 

You have my pledge to maintain 
fair prices, and I wish you success 
in this important campaign. 

J. T. Watson 

e Nearly 500 contractors, wholesalers 
and manufacturers entered Domestic 
Engineering’s hanging cartoon slogan 
contest, which was staged as part of 
a cooperative education program for 
the industry. The winner (p. 14), was 
Walter Ford of Philadelphia, who 
submitted: “Price Carefully, the Life 
You Save May Be Your Own!” 


IT'LL GET US ALL 
London, Ontario, Canada—My 
slogan for the hanging cartoon is 
(Please turn to top of page 21) 
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So They Say... 


A. E. Thiesfeldt, advertising man- 
ager of Eljer Co., in a wire to Dom- 
ESTIC ENGINEERING editors: 

“Your remodeling program is 
so big and exciting I want to go 
over it carefully with Eljer ex- 
ecutives. This kind of leader- 
ship, on behalf of the prosper- 
ity of our industry, is really 
something to behold.” 


x*e 


John H. Furbay, New York, di- 
rector of air world education for 
Trans World Airlines: 

“Americans lead the world in 
producing the niceties of living, 
such as bathtubs. However, the 
Orient has given us philosophy 
and religion . . . something to 
think about in the bathtub.” 


xk 


George E. Whitlock, president of 
Mullins Manufacturing Corpora- 
tion: 

“Every kitchen exists around a 
woman. Whether women buy 
kitchen cabinets or camisoles, 
they buy what is right for them. 
Let’s not kid ourselves—our 
business depends on_ under- 
standing and selling women.” 


x*k 


L. Glenn Shields, immediate past 
president of the American Society 
of Sanitary Engineering: 

“Predictions are that new con- 
struction will taper off when de- 
fense construction lessens and 
that plumbing inspectors will 
therefore be laid off. I say that it 
will give us an opportunity, for 
the first time, to go back over the 
old installations and correct many 
that need correction.” 


x*e 


R. F. Ourednik, manager of No- 
land Company’s Nashville branch, 
in a letter to Domestic ENGINEERING 
editors: 

“Thank you for coming down 
and presenting your “Bay City 
Story” on the important subject 
of remodeling. You'll be pleased 
to learn that the meeting resulted 
in probably the largest turnout 
we’ve had in this territory. You 
may be sure the efforts of your 
organization in promoting better 
business for our industry are well 
appreciated.” END 
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W RHEEM SELLS THE U.S.A 
ON COPPERMATIC! 


tay. 


Ful rll 
& UNjyf/ 


‘th, 4 

- see Pad TT | Fe 
bs DCRR 
Ne ss 
ng Rheem starts ’54 witha roar! Full-page, 
full-color ads announcing the Copper- 
matic Water Heater in LIFE, THE 
SATURDAY EVENING POST, BETTER 
HOMES & GARDENS, AMERICAN 
HOME and HOUSE BEAUTIFUL. Plus 
follow-up ads throughout the year in 
these same publications and in GOOD 
HOUSEKEEPING, HOUSE BEAUTIFUL 
BUILDING MANUAL and SMALL 

HOMES GUIDE. 

Plus local tie-in newspaper ads, TV 
and radio spot announcements and a 
wealth of point-of-sale display material 
and literature. 

Cash in on this great new Rheem 
product and this aggressive advertising 
drive. Get all the facts now! 


= Pheem Uoppermatic 


AUTOMATIC STORAGE GAS WATER HEATER 


we 
ad 








A COMPLETE | E A COMPLET HEATS QUICKER 
COPPER TANK ; - STEEL TANK # Recovers faster! Delivers 
Outlasts ordinary >) 4 Both tanks have ! # practically a continuous supply of 
heaters in _ 3 ssuper-strong i hot water. Handsome, white steel 
corrosion areas Y ‘ capsule shapes. Wy cabinet fits kitchens, basements, 
many times over. <>" _sPressure-Proved i closets. 
Can't rust—anywhere! at double the ‘ 

normal pressure! 








CASH IN— Send coupon below! ve-1 


Send your request to nearest Sales Office, addresses 
of which are listed at left. 


matic profits, advertising and promotion. 


RHEEM MANUFACTURING COMPANY 


World's largest manufacturer of automatic storage water heaters 
Sparrows Point 19, Maryland 4361 Firestone Bivd., South Gate, Calif. 
7600 S. Kedzie Ave., Chicago 29, Iii. 800 Chesley Ave., Richmond, Calif. 
1025 Lockwood Dr., Houston 20, Texas 3693 E. Marginal Way, Seattle, Wash. 
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(Continued from page 18) 


“If we keep this up much longer, 
none of us will be hanging around.” 
I am pledged to the maintenance 
of fair prices; please send me the 
Fair Price Certificate. 
Mitton M. Lerr 


EQUAL TO 100,000 WORDS 

Detroit—Congratulations on the 
very clever cartoon picturing the 
manufacturer, wholesaler and con- 
tractor on the cover of Domestic 
ENGINEERING. 

The Chinese say, “One picture 
equal to 1000 words.” I say this 
one is worth 100,000 words. 

My caption: “The same rope that 
hangs you hangs me.” 

H. O. NELSON 
Nelsorr Co. 


A LADY’S OPINION 


Sheldon, Iowa—I am enclosing 
my entry in your price-cutting car- 
toon contest. 

Also, I would like to express my 
opinion of your magazine. It is 
wonderful, especially the new 
products which keep us informed 
about what is different and new. 

The other articles are very good 
too, and they do a lot to keep our 
office personnel up to the minute. 

HELEN M. CorBeEtTrT 
office manager 
C. M. Overlee Plumbing & Heating 


BEST OF THE DECADE 

Kansas City, Mo.—It’s the best 
cartoon of the decade. We need 
more articles along these lines. 

My slogans: “Self sentenced” and 
“Don’t bite the hand... ” 

L. J. STEELE 

Combustion Engineering- 
Superheater, ‘Inc. 


COULDN’T PASS IT BY 
Toledo, Ohio—My organization 
gives me a subscription to your 
publication, and your “Hanging” 
cartoon was more than I could 
pass by. My slogan is enclosed. 
H. F. McCie.itan 
sales rep. 
The Toledo Pipe Threading 
Machine Co. 


THE PROBLEM OF JOHN SMITH 

Newark, N. J.—Congratulations 
on your articles, “3D and Your 
Business” and “The Problem of 
John Smith.” 

Your publication is doing more 
to advise plumbing contractors of 
the big opportunity in remodeling 
and modernization work than all 
the others combined. 

Howarp E. SANpDs 
Chas. Dallas Reach Co., Inc. 
Advertising Agency 


WANTS JOHN SMITH REPRINTS 
Alliance, Ohio—We have noted 
with considerable interest the spe- 
cial sections in your November and 
December issues entitled “The 
Problem of John Smith.” 
We could use to excellent advan- 
tage reprints of these two sections. 
W. H. Brett 
vice president 
AllianceWare, Inc. 
e The “Problem of John Smith” re- 
lated the situation confronting a typi- 
cal medium-sized plumbing and heat- 
ing contractor who is caught in the 
growing price squeeze in some types 
of new construction. A suggested solu- 
tion for contractors everywhere also 
was presented. 


ALL OVER NORTH AMERICA 

Calgary, Alberta, Canada—We 
have just finished showing your 
excellent film, The Bay City Story, 
at our regular monthly dinner 
meeting attended by over 30 mem- 
bers. There were many favorable 
comments heard after the showing. 

Like the rest of North America, 
we are starting to receive stiff com- 
petition from department stores 
and other outlets, so I feel this film 
which illustrates remodeling sales 
opportunities and methods is espe- 
cially opportune. 

On behalf of the members of this 
chapter, I would like to express our 
appreciation to Domestic ENGIN- 
EERING for the effort which made 
this showing possible. 

ARTHUR R. WRIGHT 
chairman 
Marketing Committee, 
Central Alberta Chapter of 
Plbg. and Htg. Contractors 
e The Domestic Engineering remod- 
eling film, The Bay City Story, is 
available for showing at industry 
meetings without charge, as a service 
of this publication. Or, the 25-minute 
film and record can be purchased at 
less than cost, $25.00. See page 101, 
this issue, for further details. 
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| Rib Ticklers ... 























CDS uel Se! 
“A total stranger! He pops in and 
insists on using the phone booth!” 








“Hmm, that’s strange—the plans call for 
a trap right here!” 











“No thanks, my old one is being re- 
conditioned right now!” 
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WITH M Quay YEAR-ROUND 


AIR CONDITIONING 


PROVED AND PREFERRED...a complete line! 


You’re assured of comfort in any season when you 
install McQuay year-round air conditioning. Mc- 
Quay products are proved and preferred—for their 
efficiency, economy of operation, and the way they 


stand up under long hard use. 


Join the growing list of architects, engineers, and 
contractors who depend upon McQuay to satisfy all 


of their heating and air conditioning requirements. 


Consult the McQuay representative in your terri- 
tory or write McQuay Inc., 1636 Broadway St. 
N.E., Minneapolis, Minnesota. 








FAMOUS RIPPLE-FIN 
CONSTRUCTION 


Ripple-fin coil con- 
struction is the 
product of years of 
research aimed at 
producing the ulti- 
mate in heat trans- 





fer for any weight 
metal. High efficiency is assured by forcing 
the air to follow an ever-changing direction 
of flow in passing through the coil. Thus the 
air repeatedly contacts coil surface to give 
maximum contact time, maximum contact 
velocity and a resultant optimum heat trans- 
fer. The staggered tube and rippled edge 
features, so well known to the industry, 
contribute greatly to higher heat transfer, 
construction ruggedness and eye appeal. 
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For Cooling and Heating 
1 to 10 rows deep 


vvrrrvrie ve 


Removable Plug Type, 
l to 10 rows deep 


Cooling, 1 to 8 rows 


In 1 or 2 rows deep 


low or high pressure steam 


1636 BROADWAY ST. N. E., 


DOMESTIC ENGINEERING 


Also available in basic or ceiling 
types, 3 sizes, 200 cfm, 
400 cfm and 600 cfm 


4 sizes 2 to 10 Ton Models 
For use with hot or cold water, 
steam or direct expansion 


Type AC" Central Station Air 
Conditioners in 14 sizes for 
industrial and commercial 

applications 


Type “AC” Central Station Air 
Conditioners in 14 sizes for 
industrial and commercial 4% 


applications 
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IR CONDITIONING cos AiR CONDITIONING UNITS UNIT HEATERS 


24 sizes with Nominal Capacity 
range 20,300 to 360,000 Btu's 


22 sizes with Nominal Capacities 
from 25,400 to 500,000 Btu's 


20 sizes with Nominal Capacities 
from 20,600 to 1,600,000 Btu's 


20 sizes with Nominal Capacities 
from 20,600 to 1,600,000 Btu's. 


HEATING 
\£ AIR CONDITIONING 
REFRIGERATION 
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Built for the service station? YES! 



































Built for the laundry? YES! 

Built for the restaurant? YES! 

Built for the hotel? YESS re-G 

r no 

; heavy 

In short, A. O. Smith BURKAY Commercial Water 

Heaters are specifically built for these and other 

jobs where a constant supply of hot water is 





needed . . . where a tough commercial heater with 
plenty of reserve stamina for years of trouble-free 
service is the only answer! 


GET THESE FACTS: 


@ BURKAY water heaters are available for every volume need 

© BURKAY water heaters have long service records with millions 
of gallons produced 

@ BURKAY water heaters cannot corrode 

© BURKAY commercial water heaters are as easy to install as 
domestic water heaters 

@ BURKAY Booster-Recovery system gives 2-temperature service Bras 
eliminating need for high temperature storage gr cs 


and si 





TO SUM IT ALL UP: 


Burkays are downright profitable to sell... . oe 
profitable to operate .. . because they are designed 
for all commercial jobs . . . small or BIG! 


@ AOSmith 





PERMAGLAS-HEATING PRODUCTS 





Cutaway view shows copper waterways Permaglas-Heating Division: Kankakee, Illinois T-head 


i ici h 
and highly efficient heat exchanger of international Division: Milwaukee 1 en O 
model 618 adaptable to wide range of uses. stronge 


seni 
ALSO MANUFACTURERS OF Warm Air Furnaces « Gas Conversion Burners « Home Heating Boilers « Permaglas Automatic Water Heaters 
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Straight-Flow Port Design re- 
duces fluid turbulence to a 
practical minimum. 





Seat Rings of end-seated type 
are screwed into the body. 





re-Grip Malleable Handwheel 
r non-skid gripping even with 
heavy gloves. 


Brass Liner on Glands assures 
greater resistance to corrosion 
and scoring. 
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WALWORTH 





iron body gate valves 


with screwed or flanged ends 


60 EAST 42nd STREET 


For complete information on these 
new Walworth Iron Body Valves, see 
your local Walworth distributor, or 
write for bulletin 106. 


WALWORTH 


valves and fittings 


NEW YORK 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 





T-head Disc-to-Stem connection 
on OS&Y types provides 


cero connection, prevents 
ning of disc by corrosion. 





Bronze Back-Seat Bushings in 
bonnets of OS&Y valves. 





Solid Web Type Dise in OS&Y 
valves for greater strength and 
longer service. 





Hinged Gland Eye-Bolts on 
OS&Y valves permit faster, 
easier repacking under full 
pressure. 


























TIPS FOR MANAGEMENT 


“Grab for Dollars’ Stunt Pays Off in San Antonio... 


Paut TARRILLION, a San An- 
tonio plumbing contractor, has 
attracted city-wide attention to 
his plumbing, heating and ap- 
pliance services by means of a 
unique idea which puts a “pot 
of gold” at the end of every cus- 
tomer’s rainbow. 

Here’s how it works: 

Every year, The Tarrillion 
Bros. Co. sponsors a “Grab for 
Dollars” promotional stunt which 
permits prospects to dip their 
hands into a goldfish bow] filled 
with $50 in change from pennies 
to half dollars. The amount taken 
from the bowl is then applied as 
a down payment on the purchase 
of an appliance or plumbing fix- 
ture. 

The contractor estimates that 
sales climb 100 to 300 per cent 
during the “goldfish bowl” pro- 
motion, which lasts a week. 


It's a Closer, Too! 

“The idea,’ Tarrillion says, 
“seems especially attractive to 
people in the market for appli- 
ances. It’s also a terrific closer 
for sales. Once a prospect puts 
his hand in that fishbowl, we 
know we’ve got a sale. It’s pretty 
hard to resist that start on a down 
payment.” 

Tarrillion estimates that at 
least 75 percent of the crowds at- 
tending his anniversary sales are 
attracted by the fishbowl gim- 
mick. Not everyone is sold im- 
mediately, of course. But all visi- 


tors sign a prospect list and there- 
fore become potential customers. 
Ten outside salesmen immediate- 
ly begin calling on these pros- 
pects in the evening when both 
husband and wife are at home. 
The result: more sales. 
Tarrillion says he is particular- 
ly impressed by the number of 
newlyweds who see in “Grab 
for Dollars” an exciting chance 
to start getting appliances for 
their new home, These custom- 





A PROMOTIONAL STUNT which has 
tripled appliance sales for the Tarril- 
lion Bros., San Antonio, permits cus- 
tomers to grab a handful of change 
from a goldfish bowl. The amount is 
applied for an appliance purchase. 


ers, Tarrillion feels, have the 
greatest buying potential of all 
prospects, and he’s happy they 
become acquainted with his store 
and plumbing service. 
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The promotion provides plenty 
of fun for everyone. One year, 
oddly enough, it was a diminutive 
woman who dredged up the 
largest amount from a single 
grab into the goldfish bowl. She 
picked up a little more than $15 
while a husky man came up with 
less than $8. 

Since watching the contest 
proved almost as much fun as 
participating, many persons vis- 
ited Tarrillion’s showroom just 
to see the drawings. Some were 
so intrigued by the idea, they 
joined in the money grab and 
ended up buying an appliance. 

The increase in store traffic, 
and the city-wide publicity 
gained by Tarrillion, achieved 
another major objective in his 
promotional campaign—to iden- 
tify him more prominently as a 
dealer in major appliances. 

The success of this part of the 
stunt is shown in post-contest 
sales to persons who remember 
Tarrillion as a plumbing, heat- 
ing and appliance dealer from his 
anniversary celebrations. 


It's No Secret 

Tarrillion sees to it that his 
“Grab for Dollars” promotion is 
no secret. Both radio and news- 
papers are used to advertise the 
unusual idea. Radio plugs some- 
thing “sensational” for visitors to 
the Tarrillion showroom during 
the anniversary sale. Newspaper 
advertising stresses the anniver- 
sary theme with promises of con- 
tests and fun at the Tarrillion 
showroom, END 
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Now! SUNDSTRAND Fuel Units 
for every heating need... 


niailemenaaall 
ie HIGH-PRESSURE 
year, Model "'J’’—Designed for better, 
. quieter performance and simplified 
itive field service, the Model “J” Single. 
the Stage unit features these ane 
1 j f advances: (1) small and compact; (2 
ngie oe SIP ee precision-made, hydraulically equal- 
She ized pumping members; (3) positive- 
su seating strainer; (4) leakproof seal; 
$15 ; , (5) long shaft bearing; (6) balanced, 
with fr % positive-acting valve; (7) interchange- 
* able parts and mounting. Model “ 
is available in 5 nozzle capacities... 
test 3, 6, 10, 14 and 20 gph. 
1 as Model "'H’’—This model is a self. 
vis- , purging, compact, easily serviced 
; a Two-Stage fuel unit with the same 
just atl ; simplified porting as the Model “J” 
vere ; . designed for use on two-pipe sys- 
: tems having vacuum requirements up 
hey to 20”. The Model ‘‘H”’ has proved 
and y itself an outstanding unit for long 
, - line, high lift oil burner installations. 
e. ; It incorporates the same fine features 
fic as the Model “‘J’’. The ‘‘H”’ is avail- 
aaant able for 3, 6, 10, 14 and ‘or gph firing 
‘ity rates, 
wed . : seuss : 
his LOW-PRESSURE 
‘ AIR-OlL—iIdeal for today’s com- 
en- pact modern housing, this new air-oil 
sa model gives you a unit that will han- 
i dle the entire firing range (.4 to 1.5 
gph) with one large-orifice nozzle... 
the ; plus unusually clean starts and stops. 
“ny These advantages, in addition to easy 
test : installation and service, are brought to 
ber ap te in a unit which measures only 7” 
z long by 3” in diameter and weighs 
pat- just 7 pounds. It has air, lift and me- 
his wid 1 tering pumps, cutoff valve and strainer 
V4 ( ail designed for years of trouble-free 


service. 

NOTE: Burners must be designed 

specifically to use this fuel unit. Ex- 

cept on manufacturers’ recommenda- 
his , tions, the unit should not be installed 

in the field for conversion of high- 
pressure to low-pressure type systems. 


1 is 

Ws- SUNDSTRAND MACHINE TOOL CO. 

the Hydraulic Division, Rockford, Illinois 
Made in Canada by John Inglis Co., Ltd. 

ne- 14 Strachan Ave., Toronto 
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Questions and Answers 


Drain Line Particles 
To the Editor: 

We have a large stone sink ready 
for installation in a pottery plant, 
which means a_ considerable 
amount of clay particles in differ- 
ent shape and form will be carried 
down the drain line. 

Since we have only a long cast 
iron over-head sewer line avail- 
able we thought this installation 
would be satisfactory if we could 
find a way to retard the clay and 
mud entering the sewer, which of 
course, eventually would fill the 
drain line solid with mud. This 
horizontal sewer line is about 200 
feet long before it enters the main 
sewer. 

Please advise a substantial solu- 
tion as soon as possible so we can 
go ahead with this installation. 
Chicago M.V. 


Chapter 82, Section 110 of the 
Chicago Plumbing Code for details 
of proper installation, and we also 
suggest that you check your de- 
cision with the Plumbing Inspector. 


Indirect Water Heating 
To the Editor: 
Would you please tell me if it is 


advisable to put a circulating line 
on an indirect water heater in a 
hot water heating plant? I have, 
on previous jobs, put circulating 
lines on the hot water tanks and 
tempering tank which is heated 
from the indirect heaters, but this 
job has no tank. 


New York W. A. N. 


To the Reader: 

Generally speaking, a circulating 
line is not used with a tankless 
heater installation. As water from 
a tankless heater is usually much 
hotter than that supplied from a 
storage tank, the small amount of 
cold or luke warm water drawn be- 
fore hot water reaches the fixtures 
is mixed with the hot water to ob- 
tain the desired temperature. 

If the fixtures are located a great 
distance from the heater, a recir- 
culating line could be installed, but 
the standby losses would be rather 
excessive. 

(Please turn to top of page 110) 
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Twin Heater Installation 
To the Editor: 

I am enclosing a sketch (below) 
showing a hot water storage tank 
and a water heater hook-up. I 
have never before made an installa- 
tion of an indirect heater to a stor- 
age tank in this manner, and would 
like to have your advice as to 
whether this hook-up is proper on 
a tank. If this installation is not 


sketch, commonly known as a 
semi-tankless pump installation, is 
quite satisfactory, according to an 

alysis by H. A. Lockhart, chief 
ngineer, Bell & Gossett Company. 

The system delivers high-temp- 
erature hot water quickly, allow- 
ing hot water to be circulated 
through the heater to the tank 
when water is not being drawn. 
The tempered water is again drawn 
through the heater when hot water 
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satisfactory, I would appreciate : 
cir ‘ is desired at a high temperature 
To the Reader: suggestions for a’ correct hookup. . : Ae 
eee = 0 NE Illinois HT. with fast delivery. Its chief distinc 
pecifica- tion is that it provides large quan- 
tions of a car washing drain should To the Reader: tities of hot water with a small : ) 
meet the requirements of this in- The hook-up shown in your _ tank. " at 
stallation as per Chapter 82, Sec- Fi 
tion 110 of the Chicago Plumbing - ; 
Code. The drain trap should be, | worwatennercen ” t fo “ —JOFIxTURES 
essentially, a catch basin with a 23 d 
grated cover, with an outlet 30 in. RELIEF VALVE z FROM BOILER rer 
in diameter and having a capacity 5 of pe 
of 5 cu ft. If oF Th 
An additional consideration is HOT WATER <e WATER HEATER con 
the amount of sedimentation that STORAGE TANK of 
would result from the nature of COLD WATER MAKE UP 30 
<F 


the pottery work, and this depends 
on the extent of production. If the 
volume of sediment approaches any 








2 
SQUARE HEAD COCKS 2 








CIRCULATING PUMP 
: TO BOILER 








sizeable amount beyond normal car 
washing waste material, an indus- 
trial type of trap should be used. 

We refer you specifically to 


The sketch above shows how a reader has hooked-up an indirect water heater 
to a storage tank, allowing hot water to be circulated through the heater to 
the tank when water is not being drawn. Chief distinction of the system is 
that it provides larger quantities of heated water through a small tank. 
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How to win friends 
and MAKE MONEY 


Send for Publication 272 


Wall Section 


Joint Trim 


Support Bracket 


Baseboard Radiation 


iL wen you have snapped the last front panel into 
place and have trimmed out with accessories, 

your installation of Nesbitt Baseboard Radiation 

is complete and you have accomplished four things: 
First, you have had as much fun as a kid putting 
together the fitted parts of a prefabricated toy. 
Second, with the least possible exertion and in 

record time you have provided a high capacity system 
of perimeter convector-radiation along exposed walls. 
Third, you have assured the full-zone comfort and 
contemporary beauty that makes customers friends. 
Approved And fourth, you have made a quick profit. 


Ratings 


Where other manufacturers of “baseboard” 


left off, Nesbitt began to make a really 
effective space heater with four square 
feet of radiation per lineal foot of 
corrugated fin element—adequate for 
one-wall performance in most rooms— 
and housed in a beautiful slim enclosure. 
Nesbitt tooled a large factory area to 
produce this product at the lowest cost 

in standard nominal lengths of four, six 
and eight feet—with every labor-saving 


provision and needed accessory—for you! 


All leading makes of BASEBOARD have omethixg- 


but something is not enough when NESBITT gives you Locryhing. / 


MADE BY JOHN J. NESBITT, INC., PHILADELPHIA 36, PA. © SOLD EXCLUSIVELY THROUGH PLUMBING AND HEATING WHOLESALERS 
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BETTER THAN 
CAST IRON? 





Dara-fabe units near 


Wilk Janitrol! 








The Armored heart that's 
| Dara-fube 


practically indestructible! 

















ae 
Dura-tube, exclusive with Janitrol DeLuxe Gas- 
Fired Conditioners, isa combination of time- 
proved Janitrol design and a process developed 
by the National Bureau of Standards. American 
Gas Association has approved its use for do- 
mestic furnaces . . . allowing a temperature of As much as 1200°F. . 
1100° F. where the previous maximum allowable heat repeatedly ap- 1 
temperature for cast iron and steel was 875°F. plied to Dura-tube : : A ti 
units has no damag- : eg. Te - s! 
ing effect on this a Ww 
durable construc- ce 
tion. (You sell the : A , a 
armored “heart” - : 
heat exchanger for | ‘ u 
longer life.) eigke te 
— 
FINEST EVER BUILT BY ANYONE—JANITROL 1954 a ae 


DELUXE GAS-FIRED CONDITIONER 
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longer furnace lite! 


Here’s the heating industry’s most power- 
ful selling story ... . extraordinary dura- 
bility, a quality the public understands 
and appreciates, 

You will be backed up by the biggest, 
most powerful national advertising cam- 
paign in Janitrol’s 35 years history of 
successful heating leadership. 


So, if you can sell quality . . . and believe 
in it for your own future growth... get all 
the facts quickly on this sensational new 
Janitrol Conditioner and other profit- 
makers in the complete Janitrol line of gas 
and oil-fired equipment. 

Dealerships are available in some terri- 
tories, write immediately. 








Tests with Dura- 
tube at 1200° F. 
show no damage 
when chilled with 
cold water. (You 
assure customers a 
minimum cost for 
upkeep and main- 
tenance.) 








forget Crvusuow! 


Dura-tube’s tough 
armor resists the 
combustion gases 
that eat away at or- 
dinary steel or cast 
iron. (You sell extra 
safety with Jani- 
trol’s gas-tight 
sealed design for 
life-time protec- 
tion.) 
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Conditioning 


JANITROL DIVISION » SURFACE COMBUSTION CORPORATION + 400 DUBLIN AVE., COLUMBUS 16, OHIO 








OF THE 


National Radiator Co. Expands, 


Buys Viking Air Conditioning 


The National Radiator Company of Johnstown, Pa., 


has 


bought the Viking Air Conditioning Corporation of Cleve- 
land. Marion I. Levy, president of Viking until the recent 
sale, has been elected a vice re of the National 


company. Levy also was 
named general manager of 
Viking operations. 

The name of the Cleve- 
land company has_ been 


T. B. Focke (left), 1 president of 
National Radiator, receives a 
ceremonial key from Marion I. 
Levy, founder of Viking Air 
Conditioning, recently bought 
by National. 


changed to Viking Air Con- 
ditioning Division of The 
National Radiator Company. 
The acquisition gives Na- 
tional Radiator a fourth 
major manufacturing type. 
Viking, a leading producer 
of warm air furnace blow- 
ers, humidifiers and attic 
and window fans, recently 
entered the window-type 
air conditioning unit field. 
Manufacturing and mar- 
keting operations of Viking 
and National Radiator will 
not be merged, a National 
Radiator official stated. 


BRYANT PLANS 
FOR °54 SALES 


Bryant Heater sales of- 
ficials have announced plans 
for an extensive merchan- 
dising program to begin this 
month. 

The promotion will be 
outlined at the annual Bry- 
ant sales meeting in Clear- 
water, Fla., Jan. 25-27. 

Dealers and distributors 
will receive schooling in air 
conditioning selling from a 
field training team of sales 
specialists. The company 
also will expand its sales 


MONTH 


staff to meet a predicted rec- 
ord year for sales. 

The field training team 
will conduct two-day dealer 
training programs at various 
distributor headquarters. 

William H. Wise, Bryant 
sales director, said the field 
training plan, conducted 
through division sales man- 
agers, is intended to give the 
Bryant distributor and deal- 
er organization “every pos- 
sible bit of air conditioning 
know-how, with emphasis 
on sales promotion and mer- 
chandising activities. 

“We feel that with their 
backgrounds and_ experi- 
ence,” he said, “our distri- 
butors and dealers are uni- 
quely qualified to profit 
more—much more—in 1954.” 

More than 85 Bryant dis- 
tributors, sales executives 
and management represent- 
atives will attend. 


Philco Corp. Enters 


Laundry Field 


Philco Corporation has 
entered the home laundry 
field by its purchase of the 
Dexter Company of Fair- 
field, Iowa. 

William Balderston, Philco 
president, and Tom B. Hunt, 
president of Dexter, an- 
nounced the sale. 

Dexter has been making 
clothes washing and drying 
equipment for 59 years, in 
plants at Fairfield and Al- 
liance, Ohio. Its sales last 
year exceeded $12,000,000. 

Philco plans to continue 
operation of the Dexter 
Company under present 
management, as a separate 
unit. Washers and dryers 
will continue to be marketed 
under the Dexter name. 


Milwaukee Group 
Visits B&G Plant 


A large group of members 
of the Northwest Master 
Plumbers’ Assn. of Milwau- 
kee recently toured the Bell 
& Gossett plant in Morton 
Grove, IIl. 

Frank C. Hackett, Wis- 
consin representative for the 
company, was host to the 
group of about 55 members 
and guests. 

The group viewed manu- 
facturing facilities used to 
make Bell & Gossett hot 
water heating and refriger- 
ation equipment. 

(NEWS continued on page 34) 
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Cast Iron Group Develops Service-Weight Pipe 


Service-weight cast iron soil pipe is a 
new pipe specification developed by the 
Cast Iron Soil Pipe Institute in conjunction 
with the plumbing industry. The specifica- 
tion was designed to eliminate sub-standard 
pipe and fittings, and also to make it easier 
to interchange products of various manu- 


facturers. 


Announcement of the new pipe was re- 
cently made by Homer E. Robertson, exec- 
utive vice president of the Institute. He 
pointed out how the tree roots are kept out bell to form a moisture proof seal. 


of the new type of pipe. A cross section view 


Leaded oakum joints, Robertson said, 


through a joint (shown here) illustrates also are flexible when bent by earth move- 
packed oakum held under presure by a ment, and have been known to withstand a 
lead ring, the oakum locked into the pipe load of 1,000 Ibs. 
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i FLEXON EXPANSION 
members 
Master COMPENSATOR 

Milwau- 

the Bell 

Morton 
tt, Wis- Now you can have a scientifically engineered expansion compen- 
e for the sator thatis especially designed to absorb thermal expansionin steam 
| to the or hot water heating system lines. Designed and manufactured by 
nembers Flexonics Corporation, a leading fabricator of heavy-duty expansion 

joints for industrial piping, the Flexon Expansion Compensator is 

1 manu- backed by over 52 years manufacturing experience. 

used to The Flexon Expansion Compensator consists of a two ply phos- 


sett hot 
-efriger- 


page 34) 
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phor bronze bellows with copper tube end connections, enclosed 
in a floating protective shroud of brass: All joints are electronically 
sealed with silver solder for long leak-proof life. There is no 
packing to replace, no maintenance whatsoever. Just install the units 
as easily as any fitting and then forget them. Flexonics Expansion 
Compensators are designed to outlast the building. Long cycle life 
is proved by extensive testing under installation’ conditions. The 
cost is moderate and puts an end to leakage and to pipe creeping 
noises caused by uncontrolled expansion. 

Flexon Expansion Compensators are made in %", 1", 14" and 
2” sizes for use in hot water or low pressure steam systems. Contact 
your local distributor for further information or use the coupon 
below for your copy of a descriptive bulletin. 


FLEXONICS CORPORATION 
Maywood, Illinois 
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(Continued from page 32) 


Servel Plans 
Product Show 


Servel will introduce its 
1954 line of air conditioning 
equipment to distributors 
and dealers at a series of six 
regional sales conferences 
this month. 

Arrangements for the 
meetings are being made by 
John A. Gilbreath, vice 
president in charge of air 
conditioning, and H. R. Niel- 
sen, air conditioning sales 
manager for the Evansville, 
Ind., firm. 

Dates and places for the 
conferences include: Jan. 4 
—Los Angeles, Hotel Stat- 
ler; Jan. 6—Houston, Hotel 
Shamrock; Jan. 8—-Dallas, 
Hotel Adolphus; Jan. 11— 
Atlanta, Georgian Terrace 
Hotel; Jan. 13—New York, 
Hotel Roosevelt and Jan. 15 
—Chicago, Edgewater Beach 
Hotel. 

Details of several new 
models will be announced at 
the meetings. 

Gilbreath announced that 
Servel air conditioning sales 
for 1953 were more than 101 
percent greater than for 
1952. 

Present lines will be 
greatly expanded this year, 
he said. 


Aldrich Co. Names 
N. E. Mfr’s. Agents 


P. M. Stephenson, presi- 
dent of the Aldrich Com- 
pany of Wyoming, IIl., has 
announced the appointment 
of an associated group of 
manufacturers’ agents to 
represent the boiler-burner 
company in New England. 

Included are: Parker H. 
Devlin in Connecticut and 
western Massachusetts, J. 
L. McArdle in Rhode Island 
and eastern Massachusetts 
and Walter A. Gustafson in 
Maine, New Hampshire and 
Vermont. 


NAPC Scholarship 
To Bethlehem Youth 


Philip M. Malozi, Jr., of 
Bethlehem, Pa., has been 
awarded a four-year schol- 
arship to the State Univer- 
sity of Iowa at Iowa City by 
the scholarship committee of 
the National Assn. of 
Plumbing Contractors. 

Philip Malozi, Sr., is pres- 
ident of the Bethlehem Mas- 
ter Plumbers Assn., and is in 
business at 319 Adams St., 
Bethlehem. 


U. S. Radiator Head 
Named to Serve in 
Freedom Group 


W. C. McCord, president 
of United States Radiator 
Corporation of Detroit, has 
been named national treas- 
urer of Freedom Founda- 
tion. He is a director. 


W. C. McCord 


Other officers are Pres. 
Dwight D. Eisenhower, 
honorary chairman; Herbert 
Hoover, honorary president; 
E. F. Hutton, chairman of’ 
trustees; Kenneth D. Wells, 
president and Don Belding, 
chairman of the directors. 


McDougall Buys Magnaflow 
Rights in U.S., Canada 


The R. McDougall Company, Ltd., of Galt, Ontario, has 
purchased the manufacturing and distribution rights to the 
Magnaflow pump in the United States and Canada. The 
transfer was announced by C. S. Bradeen, president of 


the Canadian firm. Stephen 
H. Gamp, Jr., will continue 
with the new organization to 
handle United States sales, 
distribution and advertising. 

The McDougall company 
is a leading manufacturer, 
distributor and sales organ- 
ization. 

Until its recent purchase, 
McDougall only distributed 
Magnaflow pumps in Can- 
ada. Under the new arrange- 
ment the company will con- 
tinue its Canadian distribu- 
tion, expand that operation 
to include the U.S., and the 
pumps will continue to be 
made in the United States. 

McDougall company also 
manufactures domestic hot 
water systems and tools. 


New White Factory 
Bids for More Sales 


White Products Corp. of 
Middleville, Mich., has 
begun construction of a 
$250,000 addition to its pres- 
ent facilities. The work will 
be completed late this 
month. 

The new plant is in north- 
east Middleville and will 
connect the present tank 
plant with the gas assembly 
plant. 

White Products recently 
was purchased by Edward 
Lamb Enterprises, Toledo. 


C. S. Bradeen (right), R. Mc- 
Dougall Co. president, signs 
papers giving his company 
manufacturing and distribution 
rights to Magnaflow pumps, as 
Stephen H. Gamp, Jr., looks on, 


Orangeburg Co 
Dedicates Plant 


The Orangeburg Manu- 
facturing Company recently 
dedicated a new $2,500,000 
plant at Newark, Calif. 

Dedication ceremonies 
were held at the plant site 
at the southern end of San 
Francisco Bay. 

State Sen. Arthur Breed 
was the featured speaker at 
the formal launching. About 
300 leading plumbing, engi- 
neering, architectural and 
business groups attended. 

The company manufac- 
tures underground bitumin- 
ized fiber pipe. 

About 100 persons will be 
employed in the plant. 
(NEWS continued on page 36) 


I-B-R Meeting Stresses Publicity, Promotion Plans 


Publicity and promotion for hot water 
and steam heating was the featured topic at 
the recent semi-annual meeting of the In- 
stitute of Boiler and Radiator Manufacturers 


at Absecon, N. J. 


The meeting was the largest in the history 
Guests included several 
representatives of the Steel Boiler Institute 
and I-B-R associate members. 

I-B-R members voted a resolution pledg- 
ing participation in a joint industry promo- 
tional program, soon to be launched. 

In a report on work of the Institute, R. E. 
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of the Institute. 


Ferry, general manager, pointed out that 40 
manufacturers have invested $1,250,000 in 
educational, technical and promotional ac- 
tivities of the group during the last 15 years. 


He also reported there are 18 active In- 


stitute committees, 
Other reports heard included: Warren 
Harris, research professor, University of II- 


linois; L. N. Hunter, vice president, Amer- 


Bureau. 


ican Society of Heating and Ventilating 
Engineers and Norman J. Radder, executive 
secretary, Plumbing and Heating Industries 
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Wholesaler’s 
Salesman? 





~ MEWHERE in that golden land “buying men” 
\/ inhabit — between the first blush of interest 
and the final inward satisfaction of goods well 
purchased, there dwells a man with a purpose 
—a salesman —a wholesaler’s salesman. 


This wholesaler’s salesman is a composite of many 
things—a well balanced being who daily displays 
more enthusiasm, tempered with logic; deeper 
humility in harmony with personal aggressiveness; 
a greater friendliness throughout a longer day 
than anyone else on earth. 


It doesn’t matter much what he looks like or what 
he sells—a short man selling steel, a tall man 
selling books—one thing is for sure—he shares 
with all his brothers a common and demanding 
creed—to appear his best in the eyes of three 
people—his customers, himself, and his boss— 
in that order. 


A wholesaler’s salesman is a hard-working sports- 
man-like ball of energy bent upon the destruction 
of all things, real or imaginary, which stand in the 
path of consummating a well-planned sale or the 
creation of a happy and enduring customer- 
salesman relationship. 


About closing the tough ones—he cries “Cinch” 





BUY FROM YOUR WHOLESALER 





EST. 1916 
1421 CENTRAL AVENUE * 
















to his boss; “Luck” to his wife; but deep inside 
his true feelings pour out—the warm, good sense 
of pride that comes to a man by having done a 
job through plain hard work. 


We all know that products are of little worth in 
the hands of their manufacturers. To have the 
success and magnitude of business as we know it 
today, the goods of one manufacturer must be 
combined, adapted and modified with goods from 
a second producer, and so on, in a never ending 
pattern. Products must move—goods must be 
sold. That’s why wholesaler’s salesmen are per- 
haps, collectively, the most important people we 
have. They sell more goods, create more wealth 
and exert a greater force upon the total economic 
greatness of this country than anyone imagines. 


Wholesaler’s salesmen are the wonder men of 
business—They drive more miles; eat more hur- 
ried meals; get fewer ulcers; meet more people; 
and remember names longer than anyone we know. 


Wholesaler’s salesmen are people who, when 
golfing with customers, should lose graciously by 
at least seven strokes; should enjoy catching 
trains on Sunday; and never be upset by ship- 
ments long overdue—A hero with a-sales talk— 
The blood and thunder men of American business 
—That’s today’s wholesaler’s salesmen. 


When the last sale is made and life has resolved 
itself to comfortable, retired living; who among us 
has had a wider life—a life filled to the very brim 
with more of the stuff of richness—personal 
satisfaction, competitive living, constant challenge 
and rich, soul-satisfying reward—the wholesaler’s 
salesman. 


Copyright—Wolverine Tube Division, 1953 


€) WOLVERINE TUBE DIVISION 


of Calumet & Hecla, Inc. 
Manufacturers of Quality-Controlled Tubing 


DETROIT 9, MICHIGAN 
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(Continued from page 34) 


Cast Iron Soil 
Pipe Institute 


Names Officers 


Frank T. Hamilton of An- 
niston, Ala., was elected 
president of the Cast Iron 
Soil Pipe Institute at the 
recent annual meeting held 
in Sea Island, Ga. He suc- 
ceeds Jack W. Struve of 
Los Angeles. 

Other officers named in- 
clude Philip J. Faherty, 
Lambertville, N. J., vice 
president; Deems W. Hall- 
man, Lansdale, Pa., treas- 
urer and Homer E. 
Robertson, Washington, D. 
C., executive vice president. 


Jack W. Struve (left), retiring 
president of the Cast Iron Soil 
Pipe Institute, presents the 
gavel of office to his successor, 
Frank T. Hamilton. 


E. J. McFadden, Chatta- 
nooga; Joseph R. Gionti, 
Williamstown, N. J., and 
Struve were named direc- 
tors for two years. Harvey 
D. Ritter, Linfield, Pa.; 
Israel Smith, Tyler, Tex., 
and Charles A. Hamilton 
were elected for one year. 


American-Standard 
Adds New Color 

American-Standard has 
announced the addition of 
“Platinum Gray” to its line 
of colored fixtures. The new 
shade was introduced for 
use as a neutral color to 
blend with varied color 
schemes, 


General Controls 
Launches Plant 


General Controls Com- 
pany, a leading producer of 
automatic temperature, 
pressure and flow controls, 
recently dedicated a new 
plant in Burbank, Calif. The 
120,000 square foot plant 
was built for the Grayson- 
Greenamyer Appliance 
Controls Division, and will 
employ 1,000 persons. 

A leading feature of the 
two-day dedication was a 
240-foot panoramic exhibit 
showing the functions of 
automatic controls and the 
evolution of controls since 
the founding of the General 
Controls firm 23 years ago. 


Janitrol Sales 
Force Meets 


Janitrol Division of Sur- 
face Combustion Corpora- 
tion recently held six days 
of sales meetings at the 
company plant in Columbus, 
Ohio. 

A summer air conditioner 
and a new heat exchanger 
were new products an- 
nounced at the meetings. 
The air conditioner is de- 
signed for connection with 
forced air furnaces and can 
use existing duct work. 

The heat exchanger is de- 
signed to withstand tem- 
peratures up to 1200F and to 
withstand cracking by quick 
immersion in water while, 
heated to the same tempera- 
ture. 

The sales sessions fea- 
turned new promotions. 


Robertson Heating Supply Co. 
Activates New Headquarters 


The Robertson Heating Supply Company of Alliance, 
Ohio, recently celebrated the opening of its new head- 


quarters with a gala open house. 


According to John 


Robertson, president of the firm, the structure and its 


facilities are the most mod- 
ern available. 

A feature of the ware- 
house section is a conveyor 
system used to move prod- 
ucts from the various de- 
partments to the shipping 
area. 

The building is 214 blocks 
long, with a 220 foot front- 
age, and is set on a 321 by 
700 foot site to permit added 
expansion in the future. 

A capacity crowd of 
manufacturers, dealers and 
friends of the company at- 
tended the dedication festi- 
vities, which included tours 
of the plant. Prizes to guests 
were features of the launch- 
ing. 

The Robertson concern 
handles plumbing and heat- 
ing, roofing, sheet metal and 
electrical supplies. 


Westinghouse Sales 
Increase 30 Percent 


Sales of Westinghouse 
major appliances during the 
first 10 months of last year 
increased 30 percent over 
the same period in 1952, ac- 
cording to R. J. Sargent, 
manager of appliances. 

Sargent released the 
figures in a recent speech 
before distributors of West- 
inghouse products in the St. 
Louis area. 





E. J. Gossett (left), Bell & 
Gossett president, received an 
“Oscar of Industry” 
from Weston Smith, vice pres- 
ident of “Financial World” 
magazine at ceremonies hon- 
oring Bell & Gossett for the 
best annual financial report of 
its industry. 


Whirlpool Program 
Spurs Dryer Sales 


Whirlpool Corporation of 
St. Joseph, Mich., has pre- 
pared a 17-page report for 
dealers that stresses the 
value of a 10-day home 
trial plan to spur sales of 
clothes dryers. 

“The Case of the Missing 
Dryer Sales” is intended to 
draw attention to dryer sales 
that can be made through 
the home trial method. 

Advice is given on how 
to select prospects and how | 
to stage home demonstra- 
tions. 

(NEWS continued on page 41) 





Harold W. Sweatt Heads Honeywell Board 


Harold W. Sweatt, president of the Min- 
Regulator Company 
since 1934, has been elected chairman of 
the board. He succeeds Mark C. Honeywell, 
who was named honorary chairman. 

Paul B. Wishart, vice president and gen- 
eral manager of the company, was elected 
to succeed Sweatt as president. 

Tom McDonald, vice president in charge 
of sales, and A. M. Wilson, vice president 
in charge of the aeronautical division, were 


neapolis-Honeywell 


named directors. 


The personnel changes coincided with the 
36 


retirement of five officials under an execu- 
tive retirement plan established in 1943. 

In addition to Honeywell, retiring officials 
include W. L. Huff, executive vice president 
and former treasurer; R. P. Brown, vice 
president and chairman of the company’s 
industrial division board; George A. Du- 
Toit, vice president in charge of manufac- 
turing and L. Morton Morley, vice president 
and formerly in charge of sales for the 
industrial division. 


Honeywell, Huff and Brown will continue 


as directors. 
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another hot water job made... 


Efficient 


ate and 


ATTS No. 74-174 series ASME rated 


pressure safety relief valves prevent excessive 
pressure conditions regardless of the causes— 
normal thermal expansion or emergency 
steam pressure. Nearly every existing boiler 
can be made safe with a single valve selected 
from Watts complete range of sizes (34” to 2” 
NPT inclusive) and BTU discharge capacities. 


WATTSNo. I35HW automatic feedwater 


pressure regulators maintain an adequate sup- 
ply of water at correct minimum pressures 
without attention. When operating at correct 
pressures, boilers are most efficient. Available 
in sizes 14” - 34”-1” NPT. All bronze, one 
piece construction with integral strainer. 





























WATTS No. 50A 


cut-off provides added 





Plumbing and Heating Safety Valves and Controls 


LOW WATER 


Extra safety —Watts No. SOA low water 
safety for boilers if a 
dangerous low water condition should develop due 
to water supply failure or any other reason. No. 50A 
was designed especially for hot water boilers to meet 
a growing demand for this extra protection. 
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Now— 
the JOHN Woop 


‘more tn'54 ‘plan 
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MOPEC production 


more production on every heater in the line 
. full stocks at all times to give you prompt 
shipments throughout the year. 


in addition to the Deluxe Convertible, Master, 

Master A, Heavi-duty and Table Top we have the 

Dual Action water-and-space heater plus the new 

John Wood Special, priced to sell in any market. 
0 nipple spread now 8” for your easier handling. 


Control moved over for easier access to burner. 
Both Galvanized and Glass linings — a heater 
for practically any local water condition. 


v4 4 Biggest National Consumer advertising pro- 7 
a ver [ Sin 9 gram in John Wood’s history! Now, your © 
John Wood advertising in Better Homes © 
& Gardens plus Home Modernizing plus 7 
eee 


American Home reaching 7 million circula- 7 
tion month after month! : 


more ti 
hardest-hitting promotion package ever offered by 
eee 


John Wood. Completely ties you in with national 
advertising plus all the selling materials you need to 
do a BIG water heater business. 





a eee ; with POWERFUL GAS COMPAN 


endorsement of , 
yu ites America . and AGA localized advertisins G 
and promotion support. J 


for the complete JOHN WOOD line 


...and for 1954 


JOHN Woop 
introduces... 












the new 

















aR 
faster, 
ve the 
ie new 
‘ti JOHN Woop 
MERION« PENFIELD | 
deluxe Adtametc CAS WATER HEATERS 
NOW — JOHN WOOD, manufacturers of de- i 
z pendable quality products since 1867, adds to 
tising pro | its line of dependable water heaters the 
Now, your © 
er Homes § : ° 
izing plus ¥ finect glass ~ lined 
ircula- | 
wie water heater anywhere! 
| NOW — JOHN WOOD leads the 1954 water 
heater parade! A complete line, with both 
galvanized and glass-lined tanks! Aggressive 
advertising and promotion, including a tie-in 
y with Mrs. America, the Gas Industry’s liveliest 
1 national promotion — everything you need to 
0 


help you “Sell More in ’54!” 


OMPAN' 


Get the complete story of the 


ertisins 


von, JOHN WOOD “More in ’54” Promotion Plan! 
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Dayton to Build 
Water Softeners 


Dayton Pump & Mfg. 
“Company is planning an ex- 
pansion of facilities to in- 
clude a new assembly line 
for water softeners. The 
plans were announced at a 
celebration in Dayton 
marking the 45th anniver- 
sary of the company. 

Other new products soon 
to be introduced by the 
company are a_ packaged 
water system and an im- 
proved air conditioner. 


‘A. J. Diebold, Jr. 
Heads Sauer, Inc. 


A. J. Diebold, Jr., has 
been elected a director of 
Sauer, Inc. Pittsburgh, 
‘plumbing, heating and air 
‘conditioning contractor. 
Diebold also is president of 

orest Lumber Company, 
secretary and director of 

Hanlon-Gregory Gal- 

izing Company and a 
director of the Tri-Lok 
Company. All of the firms 
‘are located in Pittsburgh. 


Y 


Michigan ASSE 
Officers Report 


The Michigan chapter of 
the American Society of 
Sanitary Engineering ac- 
cepted eight new members 
and heard a report of the 
recent national convention 
at its last meeting in Detroit. 

Russell Bartmes, Detroit 
manager of General Con- 
trols Company, presented a 
talk on controls for domestic 
water heaters. 

The Michigan chapter was 
second in attendance at the 
Cleveland meeting, accord- 
ing to reports given by 
Glenn Shields, national 
president, Herb Dusendorf, 
Michigan president and Bill 
White, Michigan chapter 
vice president. 

At the national conven- 
tion Dusendorf was named 
to a five-year term as a 
director and White was 
elected dean of chapters. 


Westinghouse Lists 
Expansion Program 


The Westinghouse Electric 
Appliance Division has an- 
nounced plans for a $4 mil- 
lion expansion of its present 
facilities at Springfield, 
Mass. J. R. Weaver, plant 
manager, said the sum will 
be spent for production 
equipment to increase out- 
put. 





McDermott Co. Opens Showroom 


The A. I, McDermott 
Company of Oshkosh, Wis., 
Wholesaler of pumps, water 
Softeners and allied equip- 
Ment, recently opened its 
hew headquarters at an open 
house held for dealers. 

' The L-shaped building 
has a 100-foot frontage, with 
an expanse of glass extend- 
ing along the entire front 
ind one side, showing the 
tisplay room. 

The structure is located on 


ee 


North Jackson Drive in 
Oshkosh. Features include 
Roman brick construction, 
with a stainless steel facing 
along the overhanging can- 
opy, a showroom 100 by 20 
feet and a 50 by 120 foot 
stockroom at the rear. 

The company has been in 
the wholesale plumbing 
business since 1920. It em- 
ploys 10 persons and has a 
warehouse elsewhere in 
Oshkosh. 


aaa 


Officials of Walter E. Selck and Co. of Canada, Ltd., pose before 
the new headquarters of the company in Toronto. Shown are 
(left to right) Walter E. Selck, Doug Malcolmson, president, and 


Rebert J. Thompson, vice president. 


The structure has 8,500 


square feet of office and warehouse space. 


Jobbers’ Credit Assn. Marks 
Anniversary With Banquet 


An overflow crowd of members and guests of the Job- 
bers’ Credit Assn. attended the recent 29th anniversary 
fete of the group at the Hotel Commodore in New York 


City. 

The association is being 
directed this year by E. E. 
Basch, Regent Plumbers 
Supply Co., Inc., assisted by 
Henry Gasner, Saltser & 
Weinsier, Inc., first vice 
president. 

Other officers include: 
Harry Schumacher, Mc- 
Elraevy & Hauck Co., second 
vice president: Julius Klein, 
N. Y. Plumbers’ Specialties 
Co., Inc., treasurer: B. S. 
Zorwitz, executive vice 
president and Glenn B. Van 
Buren, secretary. 


American Kitchens 


Adds New Films 


Malcolm Mitchell, sales 
training director for the 
American Kitchens Division 
of the Avco Manufacturing 
Corporation, has announced 
the addition of three new 
sales training films to the 
company library. 

Films include “Some 
Line,” which points out the 
growing steel kitchen mar- 
ket; “Who Put the Cabinets 
in Mrs. Murphy’s Kitchen,” 
which instructs salesmen on 
merits of identification, dis- 
play, advertising, sales tools 
and salesmanship; and “The 
Only Way There Is to Sell 
a Kitchen,” which is a film 
on the fundamentals of sell- 
ing and planning kitchens. 
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Acme Heating Div. 
Lists Wholesalers 


The Acme Heating Divi- 
sion of The United Tool & 
Die Co., West Hartford, 
Conn., has named nine new 
firms as wholesalers of its 
boiler-burner and warm air 
furnace lines. 

Massachusetts wholesalers 
include outlets at Worcester, 
Framingham, Lowell and 
Holyoke. Two others are at 
Brattleboro and Barre, Vt., 
and three are in Biddeford, 
Portland and Augusta, Me. 


New York Heating 


Group Gives Dinner 


More than 1,200 members 
and guests attended the re- 
cent annual dinner of the 
Heating, Piping and Air 
Conditioning Contractors 
New York City Assn. 

Association officers who 
were hosts at the event in- 
cluded Rowland Tompkins, 
president; Joseph A. Cour- 
ter, vice president; William 
W. Murray, Jr., treasurer; 
August C. Contardi and 
Pierce A. Collins, directors, 
and Robert B. Miller, secre- 
tary. 

Several manufacturers 


sent representatives. 
(NEWS continued on page 190) 
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GUARANTEE 
IN WRITING 


Financing available 
through our easy 24- 
month payment plan. 











’ THE 5-IN-1 


This is the newest in the line of General Chef complete kitchen units. 
It's the L-K Twin R-600. Here, for the first time, is a small complete kitchen 
in a compact single unit only 42 inches wide. Builders and owners of 
rental property will find this unit ideal where space and 
dollars are limited. Get complete information today. 


NEW YORK: 

Dept. M-1, Suite 74 

11 W. 42nd St. 
LOS ANGELES: 

Dept. M-1, 

4542 E. Dunham 
CHICAGO: 

Dept. M-1, Room | 

Merchandise Mart 


aes 
ept. M-1, Room! 
111 E. 2nd Ave. 


General Chet 


NATIONWIDE SALES AND SERVICE 
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domplete Kitchen 
...only 42 inches wide! 


GENERAL CHEF 5-IN-1 is ideal for Motels 
Hotels » Apartments » Small Kitchens + Trailers + Factories 





— Wherever space and dollars are important! 





1 DOUBLE SINK One-piece porcelain 
top of heavy gauge steel. Faucet and all 
hardware triple-chrome plated. 


y BURNERS Unit comes with 3 gas burn- 
ers (easily adjusted for bottled, natural 
or manufactured (L.P.) gas), or 3 electric 
burners (220 V.). 








3 OVEN Large handy oven with broiler 

4 and Robertshaw Automatic Temperature 

4 Control. Completely ‘insulated from 
refrigerator. 


'> REFRIGERATOR Six cubic feet of 
space. Electric sealed, self-oiling Tecum- 
seh unit. Owens-Corning Fiberglas insu- 
lation. Convenient bottle shelves in door. 


B® FREEZER Holds 9 ice cube trays, or 12 


standard frozen food packages. 


wy, a | 
Se 





ALSO AVAILABLE... 
Smaller units 27% inches wide 
without oven—gas or electric 


Handsome General Chef units without * 
ovens come in sizes as small as 271, 
inches wide. Gas or electric burners 
(either 110 or 220 V.)... with or with- 
out sink. Four cubic foot refrigerators. 




















-1, Suite 74 








2nd St. 

ES: We will send you complete General Chef, 

, ; information and specifications on the 4542 E. Dunham Street, Los Angeles 23, Calif. 

‘Shades many General Chef complete kitchen Please send me complete information and specifications on General 
units. If you are building, remodeling, Chef units, and name of nearest distributor. 
designing — you will want to get this 

-1, Room | information to help you save space and NAME OCCUPATION 

ndise Mart dollars. Write today. We will also send 


\-1, Room | 
Ind Ave. 


you name and address of distributor 
nearest you. 
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CONTRACTORS * WHOLESALERS * MANUFACTURERS 


MANUFACTURER ASSNS. 


Jan. 19-21—CISPI—Meeting of the 
Cast Iron Soil Pipe Institute; Drake 
Hotel, Chicago. 


Mar. 30-April 2—ACRI—Annual 
meeting of the Air Conditioning and 
Refrigeration Institute; Greenbrier 
Hotel, White Sulphur Springs, W. Va. 


April 1-2—WCF—5th annual con- 
vention of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


May 16-21—OHI—Annual conven- 
tion and exposition of the Oil Heat 
Institute of America, Inc.; Benjamin 
Franklin Hotel and Commercial Mu- 
seum, Philadelphia. 


May 19-21I—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn.; Drake Hotel, Chicago. 


May 24-25—SBlI—Annual meeting 
of the Steel Boiler Institute, Inc.; The 
Traymore Hotel, Atlantic City. 


May 27-29—SKCMA—Annual meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; Greenbrier Hotel, 
White Sulphur Springs, W. Va. 


June 2-4—IBR—Meeting of the In- 
stitute of Boiler & Radiator Manufac- 
turers; Seaview Country Club, Abse- 
con, N. J. 


Oct. 7-8—NADFPM—22nd annual 
meeting of the National Assn. of 
Domestic and Farm Pump Mfrs.; 
Sherman Hotel, Chicago. 


WHOLESALER ASSNS. 


Jan. 24-26—PHWNE—Winter meet- 
ing of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Hotel Statler, Boston. 


Feb. 18-20—WDA—25th annual 
convention of the Wholesale Dis- 
tributors Assn.; Texas Hotel, Fort 
Worth, Texas. 


Mar. 28-30—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesal- 


ers Assn.; Chalfonte-Haddon Hall Ho- 
tel, Atlantic City. 


April 5-7—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


May 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


June 10-12—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England, Inc.; 
Mount Washington Hotel, Bretton 
Woods, N. H. 


Oct. 13-15—CSA—60th annual meet- 
ing of the Central Supply Assn.; Pal- 
mer House, Chicago. 


Nov. 7-10—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Roosevelt Hotel, New Orleans. 


CONTRACTOR ASSNS. 
. . « National 


Jan. 10-12—NARDA—Annual con- 
vention of the National Appliance & 
Radio-TV Dealers Assn.; Conrad Hil- 
ton Hote], Chicago. 


Jan. 25-27—ASHVE—Annual con- 
vention of the American Society of 
Heating and Ventilating Engineers; 
Rice Hotel, Houston, Texas. 


May 10-13—NAPC—72nd annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 
National Guard Armory, Washington. 


May 25-28—HPACCNA—A nnual 
convention of the Heating, Piping and 
Air Conditioning Contractors National 
Assn.; The Traymore, Atlantic City. 


CONTRACTOR ASSNS. 
... State 


Jan. 25-28—Illinois—6lst Annual 
convention of the Illinois Master 
Plumbers’ Assn.; Hotel Pere Mar- 
quette, Peoria. 
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Feb. 1-3—Wisconsin—Annual con- 
vention of the Wisconsin Master 
Plumbers Assn.; Schroeder Hotel, 
Milwaukee. 


Feb. 8-10—Ohio—Annual conven- 
tion of the Ohio State Assn, of Mas- 
ter Plumbers, Inc.; Deshler-Hilton 
Hotel, Columbus. 


Feb. 18-20—Minnesota—A nnual 
convention of the Minnesota Master 
Plumbers Assn.; Hotel Nicollet, Min- 
neapolis. 


Feb. 19-20—Kansas—Annual con - 
vention of the Kansas Master Plumb- 
ers Assn.; Broadview Hotel, Wichita. 


Feb. 28-Mar. 2—Missouri—Annual 
convention of the Missouri State Assn. 
of Master Plumbers; Jefferson Hotel, 
St. Louis. 


Mar. 4-6—Colorado—Annual con - 
vention of the Colorado Master 
Plumbers Assn.; Shirley-Savoy Ho- 
tel, Denver. 


Mar. 5-6—Virginia—Annual conven- 
tion of the Virginia Associated Plumb- 
ing & Heating Contractors, Inc.; Hotel 
Roanoke, Roanoke. 


Mar. 11-13—Oklahoma—State con- 
vention of the Associated Plumbing & 
Heating Contractors of Oklahoma, 
Inc.; Skirvin Hotel, Oklahoma City. 


Mar. 15-17—Indiana—Annual con- 
vention of the Indiana Assn. of Master 
Plumbers; French Lick Hotel, French 
Lick. 


Mar. 17-18—Maine—Annual con - 
vention of the Maine State Assn. of 
Master Plumbers; The Eastland Hotel, 
Portland. 


Mar, 18-20—Louisiana—A nn ual 
convention of the Louisiana State 
Assn. of Master Plumbers; Hotel Jung, 
New Orleans. 


Mar. 19-20—Texas—Annual conven- 
tion of the Associated Plumbing and 
Heating Contractors of Texas, Inc.; 
Commodore Perry Hotel, Austin. 


Mar, 22-24—Nebraska—Annual con- 
vention of the Nebraska Retail Plumb- 
ers Assn.; Hotel Fontenelle, Omaha. 


Mar. 25-27—Arkansas—Annual con- 
vention of the Associated Mechanical 
Contractors of Arkansas; Marion Ho- 
tel, Little Rock. 


April 1-3—New Mexico—Annual 
convention of the Assn. of Plumbing, 
Heating and Piping Contractors of 
New Mexico; Alvarado Hotel, Albu- 
querque. 


April 2-3—Tennessee—Annual con- 
vention of the Assn. of Master Plumb- 
ers of Tennessee; Claridge Hotel, 
Memphis. 


April 7—Connecticut—Annual con- 
vention of the Master Plumbers Assn. 
of Connecticut, Inc.; Restland Farm, 
Northford. 


(Please turn to top of page 46) 
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1 con- 
aster 


Hote, A Box Seat and All Expense Trip to 


onven- 
f Mas- 


ee Indianapolis 500 Mile Auto Race in 





nual 
Master 
, Min- 
con- 
‘lumb- 
‘ichita. 
\nnual 
. Assn. 
Hotel, 
con- 
ister 
y Ho- 
nven- 
lumb- 
Hotel 
/ con- 
ing & 
homa, 
vity. 
con- 
Master 
‘rench 
1. An airplane round trip ticket to Indianapolis! 
Oa to 2. A box seat at the 500 Mile Indianapolis 
Hotel Memorial Day Speedway classic, the biggest 
: single sporting event in the world! Seats are on 
the best position on the track... in brand new 
5 al Grandstand B at the end of the straight-a-way. 
tate 
Jung, 3. Finest accommodations at one of the best 
hotels in Indianapolis and excellent meals includ- 
ing a special banquet on the night of the race. 
nven- 
g and 4. A trip to Connersville, Indiana, by special bus 
Inc.; 4 for a tour through*the American Kitchens plant! 
* * at dix: ce | Just think . . . to win this wonderful round 
i ade i trip to the fabulous 500 mile race, all that 
iataiies : you, as a dealer, have to do is meet a very 
wy low merchandise quota and carry on the 
promotional activities you would normally 
\ in. do anyway! 
anical So don’t wait! Contact your American 


1 Ho- to sees al — Kitchens distributor today to get com- 
~ rt plete details about the great ‘““RACE FOR 
RICHES” contest and file your entry form. 

Get an early start and 








nual - - 
ibing, ’ you'll be “‘off to the 
rs of , ; races” on Memorial Day! 
Albu- . a 
MAIL TODAY! 
con- 
umb- 
Hotel, 
American Kitchens Division, Dept. DE-154 
AVCO Manufacturing Corp., 
con- Only American Kitchens has all these big profit sales-winners: . oe é i 
Assn. * Body-contour design for easiest work- larger sink bowl with no dirt-catching pie ges~ cap ot Apo Amante Ae Rime gr wig ore 
“arm, ing comfort ¢® Smooth surfaces with ledge * Tops of stain-resistant lifetime au Mitehees “Race Sor Riches” Content 
no dirt-catching handles * Drawers’ vinyl * The American Kitchens Roto- ; , E zat 
5) rounded and seamless that clean as ‘Tray Dishwasher * Red Demon gar- See re Wr 
easily as wiping out a bowl. © 15%  bage disposer. Address 





AMERICAN KITCHENS DIVISION AVEO) CONNERSVILLE, INDIANA City Zone____State__ 








IT'S THE LAW! 


Legal Decisions of Interest to Contractors 


SOAAOANEANAN ANNE 
SQ 0, PDvExin0y99g gg 


Leo T. Parker, Attorney 


Cincinnati, Ohio 


Read That Policy .. . You May Not Be Covered! 


Most PLUMBING AND HEATING 
contractors are convinced that 
insurance offers their business 
highly important benefits and 
protection. But often there’s a 
tendency to over-simplify this 
complex subject of insurance. 

An eastern plumbing con- 
tractor, for example, recently 
discovered the danger of failing 
to give an insurance policy the 
same degree of attention that he 
would any other business con- 
tract or agreement. 

Among this contractor’s wide 
coverage was a policy which an 
insurance agent said offered fire 
protection for all buildings used 
by the contractor. 

Recently one of these build- 
ings was destroyed by fire. But 
the insurance company refused 
to cover the loss because the poli- 
cy had no clause specifying that 
the leveled building was included 
in the insurance. 

The contractor contends that 
the insurance company is liable 
since he signed the insurance ap- 
plication only after instructing 
the agent that he wanted com- 
plete coverage. The agent, in 
turn, promised full coverage. 
Both the instruction and promise 
were made before witnesses. 

The contractor now asks—can 
I compel the insurance company 
to pay the loss? 


The answer: No. And the 


moral: Read your policy thor- 
oughly and understand exactly 
what it covers. Don’t take any- 
body’s word for the kind of in- 
surance you carry. 

Our eastern contractor is help- 
less because the courts have 
found that the ordinary insur- 
ance agent is an agent of the in- 
sured, not an agent of the com- 
pany. Although the insurance 
company pays the agent’s salary 
and commission, it is not liable 
for promises of protection he may 
make. (Citation: West v. Em- 
ployers Casualty Co., 178 S. W. 
(2nd) 168). 

Even if the contractor had re- 
ceived a written letter from the 
agent he would have no recourse 
to law. Courts Have decided that 
if a policy does not conform to 
what the agent describes in his 
selling or covering letter, the in- 
sured person must notify the in- 
surance company of the error. If 
the insured keeps the policy 
without objecting, the courts rule 
that he has accepted the policy as 
it is worded. (Citation: State 
Corp. v. Travelers Co., 30 S. E. 
(2nd) 377). 

Since there are numerous oth- 
er ways a plumbing contractor 
may find himself unprotected, 
although he has been paying 
premiums regularly, it is neces- 
sary for every policy to be 
checked very carefully. enp 
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Convention Dates... 
(Continued from bottom of page 44) 


April 7-10—New York—A nnual 
convention of the New York State 
Assn. of Master Plumbers, Inc.; Hotel 
Commodore, New York. 


April 8-10—Arizona—Annual con- 
vention of the Associated Plumbing 
Contractors of Arizona; San Marcos 
Hotel, Chandler. 


April 8-10—New Jersey—53rd an- 
nual convention of the New Jersey 
State Assn. of Master Plumbers; Chal- 
fonte-Haddon Hall, Atlantic City. 


April 16-17—Washington — Annual 
convention of the Associated Plumb- 
ing and Heating Contractors of Wash- 
ington; Davenport Hotel, Spokane. 


April 19-22—Pennsylvania—Annual 
convention of the Pennsylvania Assn. 
of Plumbing Contractors; Benjamin 
Franklin Hotel, Philadelphia. 


April 22—Massachusetts—70th an- 
nual convention of the Massachusetts 
State Assn. of Master Plumbers, Inc.; 
Sheraton Plaza Hotel, Boston. 


April 22-24—Georgia—Annual con- 
vention of the Associated Plumbing 
Contractors of Georgia, Inc.; Hotel 
General Oglethorpe, Savannah. 


April 22-24—Iowa—Annual conven- 
tion of the Iowa Master Plumbers 
Assn.; Savery Hotel. Des Moines. 


April 22-24—Montana—Annual con- 
vention of the Associated Plumbing 
and Heating Contractors of Montana; 
Rainbow Hotel, Great Falls. 


April 22-24—North Dakota—Annual 
convention of the State Assn. of Mas- 
ter Plumbers of North Dakota; Fargo. 


April 23-24—Mississippi—A nnual 
convention of the Mississippi State 
Master Plumbers Assn.; Edgewater 
Gulf Hotel, Edgewater Gulf. 


April 27-29—California— 53rd an- 
nual convention of the Associated 
Plumbing Contractors of California; 
Wilton Hotel, Long Beach. 


April 28—Rhode Island—A nnual 
convention of the Rhode Island State 
Assn. of Master Plumbers; Narragan- 
sett Hotel, Providence. 


April 29—New Hampshire—Annual 
convention of the New Hampshire 
Master Plumbers Assn.; Hotel Car- 
penter, Manchester. 


April 30-May 1—Michigan—Annual 
convention of the Michigan Assn. of 
Master Plumbers; Hotel Statler, De- 
troit. 


June 28-30—ASHVE—Semi - annual 
meeting of the American Society of 
Heating and Ventilating Engineers; 
New Ocean House, Swampscott, Mass. 

END 
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rolling in... it’s a 
iccess. And there’s a sure sign of 
. Oil Burners. 


pretty sure sign 
success in the 


With the fuel-saving High Temperature Combustion Head. . . exclusive 
Vernier-Flame Control . . . Delayed Oil Valve . . . Instantaneous Fuel Cut Off . . . smooth 
efficient performance . . . and precision-built quality . . . these burners have given 
U. S. dealers a decided advantage over competition. What’s more, 

U. S. offers a complete line of quality burners ranging in capacities from 0.50 to 
20.00 G.P.H. Interested? Contact your heating wholesaler or write us direct. 





U. $. BURNER DIVISION tne cartin company wernersrietD, CONNECTICUT 


a? 








HTCH— The High Temperature 
Combustion Head makes possible Model 400 S 







4 Model 400 AF Model 400 
fuel savings up to 36 %—a real U. S. 0.50 to 3.00 G.P.H. 0.65 to 1.50 G.P.H. 0.65 to 4.00 G.P.H. 
selling feature. 1.35 to 2.00 G.P.H. 
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1. PG’s weigh only 10 lb. each — are 
packed 4 to a carton, ready to install. 
2. Center-to-center spacing is readily 
adjusted to design requirements. 
3. PG’s are straight and true—no sags 
or dips — make plastering easier. 
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These men are putting in PG’s (Panel Grids)—developed by The American Brass Company 
to make radiant panel heating systems more practical than ever ...in rust-free copper. 


These men will complete this job and 
be on the next one in much less time 
than it would have taken with coiled or 
straight length tubing. To the builder 
and heating contractor this means more 
jobs at lower costs. 

They are installing a new Anaconda 
product—PG’s® *. These are pre-formed 
radiant panel heating grids, ready for 
installation. They do away with tiresome 
on-the-job bending and awkward “string- 
ing up.” For ceiling work, PG’s contain 
50 linear feet of %” Type L ANAcoNDA 
Copper Tube. PG’s are pre-formed to 
common 6” c-c spacing. They are con- 


tracted or extended easily by hand to 
meet all desired spacing requirements 
within a range of 4%” to 12” c-c. 

Publication C-6 gives all the facts 
about this revolutionary new develop- 
~~ ment in panel piping. Write 
for your copy to The Amer- 
ican Brass Company, 

Waterbury 20, Conn. 


*Patent Applied For 


ANACONDA 


Copper Tube PRE-FORMED Panel Grids 
for Radiant Panel Heating 
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The world’s most modern kitchens 


world’s 


REPUBLIC STEEL KITCHENS—gives you all the ammunition 
you need for big kitchen sales. Modern training tools, 
compelling display material, well-planned promotions, 
cooperative programs and sales-producing consumer 
literature. If you’re a merchandiser, and not a storekeeper, 
you're ready for Republic Steel Kitchens. Ask your dis- 
tributor for details. Berger Manufacturing Division, 


Republic Steel Corporation, 1018 Belden Avenue, Can- 
ton 5, Ohio. 


FOR YOUR STORE IDENTIFICATION AND DISPLAY— Illumi- 
nated signs, window streamers, decals, self-selling “starter 
kitchen” and sink displays, banners, full-line wall charts! 


FOR TRAINING YOUR SALESMEN — Sales- planning guides, 


manuals, catalogs, “how-to-sell” books, slide films, kitch- 
en training aids! 


YOUR DEALERSHIP 





PROVIDE YOU WITH THE 


most modern merchandising! 


FOR “PROSPECTING” — Full-color jumbo post cards, letter 
stuffers, broadsides, and full-color movies! 


FOR CO-OPERATIVE ADVERTISING — Hard-selling news- 
paper ads, radio and TV spots, outdoor posters! 


FOR KITCHEN PLANNING—A complete Republic Steel 
Kitchens Planner, sales easels, new home and remodeling 
books, “do-it-yourself” installation books. 

FOR BIG PAY-OFF PROMOTIONS—Sound, tested, profitable 


promotions with everything you need to get big-profit 
sales started! 


PLUS 


A FULL SCHEDULE OF NATIONAL ADVERTISING IN 
THE COUNTRY’S TOP MAGAZINES! 
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You get more from the 


WEW®: GASAPACK 


Space i Heater Control 


You get new features, new installation ver- 
satility, new, better performance —all from 
one control ... the all-new Model 56. It 
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lling news. 
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ublic Steel 
‘emodeling 


» profitable 


- big-proft has everything needed for silent, 
even temperature regulation and | 

TISING IN perfect reliable operation. Check 

m below and you'll see what we 


mean! 


Big reasons why the 
Model 56 is better! | 


Compact body size: 354 x 514 x 31, in. assures i 
¥- trim heater design, neater installation. Straight-through } 
or right-angle body styles available. / 






with 

close- 
‘ coupled 
‘ pilot 







Precision made of non-corrosive materials. Positive- 
2- seal valve seats — can be used on all gases. 


Large built-in pilot filter reduces pilot outages from | 
3. impurities in gas. 












Three-position control knob regulates both main 
and pilot valves. 








100% shut-off safety pilot mechanism closes valve 

if flame is extinguished. 

Thermo bulb maintains pyecise temperature control 
6. with complete safety. 


Pilot and main orifices instantly removable from 
front. Fast, easy changeover for any type of gas. 

















Temperature lever instantly adjusted to user’s de 
sired comfort level. Can be re-set in seconds. 





.- and look 8 








“Constant heat” bypass instantly adjustable for 


at these ?. “high-to-low” or “high-to-off” operation. 


Bypass adjustable from front by turning screw in 


FEATURES... 10. center of “constant-heat” knob. 


Pilots available to suit any type of installation — 
close-coupled or remote. 





with 
remote pilot 












Jor Air © Liquids 
© Gases @ Refrigerants 


A-P CONTROLS CORPORATION 


9404 North 32nd Street, Milwaukee 45, Wisconsin 
1n Canada: A-P Controls Corporation Ltd., Cooksville, Ontario 


’ DEPENDABLE (our202 
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Complete Line of Plumbers Tubular Brass 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
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VALVES 


of Outstanding Quality 








Rising Stem, Solid Wedge, 
125-pound Steam Pressure, 
Gate Valve of rugged con- 
struction, engineered and 
machined to give the utmost 
in service and appearance. 


Also available non-rising 
stem gate valves, globe 
valves, angle valves and 
check valves—all individu- 
ally tested, made to exacting 
specifications. 
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If you're installing Penn heating controls... you know the answer 
to both questions. If you’re not... then use Penn on your next 
heating job and you'll be the heating dealer with low service costs! 

Once Penn controls are installed properly, their dependable 
performance eliminates costly service call-backs. Just as impor- 
tant, their accuracy delivers the better heating comfort you sell. 
Result . . . better-satisfied customers, more sales and more profit 
for you! 

Want convincing proof? Then, install Penn controls on your 
next heating job. Ask your burner manufacturer or wholesaler. 
Penn Controls, Inc., Goshen, Indiana. Export Division: 13 E. 40th 
Street, New York 16, N. Y., U.S.A. In Canada: Penn Controls 
Limited, Toronto, Ontario. 


Here’s a new type of gas 
valve with straight-through 
flow and vertical, self-clean- 
ing seat. 


Liquid expansion furnace fan 
and limit control with cali- 
brated dials. Also available 
for hot water systems, 





Oil burner stack switch with 
low voltage protection, sim- 
ple 2-wire hook-up and sturdy 


Heat-anticipating, 2-wire 
thermostat banishes Hot-n- 
Cold living for real heating 
comfort. bimetallic element. 
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AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINE 
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heating at lowe 


Long proved in thousands of ceiling radiant heating sys- 
tems, Bundyweld Tubing gives you not only first-class 
performance, but brings you savings in material cost and 
fabrication time, too. 

Bundyweld comes in standard 20-foot lengths with one 
end expanded, when specified, for easier, sounder joining. 
Though extra-strong, it’s ductile and bends easily on a 
simple fixture in the shop or on the job site. 

Bundyweld can be handled pretty roughly without danger 
of damaging it. It’s lightweight enough (100’ of 34” O.D. 
weighs only 10 Ibs.) and rigid enough so that two men can 
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How to install ceiling radiant 


Bundyweld Tubing 


DOUBLE-WALLED FROM A SINGLE STRIP 


st possible cost 


easily position a group of joined coils. Then, the smooth, 
flat-lying coils can be speedily plastered. No waste motion, 
no waste material. 

Your job is completed economically with low-cost tub- 
ing that will function efficiently and faithfully. Note below 
the reasons Bundyweld is the only tubing that can offer 
you those advantages. Then write us today for more 
information. 


Radiant Heating Division 
Bundy Tubing Company Detroit 14, Michigan 





WHY BUNDYWELD IS BETTER 





passed through a fur- 
nace. Bonding metal 
fuses witn basic 
metal. Result .. . 


continuously rolled 
twice around later- 
ally into a tube of 
uniform thickness, and 


Bundyweld starts as 
@ single strip of steel 
which is copper- 
coated. Then, it’s .. . 











TUBING 






SIZES ur™ 
TO %” O.D. 


aa 
XZ 


Bundyweld ... 
double - walled and 
brazed through 360° 
of wall contact. 


NOTE the exclusive Bundy- 
developed beveled edges, 
which afford a smoother joint, 
absence of bead, and less 
chance for any leakage. 
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PLUCK THE PROFITS 
¥ with GERBER’S 


Dynamic New Package Promotion . . . 
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GERBER 6uild of Plumbin q Specialists 






« ss? 
“traffic Jams 





early morning 







2nd bathroom! 






ginc SPECIALIST 


PLUM 
and turn “ASTE- -SPACE” va 
a oe. - — 







National advertising is punching across the biggest 
plumbing promotion in the industry—the “Gerber 
Guild of Plumbing Specialists” —reaching the 
millions of prospects who are ripe and ready for the 
“second bathroom” sale. 

Climb aboard—tie in with the national advertising 
that features the nationally known Good House- 
keeping Guaranty Seal. Clinch the sale with the help 
of Gerber’s self-selling pottery and brass displays. 
Display your Gerber Guild decal, from the promo- 
Over 500 profit-conscious tion packet we'll send you, on your door—it’s 
a Crm — — featured in and backed by this hard-selling national 
Brass and Pottery disploys promotion. See your jobber or send us your name 
—get yours NOW! right away so we can rush you your complete Gerber 
Guild promotion pack. Do it today! 
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rate nis + Good Housekeeping magazin nes! 





tori er Book of Building and 





GERBER PLUMBING FIXTURES, DEPT. DE-1 
232 N. Clark Street, Chicago 1, Illinois 
(1 YES, you can cut me in on BIG PROFITS with the Gerber 
Guild. Rush me the full story. 











F "Guaranteed by > 
Houssheoping 
45 anvransto mee 














MAIL THIS TODAY Name Title 


Organization 
CRUSTY piumeine rixtures | oom 
232 NORTH CLARK ST. @ CHICAGO 1, ILLINOIS Address. 


EMPIRE STATE BUILDING ¢ NEW YORK, N. Y. 
SIX GREAT FACTORIES: ey © Kokomo, Indiana @ West Delphi, indiana 
Weedbridge, N. J. © Gadsen, Alabama @ Plymouth, Indiana 











City Zone. State. 
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FORECAST FOR 
1954 


ONE MILLION 
NEW HOMES 
AGAIN THIS YEAR 


TAX CUTS 
TO BOOST 
SALES IN '54 


SPEAKING 
OF TAXES... 


THE SLAYER 
OF 
SEBEWAING ! 


WASHINGTON REPORT © WASHINGTON REPORT © WASHINGTON REPORT © WASHINGTON REPORT 





The most optimistic of prognosticators would not go out 
on the limb for a boom in business in 1954. But by the same 
measuring stick they are not predicting a deep and devas- 
tating bust. 

Any downward trend will be a planned, orderly move- 
ment, with_business to remain at a high level throughout 
the year. 

For a complete forecast for 1954 and what industry 
leaders have to say about plumbing, heating and air con- 
ditioning in particular, see feature beginning on page 77. 
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Despite the less than seasonal drop of 8,000 non-farm 
housing starts to 80,000 in November, the overail total 
for the 11 month period has now hit the one million mark. 

For the first 11 months, new housing starts total 
1,031,000 compared with 1,055,500 for 1952 and 1,030,500 for 
1951. 

The industry will push hard for another million starts 

in 1954 and most of the experts think it can be done. 
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Tax reductions go into effect for the 1954 fiscal year 
now that 1953 comes to a close. With the 10 percent reduc- 
tion in personal income taxes, and the excess profits 


taxes off the books, some $6 billion in additional funds 


will be available to the public and industry in 1954. 
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Speaking of taxes, did you ever stop to think just how 
much work your tax money does? 

Sounds discouraging, but a $1,000 contribution makes 
but the smallest impression on the government's fiscal 
problems—it covers only one third of a second. If you paid 
$10,000 income tax, it helped to operate the federal gov- 
ernment for less than 10 seconds. 

To support the federal government for one minute, you 
would have to pay $180,000 into the federal coffer. 
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Murder, Inc. had nothing on George LaRoche of Sebewaing, 
Mich. when it comes to building a profitable business. 

Of course, LaRoche only "murders" worn out and anti- 
quated furnaces and boilers, but it really pays off. Some 
spectacular advertising in the exciting format of a front- 
page crime extra has made him one of Michigan's fastest 
growing heating contractors, and earned him the popular 
title of "The Slayer of Sebewaing." 

For the story of LaRoche's flamboyant, business-build- 
ing advertising—and his matching personality, see page 102 
in this issue. 
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GAS APPLIANCES 
GAIN IN 1953 


EUREKA WILLIAMS 
SALE ANNOUNCED 


SUCCESS STORY! 


A BOOST FOR 
ELECTRIC APPLIANCE 
SALES 


INDOOR COMFORT 
CONFERENCES 
ARE ANNOUNCED 


HE'S 
DRY-LAND PLUMBER 
NOW! 


Preliminary estimates of the 1953 sales of domestic gas 
appliances show a substantial increase over 1952. 

Furnaces and room heaters totaling about 3 million units 
reflect slightly more than a six percent increase. 

Domestic gas range shipments of about 2.2 million units 
are up 3.4 percent; gas water heaters, up 15.1 percent ; 
and an even greater increase is expcted in shipments of 
clothes dryers and gas incinerators. 

For the past five years, new gas customers have been 
added at the rate of about one million annually, and the 
growth is expected to continue as pipelines are extended. 

Expenditures for construction and pipelines and gas 
utilities are now being planned at the rate of more than one 








billion dollars for each of the next three years. 
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Sale of the manufacturing assets of the Eureka Williams 
Corporation to the Henney Motor Company of Freeport, I1ll., 
was announced at press time. 

_ Eureka Williams manufactures food waste disposers, oil 
and gas home heating units, and air conditioning equip- 
ment, with main offices and plant at Bloomington, [1l. 


EX 


Labov and Sons, Atlantic City plumbing and heating con- 
tractor, found itself with some extra space a few years 
ago after an expansion move. 

To fill the space, they set up a kitchen display and be- 
gan handling complete kitchen installations. The outcomes 
$40,000 more business éach year! 

The history and future of Labov's successful operation 
is recounted on page 158 of this issue. 
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Increased use of electrical appliances in the average 
household is an important factor in the steady rise of out- 


put of electric power, the Edison Electric Institute told 
DOMESTIC ENGINEERING last month. 

Average American households are currently using about 9 
percent more power than they did a year ago. Since 1935 
urban and rural customers throughout the nation have 
doubled. 

This growth is expected to continue, thus substantial- 


ly increasing the market for appliances and electric water 
systems in the next few years. 





: eee* 

The 20 Indoor Comfort Conferences scheduled for the 
early months of 1954 promise to be the "best ever," accord- 
ing to the National Warm Air Heating and Air Cond. Assn. 

St. Louis, Moe heads off the schedule on Jan. 11 and 12. 
From this beginning, 19 classes will follow in key market 
areas from coast to coast. The schools are designed to give 
dealers the latest available information in the field. 

Highlighting this year's conferences will be discus- 
sions on heat gain calculations, design problems, perimeter 
heating and cooling applications, heating and cooling with 
small pipe systems, modernization and heat loss problems. 

For the complete schedule of classes, see page 105. 
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Bob Kingsbury sells industrial unit heaters in Los 
Angeles for Bailey the Plumber, Inc. And he's mighty happy 
his is strictly a dry-land job. 

Kingsbury's allergy to salt water is well founded, as 
readers of the article on page 100 will learn. It's the 
thrilling story of Kingsbury's survival of a near-fatal 
ducking in the Mediterranean in World War II. 
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Impressively new, yet rich in tradition, 
this 20 story COYNE & DELANY installation 
will be called the Denver Club Building. 
Erected on the site of the original club, 
founded in 1880, this symbol of the vitality 
of the Rocky Mountain area will provide 
sorely needed office space for 
discriminating firms. At the same time, 
the upper four floors will contain new 
facilities for club members. A highly appropriate 
parallel lies in the specification of 
DELANY diaphragm type FLUSH 
VALVES for this outstanding structure. 
Founded one year before the historic 
Denver Club, COYNE & DELANY is 
nevertheless—“the fastest growing 


name in flush valves!” 


day reference... 
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This new “HAND BOOK and CATALOG No. 53” is 
the most comprehensive of its kind—designed for every- 
19 pages of installation details for 
exposed, concealed and special FLUSH VALVE installa- 
tions... over 75 blue prints... 
many pages of charts, formulae, piping details ... sent 
free, if requested on firm letterbead. 


COYNE & DELANY CO. * 834 KENT AVE. * BROOKLYN, NEW YORK 
IN CANADA: THE JAMES ROBERTSON CO., LTD. 


FAULTLESS SERVICE 
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DENVER CLUB BUILDING 

denver, colorado 

RAYMOND HARRY ERVIN and ROBERT BERNE 
architects 

MARSHALL & JOHNSON 

mechanical engineers 

DENVER PLUMBING & HEATING CO, 
plumbing contractor 
CRANE-O’FALLON CO. 

wholesale distributor 

CRANE CO. 

plumbing fixtures manufacturer 


DELANY 


bh 


cut away views... 


Since 
1879 


VALVES 
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The illustration above is an actual photograph of a B & G Booster after 
12 years of operation. During this period, the pump did not require 
service of any kind. When disassembled and critically examined, no meas- 
urable signs of wear could be detected in the shaft, seal and bearings. 

This is pretty substantial evidence that in every detail of design, 
materials and workmanship, B & G Boosters are built for long life and 
dependability. It explains why more B & G Boosters are sold than all 
other similar pumps combined. 


And here’s today’s Booster—engineered to new 
space-saving compactness, yet just as powerful 


There is no point in employing a 1/6 H.P. motor to do a job actually 
requiring only 1/12 H.P. That's why B & G Boosters up to 14”’ are 
now built with a smaller motor—but have exactly the same capacity 
as previously. 

This motor is the first to be specifically designed to match the 
reduced size of modern boilers and equipment. Heretofore, pumps 
were designed to conform to the characteristics of available motors. 
Now B & G builds a motor in its own plant which permits integrated 
design between pump and motor. 


Send for B & G Catalog 


giving size and capacity 
data on B & G Boosters 


and Universal Pumps. i 
'B 





=) BELL & GOSSETT 
UG COM PAN Y 
Dept. DG-1, Morton Grove, Ill. 


Canadian License: S.A. Armstrong, Lid., 1400 O'Connor Drive, Toronto, Canada 
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EW TRIMLINE 


baseboard... RADI-VECTOR’ by VULCAN 


Vulcan TRIMLINE radiation costs less, 
New TRIMLINE features save time and 
money. Fewer joints are necessary... 
less accessories ... all parts mount on 
one piece top and back. Dampers in- 
stalled on the job, anywhere, any time. 
Front cover snaps on after speedy, 
easy, low cost installation, 


(RESIDENTIAL) 


Vulcan TRIMLINE radiation provides the 
two most used types of heat. Radiant 
heat for floor level comfort . . . con- 
vection heat for even distribution of air 
throughout the "comfort zone.” Trimline 
continuous inlet and outlet slots assure 
more heat output. Floor to ceiling 
temperature differential is only three 


degrees. The utmost in heating comfort. 


TRIMLINE fin-tube radiation is rugged, 
Constructed of quality pressure tube 
or copper water tube. *(1) fins im- 
bedded to promote best heat transfer. 
*(2) steel pressure tube, ends IPS 
threaded or chamfered for welding. 
*(3) fins offset for rigidity. Insures per- 
manent bond between primary and 
secondary surfaces. Vulcan TRIMLINE 
radiation lasts a LIFETIME. 


FREE... write for New TRIMLINE 
Catalog No. 54 (residential), No. 
625 A, Linovector (commercial). 


The VULCAN Radiator Co. 


26 Francis Avenue, Hartford 6, Connecticut 


Representatives in Principal Cities Complete 
1=B=R 


LLL > Over 28 years a leader in Fin-Tube Radiation Ratings 
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Boiler-Burner 

A new boiler-burner unit de- 
signed for commercial installation 
has been jointly introduced by 
Kewanee-Ross and Petro. The unit 





features refractories integrally 
mounted to reduce time and labor 
in the field. A small vent extending 
above the roof is sufficient. Steam 
and water models range in size 
from 39 to 456 hp for high pressure 
steam and from 1,313,000 to 15,- 
300,000 Btu for 15 lbs of steam or 30 
lbs of water. The unit can use oil 
or gas or a combination of the two. 
Burner, controls and accessories are 
completely assembled. 
Manufacturer: _ Kewanee-Ross 
Corp., Kewanee, Ill., and Petro, 
3170 W. 106th St., Cleveland 11. 


Cabinet Lavatory 

A new cabinet lavatory intro- 
duced by Kohler is available with 
a Formica top in a choice of four 
colors. The cabinet is made of lam- 
inated hardwood in natural finish, 
and has double doors with con- 





cealed hinges. Enameled cast iron 
or vitreous china bowls are offered 
in white and six colors.The larger 





model has a dressing table space 
with a drawer. 

Manufacturer: Kohler Co., Kohl- 
er, Wis. 


Adjustable Vent Valve 

A new adjustable vent for wet 
heating systems has been intro- 
duced by Flair. The speed of vent- 
ing can be adjusted by setting a 
pointer at any of ten variables, 
ranging from slow to fast. The 
speed -control and chart are easily 
visible on the valve top. 





Manufacturer: Flair Mfg. Corp., 
1720 Atlantic Ave., Brooklyn 13. 





Automatic Shower Valve 

A new shower valve that auto- 
matically regulates the amount of 
water for the bather has been intro- 
duced by Symmons. The unit uses 
the pressure of the water to open 
and close. To operate, the user 





pushes a button and water flows for 
60 seconds before shutting off. An- 
other push starts another 60-second 
cycle. For continuous operation, the 
starter button is pushed again be- 
fore a cycle is completed. The valve 
permits the use of only 10 to 15 
gals. of water per shower use. 
Manufacturer: Symmons Engi- 
neering Co., 791 Tremont, Boston. 


Finned Tube Convector 
A new finned tube convector for 


ad 


bbl | 





tee, rome | 


steam and hot water heating sys- 
tems has been announced by Union 
Asbestos. The two element unit 
features top, front or top and front 
controlled-flow louvers. The con- 
vector is available in lengths up to 
(Please turn to top of page 64) 
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Penberthy Announces Submersible Sump Pump 


A new submersible sump pump 
has been introduced by Penberthy 
for portable or stationary instal- 
lations. The unit can operate on 
continuous or intermittent duty. 
Built in overload protection, per- 
manently sealed and lubricated ball 
bearings and a_carbon-ceramic 
rotary shaft seal are featured. Au- 
tomatic stopping and starting levels 
are eight and 12 in. above sump 
bottom. Starting level can be in- 
creased to 20 in. by removing the 
top electrode tip. Manual starting 
is provided. The pump has a ca- 
pacity of 2,200 gph at a discharge 
head of 24 ft with an 18-in. pump 
down range. The unit is 12% in. 
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high with a 10 in. diameter. It 
weighs 40 lbs. 

Manufacturer: Penberthy Injec- 
tor Co., 1242 Holden Ave., Detroit. 














January, 1954 DOMESTIC ENGINEERING 


e 
at auto- 
nount of 


n intro- 
init uses 
to open LOOK WHO'S BUYING BRAD 


he user 





lows for 
off. An- 
-second 
ion, the 
ain be- 
le valve 
0 to 15 
se. 

Engi- 
Boston. 


stor for 
Bradford Water Heaters installed exclusively in DUNLINDEN ACRES, 


360 unit residential development in New Castle, Delaware—built 
by S. Gordy and Son Construction Co.—equipped by J. Levitt, Inc. 


Samuel Geller, President of J. Levitt, Inc., a 
g sys- leading Philadelphia Plumbing Supply Jobber, 
"ypu prefers BRADFORD Water Heaters because: 
1 front see 


; up to 
64) Bradford stands for long range, ‘‘worry free’ 


dependability that Plumbing and Heating Supply 
x* Jobbers stake their reputations on! Numerous 
exclusive construction features in both gas and electric 
models like Vitraglas glass-lined tanks, Sectional 
Diffusion Baffle, Robertshaw Controls and Grayson 
Unitrol Thermostat assure efficient operation— 
a constant, reliable clean hot water supply. 
Complete size ranges in upright and table top models. 


SOLD EXCLUSIVELY THROUGH PLUMBING 
AND HEATING SUPPLY WHOLESALERS 








Since 188] 
FOREMOST WATER HEATER MANUFACTURER 


RANGE BOILER CO. 


24TH & ELLSWORTH STS. + PHILADELPHIA 46, PA. 














Shopping with D. E. 





(Continued from page 62) 


20 feet and is designed with a spe- 
cial snap-together construction to 
eliminate the need for metal screws. 
The convector also is available with 
one and three-high elements for 2 
and 1%4-in. pipe sizes. The unit has 
24 to 42 fins per foot in the 2-in. 
size, and 34 to 42 fins per foot in the 
14-in. size. 

Manufacturer: Union Asbestos 
and Rubber Co., 332 S. Michigan 
Ave., Chicago 4. 


Gas Unit Heater 

Ilg Electric has introduced a new 
automatic gas unit heater that may 
be either wall or ceiling mounted. 





The self-contained unit is offered 
in seven models in Btu capacities 
from 25,000 to 200,000. Features are 
a raised port burner to minimize 
flashbacks and noise, a steel com- 
bustion chamber and a built in 
draft diverter. 

Manufacturer: Ilg Electric Ven- 
tilating Co., 2850 N. Pulaski Rd., 
Chicago 41. 


Central All-Year Conditioner 
A new central air conditioner 
that provides all-year service has 
been introduced by Delco. The unit 
is available in both oil and gas 
models for cold weather use. The 
unit circulates water-cooled, dry 
air in warmer months. The gas 
and oil heating models have 72,000 





to 90,000 Btu capacities and cooling 
Btu ratings of 37,000. 


ud 


Manufacturer: Delco Appliance 
Div., General Motors Corp., 391 
Lyell Ave., Rochester 1, N. Y. 


Baseboard Expansion Joint 

A new expansion joint for base- 
board heating systems has been an- 
nounced by Webster. The cylindri- 





cal unit is designed for installation 
with sweat connections behind en- 
closures. Each of the 34, 1 and 1% 
in. sizes provides for a 42 in. move- 
ment. The joint is shipped in indi- 
vidual cardboard tubes for maxi- 
mum protection against damage in 
shipment. 

Manufacturer: Warren Webster 
& Co., 1703 Federal, Camden 5, N. J. 


Toilet Seat 

A new toilet seat designed to 
withstand cracking, splitting or 
warping has been introduced by 





Bemis. The seat and cover have 
one-piece cores molded of plastic 
resin and hardwood fibers. The seat 
and cover are compressed under 


‘ 


150 tons of pressure and cured by 
high temperatures for maximum 
strength. The seat is available in 
white, black and 58 colors. 

Manufacturer: Bemis Mfg. Co., 
Sheboygan Falls, Wis. 


Gas Water Heater 

A new popular priced gas water 
heater thai features a glass-lined 
tank for maximum corrosion re- 
sistance has been announced by 
Pennsylvania Range. The heater 
also features a Bunsen type slot 
burner designed to operate with all 
gases, a thermostat and an electro- 








magnetic pilot control. Fiberglas 
insulation, a sectional flue baffle 
and a two-tone enamel finish are 
other features. The unit has a 30 
gal. capacity. The heater is priced 
to retail at $119.95. 

Manufacturer: The Pennsylvania 
Range Boiler Co., 24th and Ells- 
worth Ave., Philadelphia 46. 


Copper Tube Carton 
A new carton has been designed 
by Triangle to make its copper 
water tube easily identifiable in 
(Please turn to top of page 125) 
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Toledo Introduces Power Drive For Pipe Tools 


A new power drive for use with 
hand pipe threaders, cutters and 
reamers has been introduced by 
Toledo. The unit has a three-jaw 
scroll chuck with six pinions for 
convenience. The rear chuck is uni- 
versal centering. The unit is pow- 
ered by a % hp reversible motor 
with reducing gears for added 
power. Bushings on the spindle, 
spindle gear and drive pinion are 
of bronze with steel backing. The 
switch is recessed for protection 
against accidental bumping. The 
unit has a capacity of % to 2 in. 
pipe and % to 1% in. bolts, with 
universal drive shaft, geared die 


64 


stocks and cutters up to 12 in. The 
drive is designed for portability, 





but also can be mounted on a bench 
or legs. It weighs 140 lbs. 

Manufacturer: Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4. 





Januat 








EX¢ 
TR 









cured by 


1aximum 
ilable in 


Mfg. Co., 


as water 
iss-lined 
sion re- 
iced by 

heater 
ype slot 
with all 
electro- 


erglas 

baffle 
sh are 
s a 30 
priced 


lvania 
Ells- 


signed 
opper 
le in 
25) 


. The 
ility, 





THE MODERN SHOWER CURTA 


EXCLUSIVE WITH BRIDGEPORT 


TRAXROD is the finest curtain rod on the market. 

Hooks slide easily and smoothly on a 
concealed track. 

Special ceiling support gives rigid 
strength and permits use of a one-piece 
shower curtain on corner tubs. 

Patented Snap-Lock Connector is de- 
signed for quick installation or for disas- 
sembly when needed. 

Many types of assemblies possible with one-piece 
curtain such as Neo-Angle, Pier, ‘‘D”’ and “‘U”’ types. 
Order your supply now! Install TRAXROD in 
your display room and step up sales. 
Plumbers’ Brass Goods and Copper Water 


Tubing carried in stock at Los Angeles, 
San Francisco and Denver warehouses 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. © Established 1865 
” Mills at Bridgeport, Conn., and Indianapolis, ind. 
in Canada: Noranda Copper and Brass Limited, Montréal 
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Yes, Modine 


Here's a Single, economical y Modin 
Cabinet Unit 


unit that “= 2 


ay 1 “any / 


Sh, | gives you ALL 3 


eae year ‘round comfort in large 
public rooms, nothing can 
match the economy and perform. 
ance of Modine Cabinet Units. 

With a single unit you get quick, 
positive, quiet distribution of heat- 
ed or ontted air. Inexpensive ac- 
cessories permit introduction, 
filtering, heating and distribution 
of fresh, outside air for ventilation. 

And low cost is just one out- 
standing feature of Modine Cabi- 
net Units. Their quiet beauty 
harmonizes with any interior. 

No need for bulky, old-fashion- 
ed heating equipment — one cabi- 
net usually replaces two or three 
cast iron radiators. Recessed in 
walls or concealed behind a parti- 
tion or false ceiling, they make 
difficult remodeling jobs easy. 

You can choose from five dif. 
ferent models — some for heating 
plus cooling with chilled water.., 
others for heating with steam or 
hot water only. Ask the Modine 
representative listed in your classi- 
fied phone book for Bulletin 552. 
Or write Modine Manufacturing 
Company, 1502 DeKoven Avenue, 
= Racine, Wisconsin. 


CABINET UNITS 


C-1212 


i 


iQ 


AD 
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Here are three of many new construction or modernization possibilities 





OFFICES. Year ‘round comfort at low- STORES. Handsome as a convector LOBBIES. Wintry blasts from open- 
est possible cost is provided this but with four to five times the ca- ing doors are no problem in this 
large office by economical Type BT pacity, Type BF Cabinet Unit heats apartment. Type FF cabinet effec- 
Modine Cabinet Units. modern store uniformly. tively warms lobby. 
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BRASS = PRODUCTS 


There’s no secret to the fast turnover of Consolidated Brass 
plumbing and heating fittings. It’s just that plant men and 
heating and plumbing contractors all along the line are 
well aware of Consolidated quality. It makes first sales 
easy—repeat orders easier. 

There will always be a steady demand for CONBRACO 
fittings. Consolidated’s high reputation for more than 50 
years has been recognized by users of boiler trimmings, 
plumbing lines, ground key cocks, tube fittings, and 
lubricators. 

There are new opportunities for you when you sell these 
products. A letter will bring the whole story (and a catalog, 
if you wish) on this well established line of CONBRACO 
profit producers 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


BRASS COMPANY 
DETROIT 9, MICHIGAN 
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New 1954 Chevrolet Trucks 


New Power! New Economy! New Features you want! 


New Chevrolet trucks for ’54 are here to do your 
hauling or delivery job faster, more efficiently and 
more economically. 

To begin with, they bring you thrifty new power 
in all models. You save time on every trip with 
extra reserves of high-compression horsepower 
under the hood aniete enjoy greatly increased 
operating economy as well. 

In addition, these great new Chevrolet trucks offer 
new and even greater dependability with increased 
ruggedness throughout the chassis. You'll find 
heavier axle shafts in 2-ton models . . . bigger, 
more durable clutches in light- and heavy-duty 
models... more rigid frames in a// models. Pickup 
and stake bodies are plenty rugged, too—and 
they’re roomier for ’54! 

But that’s only the beginning! You enjoy new cab 
comfort, convenience and safety. Instruments are 
easier to read .. . controls are easier to reach. A 
new one-piece curved windshield gives you greater 
visibility. The new Ride Control Seat* lets you drive 
in relaxed comfort hour after hour, over all kinds 
of roads. Seat cushion and back move as a unit to 
“float” you over bumps without back-rubbing. 








ADVANCE-DESIGN 
TRUCK FEATURES 


CHEVROLET 








Matic transmission on 4-, 34- and 1-ton models. 





MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 


In another great advance, new Chevrolet trucks 
offer you the last word in no-shift driving ease and 
convenience. With proved truck Hydra-Matic 
transmission* you can drive all day and make 
door-to-door deliveries without shifting or clutch- 
ing. Fact is, there és no clutch! 

These are some of the many big new benefits 
awaiting you in the new Chevrolet trucks for ’54. 
Why not plan to get the whole money-saving story 
at your Chevrolet dealer’s soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


EEREVROLET 
EVR 


ADVANCE-DESIGN 





THREE GREAT ENGINES — The new “‘Jobmaster 261” engine* for extra heavy hauling. The ‘‘Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on ¥2-, 34- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 
*Optional at extra cost. Ride Control Seat is available on all cab models, “Jobmaster 261” engine on 2-ton models, truck Hydra- 
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HOFFM 


7 P roof of Hoffman performance is in the id | a) 
more than 200,000 Hoffman water heaters fl a 
Mei 


still satisfying owners with efficient, reliable | | 
| 


across the nation 10 years old and older 


hot water service! ... And sales are growing. 


All Sizes 
GAS + ELECTRIC 


fn, a 
“Thrift. Fi: a/ y 5; [7 


i . ANUAUBHSAAY Poe fee: see! 


“wh TOGENIAN HOFFMAN 


WP AET Time-Tested 


+5 Aes WATER HEATERS 


* Selling exclusively through plumbers 

has always been this Company's policy. 
Your only competition with Hoffman 
is from a fellow plumber. 
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NO EXTRA COST 
R U-COTE 
PROTECTION! 


ON BLACK FITTINGS 














U- on: 
PROTECTED 





U-Coted fittings resist rust and corrosion and _— soot, smoke, soap, rust, electrolysis, abra- 
only Union Malleable can offer this exclusive sion, wear, sun, heat, oxidization, corrosion 
protective coating. Actual laboratory tests Ask for U-brand fittings and remember— 
have proved that U-Coted fittings protect you get the extra advantages of U-Cote at 
against fumes, acids, alkalies, steam, water, no additional cost. 


A Complete Line of 
Galvanized and Black 
Malleable, Copper, Sweat 
and Cast Iron Drainage 
Fittings, Nipples and 


MALLEABLE 


MANUFACTURING Co. 


Unions Distributed ASHLAND, OHIO a 
Through Wholesalers 1 USA, 
All Over the World 
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NOW! AUTOMATIC HUMIDIFIERS 
a FOR CONVECTOR RADIATORS 
EVAPORATOR 











CABINET 





PADS 
HUMIDIFIER 
ieecincs. AUTOMATIC 
WATER 
FEEDER 
CONVECTOR 
RADIATOR 


The only automatic humidifier on the market 


made especially for modern convector radiators 


@ Only 3% inches deep. Fits even the extremely shallow con- 
vector cabinets. 


BIG @ Water is supplied directly to feeder from the convector on 
hot water systems. On steam installations, water is taken 


F, E ATUORES f from nearest supply through copper tubing. 
miemeaii Ah Ancien ea @ Completely automatic. Float-controlled valve keeps water 
line constant. 


@ Maximum evaporating area. Unique design of water troughs 
makes every inch of this humidifier a working surface which 


creates more evaporating area. 

@ Minimum air restriction. The separate, narrow % inch 
troughs which hold the evaporator pads are spaced to allow 
free flow of heated air between the pads and on all sides 
of unit. 





Available in both 2 and 4 frough units in 10 different sizes. 


The new Maid-O’-Mist Convector Humidifiers are made in evaporating capacities of 1 to 5 gallons per 
day. Construction throughout is of non-fertous metal. Easy to install. Get full information from your jobber 
or write us direct for complete details. 


AUTOMATIC HUMIDIFIERS AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


mM. 


3217 NORTH PULASKI ROAD . CHICAGO Gi, ILL. 
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Ticats 

service at # 
Washington. “Sa 

Douglass 


An important new R has been added to 
the traditional 3 R’s of Readin’, ’Ritin’ 
and ’Rithmetic at Washington-Douglass 
Elementary School—and that’s Radiant 
heating. 

This recently-completed, modern 
school at Jackson, Tennessee, contain- 
ing 16 classrooms, an elevated audi- 
torium, gymnasium, audio-vision room, 
library and janitor’s quarters,. accom- 
modates 460 children. And these stu- 
dents are more comfortable . . . and 
healthier . . . all winter long with a 
modern radiant heating system. 

Heating comfort inside is controlled by 
an outdoor temperature detector which 
adjusts the heat in the building to com- 
pensate for outside temperatures. 


Spang CW Steel Pipe was specified 


OWNER: 


City of Jackson, Tennessee 


ARCHITECT 


Spencer & Ross, Jackson, Tennessee 


CONTRACTOR 


McCrory Construction Company 
Memphis, Tennessee 


PLUMBING AND HEATING 
CONTRACTOR: 


Brady-Horne Plumbing & Heating Company 
Jackson, Tennessee 


St. Lovis. 
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6 Lesson in radiant mq: 


AN CW provides 


healthier comfort 





for this radiant-heating installation for 
two reasons: 


1. Spang CW is easier to cut, weld, ‘bend and 
thread, king installation faster and keeping 


installation costs low. 





2. Spang CW is quality-controlled from steel to 
finished product, providing a top-flight prod- 
uct for a per tly led heating system. 





Architects, engineers, contractors and 
owners who buy the best materials for 
any commercial, industrial or residential 
installation know from experience that 
Spang quality-controlled CW Pipe will 
give them a workable product plus years 
of trouble-free service. 

It pays to buy quality. You'll find it 
in Spang CW. Specify Spang CW Steel 


Pipe on your next order, 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Pittsburgh 30, Pa, District 
Sales Offices: Atlanta, Boston, Detroit, Ho " 
Los Angeles, New York, Philadelphia, Pittsburgh, 
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560 STATIONS 
TOM MOORE’S 
“LADIES’ FAIR’ 
AND 
“TAKE A NUMBER” 





199 STATIONS 


“PHRASE THAT PAYS” Jj 


AND 
“STRIKE IT RICH’ 


560 STATIONS 
JACK BAILEY’S 
“QUEEN FOR A DAY” 
“HOW'S THE FAMILY” 
AND 
“FARM QUIZ” 


Your “territory’ 
immediately. Wr 





WAYNE HOME EQUIPMENT CO., INC. 


801 GLASGOW AVE., FORT WAYNE 4, IND. 


ced by 
reatest radio & TV 





ask about distribution; 





the Industry's 





participation! 


(SEE AND HEAR WAYNE PRODUCTS AWARDED ON THESE SHOWS!) 
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IN LEADING MAGAZINES! 
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) KEEP YOUR EYE ON 


- ++ the greatest line of HEATING and WATER 
equipment in a quarter century! Backed by a 
BILLION advertising contacts! Gaining unpar- 


Boy 


Veg 
ca, 


alleled consumer acceptance! Offering you the 5 
greatest business opportunity of the year!’ A 4 
COMPLETE line under one world-famous brand a 

name! Get the facts! 2 


WAYNE \ is THE LINE 
CUSTOMERS ACCEPT! 


DATE 








Send Catalog and Prices for: 


[) HEATING EQUIPMENT ] WATER EQUIPMENT 




















NAME 
‘open.” Check with us COMPANY 
italog and prices, and 
ADDRESS 
CITY. STATE 
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& When you put in an Automatic Electric PENBERTHY, you 
can be sure of a satisfied customer. Your profit won't be cut by repeated 
service and complaints. It’s more likely that one installation will bring 
you multiple sales and extra profits. 

These sump pumps have earned a reputation for quality through 
unmatched performance. There’s a range of sizes for different sump 
depths. Each is correctly designed with adequate capacity. Operation 
is quiet, smooth, automatic and dependable. They work instantly even 
after standing idle for long periods in damp locations. 

Rust-proof copper and bronze are used throughout. Motors are 
made expressly for sump pump service. Explosion proof motors and 
switches and totally enclosed motors are available. There also are many 
other features in the specifications which we would like to send you. 

Write for them and we will also send you the names of nearby 
jobbers who can supply your needs from local stocks. 


Established 1886 


PENBERTHY INJECTOR COMPANY 


Division of the Buffalo-Eclipse Corporation 
1242 Holden Avenue, Detroit 2, Michigan 
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FOR RADIANT HEATING 
Choate eoy-t-join 
CHASE” COPPER TUBE 


Easy to make solder joints are all 
you need with Chase Copper Tube. 
And a minimum of those! For easy- 
bending Chase Copper Tube comes 
in long lengths, cutting down the 
number of fittings required. There’s 
just nothing better than Chase Cop- 
per Tube and its light weight makes 
it particularly desirable for ceiling 
and wall installations, too. Write 
today for FREE 50-page Book on 
Radiant Panel Heating. 





oe 
A h ASC srass & coprer 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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The Nation’s Headquarters for Brass & Copper 
Albany t Cleveland Kansas City, Mo, New York San Francises 


Atlanta Dallas Los Angeles Philadelphia Seattle 
Baltimore Denver f Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence 

Chicago Houston’ Newark Rochester f ( t sales 


Cincinnati Indianapolis + New Orleans St. Louis office only) 
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There's a CAPITOL COUPLING for every job 


STANDARD MERCHANT DRIVE PIPE 


‘ 


API LINE WELL DRILLERS 


EXTRA HEAVY AAR RAILROAD 
G = 





3,000#% & 6,000# 
HYDRAULIC 





ENGLISH 


More than 23 types of couplings, covering your 
standard requirements, are regularly stocked 
and available for prompt shipment. Special 
couplings fabricated to order. 


chroma oan Capitol Couplings are made to . 
Line couplings (up See of the Association of American Railroads, the 
to 2”) are avail -~ Ametican tron and Steel Institute, and the 


able in conven- : American Petroleum Institute. 


ient carions, at ne 
extra cost. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS (SZ 
AND DISTRIBUTORS e 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 











ESS OUTLOOK. 14 csitors seo i. 


THE BEST ADVERTISED recession in 
history is also turning out to be the 
hardest to recognize. This state- 
ment from Time magazine sum- 
marizes the condition of American 
business as we go to press. 

The reason for this seeming par- 
adox is easy to find. On the one 
hand, certain segments of business 
have been undergoing a downward 
adjustment, similar to that of 1949, 
for several months, giving rise to 
the fear in some quarters that our 
economy has stopped growing and 
that a setback is due. Farm in- 
come, for one thing, and the manu- 
facturing and supply houses that 
depend to a large degree on a high 
level of farm income for their own 
prosperity, have been the victims 
of a recent setback. 

On the other hand, the economy 
as a whole has been expanding up- 
ward, which has tended to bolster 
those portions that have tapered 
off. This situation is identical to 
several that were experienced in 
1949, when the textile industry, for 
example, was having a serious re- 


cession while other segments of the 
nation’s economy were moving 
ahead vigorously. 

The net effect of this situation is 
a continued high level of business 
generally, and your editors believe 
the basic strength of our economy 
(following pages) will continue to 
bolster business in 1954. 

New construction, according to} 
the best available estimates, will 
continue strong, making 1954 the 
second best year in history. Popu- 
lation continues to grow at the rate 
of 2.7 million per year, creating 
new customers at the amazing rate 
of 51,000 per week. The number 
of gainfully employed has reached 
the unprecedented figure of 63 mil- 








lion, and savings are being piled up 
to new record highs with each suc- 
ceeding day. All of these things 
are a tremendous prop for business. 

The _ professional forecasters, 
many of whom a year ago were 
predicting a serious recession by 
the end of 1953, have now modified 
their position. They look for neith- 
er a boom nor a bust in 1954, be- 
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lieving, as we do, that our economy 
is still growing and will tend to 
soften downward adjustments. 

Reams of copy, supporting this 
viewpoint, have been written. It 
would be impossible for anyone to 
read, much less digest, this pro- 
fusion of claims and counterclaims 
about the state of American busi- 
ness—present and future. 

Yet prospects for the future are 
highly important, affecting those 
businessmen who are debating 
whether or not to expand their 
facilities or enter new markets. It 
is for this reason that Domestic 
ENGINEERING presents, on the fol- 
lowing pages, a compact review of 
business indicators which are like- 
ly to affect your business in 1954. 

In summary, it can be said that 
your editors look for another good 
year for the plumbing and heating 
industry. The days of soft selling, 
however, are past. The plumbing 
and heating contractor, wholesaler 
or manufacturer who recognizes 
this fact, and does something con- 
crete about it, stands to gain most. 


...» continued 














The Facts About Business 
Prospects for 1954... 


Exclusive Interview With 


PETER B. B. ANDREWS 


Director, Board of Analysts of Future Sales Ratings 


for 1954, Do 





Q. The question uppermost in the 
minds of most businessmen this 
time of year, Mr. Andrews, is: 
“How will business be in 1954?” 


A. The new year should see a 
continued high level of activity 
for business in general, despite 
the belief in some quarters that 
we are due for a letdown. 


Outlook for Plumbing-Heating 


Q. You say “business in general.” 
What’s the outlook specifically for 
plumbing and heating? 


A. As you know, the prosperity 
of the plumbing and heating in- 
dustry is closely interrelated 
with that of the basic American 
economy as a whole. But even 
beyond the fact that plumbing 
and heating should benefit from 
this continued high level of gen- 
eral activity, it is in a particular- 
ly favorable position, according 
to the conclusions reached by 
the Board of Analysts Panel of 
Future Sales Ratings. 


Q. What is this “Board of Analysts 
Panel of Future Sales Ratings?” 


A. The Board is composed of 300 


EDITOR’S NOTE: To bring together all of the busi- 
ness indicators that have a bearing on the future, 
and to interpret them in terms of sales possibilities 


MESTIC ENGINEERING has enlisted the 
aid of Peter eo Niahews-pne of the nation’s 
foremost business analysts. The qualifications of 


Mr. Andrews and his organization as forecasters 
are illustrated in the copy below. 


research experts representing 
government and business in all 
of the 48 states. 


Q. We'd like to know how the rat- 
ing for plumbing and heating was 
reached, but first will you tell us 
how future sales ratings are de- 
termined? 


A. They are determined through 
intensive study (by the Board) 
of 107 leading American indus- 
tries at local and regional levels. 
The results are compiled quar- 
terly for publication in Sales 
Management. 


Q. How many years has the Board 
been forecasting for American in- 
dustry? 


A. The experts who comprise 
this Board have been forecasting 
sales trends for the past 19 years. 


Are Forecasts Accurate? 


Q. Practical minded businessmen 
are sometimes suspicious, and 
rightly so, of the accuracy of long- 
range forecasts. Can you tell us 
how many times the Board has 
been wrong? 


A. Well, I’d rather answer that 
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question by telling you how 
many times it’s been right. In 
the 19 year period of forecasting, 
the Board has compiled a bat- 
ting average of 86 percent ac- 
curacy. 


Q. You said that plumbing and 
heating was in a particularly favor- 
able position—will you tell us more 
about that? 


A. Well, let’s take new construc- 
tion. Although it has declined in 
some areas and become more 
competitive in others, it is still 
a vigorous market. 


New Construction Prospects 


Q. How many new homes will be 
built in 1954? A 


A. I believe we can safely predict 
one million plus again next year | 
—the same as it has been for the 

past five years. 


— 


Q. What about commercial build- 
ing? 

A. I believe commercial build- 
ing will be even better next 
year than it was in 1953 which, 
incidentally, was 10 percent 
ahead of 1952. 


Q. How did you reach that con- 
clusion? 


A. For one thing, it’s traditional 
for commercial building to lag 
behind residential building. This 











is pi 
isa 

tion, 
rece 
stro! 
store 


Q. I 
com1 
to ci 
boon 
A. ¥ 
evid 
this 
crea 
see 
cial 


Q. Vv 
to u 
schow 
A. ¥ 
field 
the ; 
ties 
pres 
Pop 
Q. T 
and 
year. 
A. ¥ 
spen 
But 
ulati 
mill: 
year 
our 
eque 


how 
it. in 
sting, 
| bat- 
it ac- 


y and 
favor- 
more 


struc- 
.ed in 
more 
s still 


cts 
ill be 


A 


\ 
redict 


, year | 


or the 


build- 


puild- 

next 
vhich, 
rcent 


' Cone 


tional 
o lag 
. This 





is particularly true when there 
is a pronounced shift in popula- 
tion, such as we have had in 


recent years. This provides a 
strong stimulus to building new 
stores, restaurants, etc. 


Q. In other words, you believe that 
commercial building will now begin 
to catch up with the residential 
boom. Is that correct? 


A. Yes. We have already seen 
evidence of it in the latter half of 
this year and it is likely to in- 
crease next year. We may even 
see a modest boom in commer- 
cial building in 1954. 


Q. Will the same prediction apply 
to institutions—such as churches, 
schools and hospitals? 


A. Yes it will. In the institutional 
field we have a situation where 
the sheer lack of adequate facili- 
ties has built up tremendous 
pressure for new buildings. 


Population Increase A Factor 
Q. There have been a lot of schools 


and hospitals built in the last few 
years, haven't there? 


A. Yes, two billion dollars was 
spent for schools alone in 1953. 
But let’s not forget that our pop- 
ulation has increased by nine 
million in the short span of three 
years. Or, to break that down, 
our monthly rate of increase 
equals the population of such 





cities as Syracuse, N. Y., or 
Richmond, Va. And there’s a lot 
of plumbing and heating in Syra- 
cuse or Richmond, 


Q. That creates quite a space prob- 
lem in schools, doesn’t it? 


A. It certainly does, and it’s no 
short-term proposition either. 
Right now there are already 600,- 
000 children going to school in 
double shifts. As of mid-year 
there were over 34 million child- 
ren from 5 to 17 years of age; 
by 1960 this figure will be over 
42 million. 


What the Increase Means 


Q. Will you interpret those figures 
in terms of plumbing and heating 
needs? 


A. Well, let’s look at it this way: 
Right now the country is short 
about 345,000 classrooms. When 
we project this figure in terms of 
needed washrooms and addition- 
al heating facilities, and then 
break that down into actual 
plumbing fixtures, boilers, appli- 
ances and each and every related 
item, it represents a tremendous 
potential for the products and 
services of this industry. 


Q. It seems that the increased kid 
population is quite a potent factor 
in our economy. Right? 


A. It certainly is. And don’t 
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overlook this angle either: Mod- 
ern plumbing and heating make 
an indelible impression § on 
youngsters. Girls become accus- 
tomed to using the newest ap- 
pliances in their domestic science 
courses. When they grow up, 
they are going to want all these 
modern conveniences in their 
own homes. We might say that 
tomorrow’s customers are being 
sold today on the benefits of 
modern plumbing, heating and 
appliances. 


Q. So far, we’ve only talked about 
schools—what about hospitals and 
churches? 


A. The same factors of popula- 
tion shifts and growth apply to 
hospitals and churches. Right 
now we need an estimated $18 
billion worth of new hospitals. 
That backlog will keep activity 
high for years to come. And re- 
member, we’ve only been talking 
new construction—there’s also 
the need for modernization to 
consider. 


Remodeling Outlook 


Q. What is the outlook for remod- 
eling in 1954? 

A. I think your Bay City Story 
provides the best answer to that 
question. You’ve already estab- 
lished the fact that it’s a big 
market and one that can be sold. 
The Departnient of Commerce 
has come out with the prediction 
that expenditures for remodeling 
will take a 20 percent jump in 


1954. The Board of Analysts be- | 


lieves this is a very conservative 
figure. 


Q. What conclusions did the Board 
reach about the remodeling mar- 
ket? 


A. First, that the sales potential 
is several billions higher than the 
one billion expenditure for re- 
modeling in 1953. Second, that 
much of this sales potential can 
be crystalized into actual orders 
through stepped up advertising 
and selling at all levels of the 
industry. 


Q. Increased emphasis on remodel- 
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continued... 


ing advertising and selling, then, 
would be your advice for contrac- 
tors who want to reach this market 
next year? 


A. Yes. Here again, your Bay 
City Survey, and other surveys 
such as the one made by Min- 
neapolis-Honeywell Company re- 
cently, have definitely estab- 
lished the need and intent to buy 
factors. Many of these home- 
owners have delayed needed re- 
modeling for years, and they will 
procrastinate still further if they 
are not approached through 
planned selling. 


Q. Is there any other segment of 
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the industry which is in a favor- 
able position for 1954? 


A. We can hardly overlook air 
conditioning. Last year saw the 
greatest expansion of sales in the 
history of the industry and 
Cloud Wampler, speaking for 
the Carrier Corporation, predicts 
that the 1950’s will be the great 
growth decade for air condition- 
ing—comparable to radios in the 
‘20’s and television in the ‘40’s. 


Q. Is there any phase or trend in 
air conditioning that is of special 
significance to contractors in our 
industry? 

A. Well, in his year-end state- 
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ment Mr. Wampler pointed out 
that the greatest potential is in 
year-round air conditioning of 
homes. In 1953, the sale of cen- 
tral equipment for homes _ in- 
creased, from 15,000 units in 1952 
to nearly 50,000. In 1954, sales 
should top 120,000 units. The 
outlook for room air condition- 
ers is very good. There’s also 
a pronounced trend toward 
central air conditioning of exist- 
ing office buildings—another ex- 
ample of that fertile moderniza- 
tion market. 


Q. Mr. Andrews, earlier in our talk 
you mentioned that plumbing and 
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heating was closely related to the 
American economy as a whole. Can 
you give us a specific example? 


A. Yes . . . Let’s take today’s 
bumper baby crop for our ex- 
ample. Right now the US. birth- 
rate is pushing 25.8 per year for 
each 1,000 adults. That com- 
pares with a rate of 19.5 in 1945 
and 16.9 in 1935. 


Q. And, of course, that increased 
birthrate affects many segments of 
our economy, doesn’t it? 


A. Right. We’ve already talked 
about the effect on schools in 
relation to plumbing and heating. 
Now, let’s see whatekappéns at 
home. The new baby promptly 
sets off a purchasing cycle. The 
hot water system is one of the 
first things needing attention be- 
cause 12 to 18 freshly laundered 
diapers are required for each 24 
hour period. That’s in addition 
to the normal hot water demands 
for bathing, cleaning and dish- 
washing. The result is that the 
proud parents frequently must 
replace that worn out or inade- 
quately sized water heater.. We 
can also credit the baby boom 
for the growth in popularity of 
the automatic washer and dryer. 


Babies and Heating 
Q. What about the heating system? 


A. That’s a good point. Babies 
and small fry require a special- 
ized indoor climate with no cold 
rooms or cold floors, It can only 
be provided by modern heating 
systems that assure year-round 
comfort. In short, a new baby 
frequently brings the family into 
the market for remodeling . . . 
bathrooms, kitchens, laundries 
and heating systems. 


| Q. While we’re on the subject, what 
| is the effect of new family forma- 
tions on the remodeling and new 


construction market? 


A. I’m glad you brought that up, 
because it’s a strong prop for 
both. We‘ve heard recently that 
new housing is catching up with 
demand. Actually, the cumula- 
tive difference in the number of 
homes and marriages since 1940 








is over 12 million. In other words, @Q. What is the exact significance 
housing is running far behind of that figure? 

the marriage rate and there is 

bound to be pressure ahead to A. As far as plumbing and heat- 
make up this difference. ing are concerned, it means we’re 
likely to see a continued high 


Q. Mr. Andrews, what about some level of industry expansion— 
of the so-called basic indicators for ew buildings and moderniza- 
good business ... how do they rate? tion programs. The public utility 
field in particular will be a 
strong factor in industry ex- 
pansion, 


A. Generally speaking they are 
on the plus side. There will be 
some weak spots, of course. Farm 
income is still somewhat of a Q. Are there other factors which 
question, as is defense spending. are likely to affect business? 

But even if the trend is down, 


the decline will be mild. A. We should certainly consider 


some of the intangible factors. 
Economic Plus-Factors One thing some economists over- 
Q. What are some of these plus | look is that the fundamental 
factors you mentioned? drive of this nation is ever up- 
ward. It’s a dynamic economy— 
one that may pause, may even 
turn down now and then, but 
never come to a permanent stop. 
This innate drive for the better 
things in life, for a constantly 
rising standard of living is a 
potent force. 


A. Well, let’s take a quick run- 
down of some of the more popu- 
lar yardsticks for predicting 
business. One of the great bul- 
warks for good business in 1954, 
as well as the next seven to ten 
years, is the massive total (570 
billion) of liquid assets held by 
the public. Their total approx-/ Is There Reason for Concern? 

imates 3% times all retail sales Q. Is there any reason for concern 
in 1952. —~ in the return toa buyers’ market? 


A. I don’t believe so. While it 
is factual enough, it’s also one of 
those intangible factors. Com- 
A. Yes, there is, but both mort- petition is the life of trade. More 
gage and consumer debt only add and better goods for more peop- 
up to $75 billion, or 13 percent le at lower cost is our national 
of the liquid asset figure. slogan. Competition is a stim- 

~ ulant in that it projects our sales 
Q. What are some of the other \ story into public consciousness, 
strong points in the economy? through increased advertising 
and selling. 


Q. Isn’t there a debit side to that 
figure? 


A. Personal income is seven 
recent higher than in 1952 and ’ 

oe aaa Meanwhile, sav- Q. Are there any other factors 
R a. you'd care to mention at this point, 
ings are piling up at a rate of pga re een 

$15 billion annually. The prom-/ < ~ # 

ised tax cut:should also make aj A. I would like to say that all 
good psychological buying base| the things we’ve talked about by 
for 1954. The indicated cuts} "0 means represent an absolute 
should add $6% billion a year to\ limit on the potential market for 
the purchasing power of indivi- | plumbing and heating. There is 
duals and industry, little question that all of us can 
effectively use more of these 
goods and services. The native 
ingenuity and industriousness of 
the plumbing, heating and air 
A. It is in a strong financial po- conditioning industry will, I be- 
sition with net working capital lieve, effect even greater forward 
and “ash at an all-time high of strides in 1954 and in the years 
$90 billion. to follow. END 


~ 


Q. What is the status of general 
industry? 


81 








... continued 





























































PROSPECTS ARE FAVORABLE for a continued high level of business 
for the plumbing and heating industry in 1954, say industry lead- 
ers interviewed by Domestic ENGINEERING last week. 

Almost to a man, however, they agree that selling may be just 
a little harder than in 1953. As usual, each individual contractor, 
wholesaler and manufacturer will benefit from sales opportunities, 
they believe, in direct proportion to the amount of time, effort and 
money expended in advertising and promotion. 

Typical comments follow: 


Hot Water Heating: cellent remodeling prospects. 
“The heating contractor should 
not overlook the opportunity for 
up-grading every hot water heat- 
ing sale by suggesting the addition 
of a snow melting system. 
“Summer cooling, too, offers great 
possibilities for increased business. 
Many new products introduced in 
1953, such as forced flow convectors, 
water chillers and the like make 
year-round air conditioning with 
a hot water system highly efficient.” 





R. E. Ferry 


General manager, Institute of 
Boiler and Radiator Manufacturers 


Oil Heating: 


“THE OUTLOOK FOR BOILER and 
radiator heating in 1954 is good. 
Sales should at least equal 1953, 
which was 10 percent better than 
1952. 

“The increasing demand for hot 
water systems is undoubtedly due 
to the growing popularity of base- 
board heating for new homes. 

“But I would like to stress that 
a very large modernization market 
is also available in 1954. 

“As far as dwellings are con- 
cerned, the bureau of census shows 
that 6%-million homes over 21 “THIS IS GOING TO BE a hard-sell- 
years old have boilers, and are ex- ing year. The fellow who will do 
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R. H. L. Becker 


Managing director, 
Oil Heat Institute of America 


What Industry 
Leaders Say 
About Prospects 


For 1954... 







... Exclusive Interviews 






the best business in 1954 is the one 
who gets out and hustles and builds 
up a strong sales force and a high 
type of service. 

“The outlook, however, is still 
favorable. In the first 10 months 
of 1953, the volume of commercial 
and industrial oil heating was 10 
percent ahead of the same period in 
1952. Domestic installations ran 
about three percent better. 

“It looks as though we should do 
as well in 1954 as we did last year 
because home building will be high. 

“There may be some drop in in- 
dustrial expansion, but we expect 
commercial work to be even higher 
than last year, offsetting the drop.” 


Plumbing Fixtures: 





D. D. Couch 
Chairman, Enameled Cast Iron 
Plumbing Fixtures Assn. (Also, vice 
president of American-Standard) 


“A CONTINUED high level of sales 
in the plumbing fixture industry is 
expected in 1954. Although it is 
generally believed new home con- 
struction will decline, it will still 
remain a very substantial market. 
In addition, it is likely that com- 
mercial construction will remain at 
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or exceed its 1953 level in 1954. 

“Added to what appears to be a 
good new construction market for 
plumbing fixtures will be an ex- 
panded modernization market, both 
residential and commercial. This 
is a creative market, virtually un- 
limited. Aggressive promotion of 
this market should continue to re- 
sult in a high sales volume.” 


Wholesaling: 





James Peery 
Secretary, Central Supply Assn. 


“THE YEAR 1954 may not equal 
1953 as a boom year for the whole- 
sale plumbing and heating industry 
... but it still will maintain a very 
high volume compared with the 
average of post-war years. 

“We anticipate a 10 percent drop 
in new construction, but some of 
the loss will be picked up by in- 
creased sales for modernization. 

“Material prices will continue 
fairly stable with some decreases 
expected in copper and steel. In- 
ventories are being held in propor- 
tion to the present volume by both 
wholesalers and contractors and are 
expected to continue normal. 

“The continuing interest of all 
three branches of the industry in 
sales promotion and sales training 
will help insure 1954 as another 
very healthy year for the industry.” 


Plumbing and Heating: 





Norman Radder 
Secretary, Plumbing and Heating 
Industries Bureau 


“THE PLUMBING AND HEATING in- 
dustry closes the books on 1953 


—another near-record year—with 
most reliable signs pointing to a 
continuation of the current high 
level of sales and profits during 
1954. 

“While here and there a cloud 
can be seen on the economic ho- 
rizon, it is not of the sort to cause 
much pessimism. The prevailing 
note throughout the industry is one 
of optimism for the future. Once 
again, it seems obvious, the date of 
the much-advertised ‘recession’ 
will have to be postponed. 

“Between the new home building 
and modernization markets, enter- 
prising plumbing and heating con- 
tractors who seize every opportu- 
nity to merchandise the products 
they sell and the service they pro- 
vide will find their profit potential 
in 1954 limited only by their own 
individual efforts.” 


Water Systems: 





Herbert Angster 
Executive secretary, National Assn. 
Domestic and Farm Pump 
Manufacturers 


“ALTHOUGH FARM EQUIPMENT in 
general as well as farmers’ income 
has dropped as much as 20 percent 
during 1953, the water system in- 
dustry has maintained a firm up- 
ward trend, realizing better than a 
10 percent gain over 1952. This 
increase in sales against a back- 
ground of lowering sales levels in 
related industries has been prima- 
rily due to a sustained, hard-driv- 
ing merchandising push put on by 
members of the industry and has 
resulted in a near-record year of 
720,000 water system sales. 

“In 1954, barring extraordinary 
circumstances, water system sales 
should continue to hold up strongly 
with perhaps a realistic estimate of 
700,000 unit sales representing the 
industry’s goal. 

“Because of an ever-growing 
market, due to decentralization of 
metropolitan areas and the in- 
creased application of water under 
pressure in electrified farming, 
1954 should be another good year.” 
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Water Conditioning: 





John Hosford 
Executive secretary, The Water 
Conditioning Foundation 


“In 1952, THE WATER CONDITION- 
ING industry enjoyed record sales 
of more than 225,000 household 
units. In 1953, preliminary surveys 
indicate year-end totals will be 
nearing the 275,000 mark. Over-all 
estimates on all types of water con- 
ditioning equipment indicate that 
total sales volume in 1953 will be at 
least 15 percent over 1952. 

“With an immediate market of 
over 11 million farm and small town 
families, and a secondary market of 
another 30 million families in 
metropolitan areas, awaiting educa- 
tion to soft water advantages, 
water conditioners are fast on their 
way to becoming a staple in the 
plumbing contractor’s line. 

“With additional companies en- 
tering the field every day, attracted 
by the tremendous market poten- 
tial, I confidently expect the water 
conditioning industry to approach 
the sale of 300,000 units in 1954, 
with little or no reservation con- 
cerning economic conditions.” 


Warm Air Heating: 





George Boeddener 
Managing director, National Warm 
Air Heating and Air Cond. Assn. 


“1954 WILL BE A GOOD YEAR for 
warm air heating and air condi- 
tioning, if we take advantage of 
existing opportunities. In fact, the 
industry faces a future that should 
present it with probably the most 
favorable position in its history. 
The basis for this outlook was the 

(Please turn to top of page 228) 















































































JOURNEYMAN-SALESMAN Ce- 
cil Knight of National Economy 
Plumbers, Memphis, points out 
the disadvantages of an old, rusty 
water heater while on a service 
call. National Economy has be- 
come a leader in water heater 
sales in the mid-South through 
selling by the firm’s journeymen. 


Case History of a Water Heater Sale in Memphis 


Dennis Bailey, owner of the 
National Economy Plumbers in 
Memphis (Tenn.), teaches his 
journeymen that there’s a gold 
mine in the basement of every 
prospect they visit. 

This policy has made “49’ers” 
of his entire working staff and 
built National Economy into one 
of the biggest sellers of water 


heaters in the mid-South. 

For example, the story of one 
water heater sale at National 
Economy goes like this: 

Scene 1: A journeyman is dis- 
patched to a home in Memphis to 
repair a leaky pipe. As he re- 
pairs the pipe, he catches a 
glimpse of an old water heater. 
He makes a mental note of it. 
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Customers 
, Basements 


Scene 2: The job is completed, 
and the journeyman remarks to 
the housewife that her water 
heater is in poor condition. She 
agrees and says, “We've been 
thinking about replacing it, but 
just never get around to it.” 

Scene 3: This is the cue for 
the journeyman to get out his 
folder, complete with all informa- 
tion on water heaters. He talks 
further with the prospect and be- 
fore he leaves, he has her signa- 
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ture on a contract for a new 
heater. 

Another sale for National 
Economy may begin like this: 

In the firm’s office, a phone 
rings. A lady reports she would 
like to have a troublesome water 
heater looked over. 

The journeyman who checks 
the water heater tells her 
frankly: “This heater could be 
dangerous. It’s served well, but 
it needs replacing.” 

The journeyman isn’t trying to 
frighten the woman. But he 
knows the hazards of a worn out 
water heater. The owner is ready 
to do business—and the National 
Economy journeyman-salesman 
is the man to do business with. 
Another water heater sale is 
made for National Economy on- 
the-spot by its sales-trained jour- 

neyman. 

Bailey attributes the success of 
his operation largely to his jour- 
neymen-salesmen. He describes 
his policy like this: 

“As a rule we train our own 
journeymen. They start out as 
apprentices and as we teach them 
the skilled art of plumbing, we 
also teach them the art of selling. 
Our business is built on sales and 
we expect journeymen to do 
much of the selling. 

“Every member of our staff is 
constantly on the alert to make 
a sale,” Bailey says. “I feel this 
has been largely responsible for 
our business growing so fast.” 

The journeymen and outside 
salesmen seldom lack prospects. 
Heavy advertising takes care of 
that. Bailey uses newspapers, 
billboards, direct mail and phone 
directory ads to attract a heavy 
flow of prospects. 

Bailey grins when summariz- 
ing his gold mine prospecting. He 
says: 

“With all the advertising we 
do, plus the ingenuity of our 
journeymen and outside sales- 
men, we find business nowadays 
is good. As a matter of fact, it’s 
darn good.” END 
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A Short Course in 





Oil Heating and Oil 


Burner Servicing... 


Part 4 of a Series 


High Pressure Gun Type Burners 


A BIG FACTOR in the widespread acceptance of 
the high pressure atomizing burner is the stand- 
ardization of its parts. Pumping units are almost 
completely interchangeable between makes. This 
is likewise increasingly true of motors, which are 
being developed especially for oil burner use, 
with a reduction in the number of mounting 
methods. Transformers and other ignition parts 
can be easily adapted, while nozzles are 100 per- 
cent interchangeable. 

Besides standardization, the general excellence 
of the components as developed by the various 
parts manufacturers has contributed greatly to 
the popularity of this burner type. Old timers in 
the industry remember the pumps that leaked, and 
gave other troubles; regulating valves that drib- 
bled or failed; poorly calibrated, crooked-spray- 
ing nozzles; erratic ignition devices, and oversized, 
expensive motors, unprotected against their own 
failure. 

Today the manufacture of parts for the high 
pressure burner reaches into many industries, 
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Fig. 1: Oil under pressure from the pump is forced in- 
ward through slantwise slots to the whirl chamber. It 
reaches the orifice spinning at a high rate and when re- 
leased flies apart into a cone-like pattern of particles. 
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Fig. 2: Nozzles have been developed for use under a wide 
range of burning conditions. Some are designed for a 
solid-cone spray (left) and others for a hollow-cone spray. 


each doing a highly specialized job in its own 
field. The oil burner manufacturer is in most cases 
an assembler of these parts, on a frame of his own 
design. This does not infer that he is less im- 
portant than before; he has simply learned a more 
efficient way to make a better product, utilizing 
the know-how of the parts makers. The frame 
itself has considerable importance. Besides being 
the integrator of the components it is also the 
blower housing, and in many cases is a large factor 
in the method of delivering the air to the oil spray, 
so that oil and air are mixed correctly for clean 
efficient combustion. 

The high-pressure nozzle is the device around 
which this oil burner type is built. The entire 
function of the other oil processing parts is to sup- 
ply the fuel to the nozzle at the correct pressure, 
uninterruptedly during operation, and to stop the 
flow safely when the burner stops. 


What the Nozzle Does 


This nozzle is designed to produce a burnable 
oil spray by the force of oil movement. There are 
no moving parts. Only the oil moves, driven at 
high pressure through guiding slots which cause 
it to rotate at high velocity as it passes through the 
exit-orifice into the combustion chamber. The ro- 
tation develops centrifugal force, causing the mov- 
ing stream to fly apart as it leaves the orifice. The 
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Fig. 3, at left, shows an external type gear pump. Oil 
enters at inlet, travels around in spaces between teeth 
(arrows), and is discharged as teeth mesh. Fig. 4, right, 
shows an internal type gear pump. A feature of this type 
is a longer contact between the gears as they rotate. 


resulting spray is a cone-shaped mist of ultra-fine 
particles (Fig. 1). 

High-pressure nozzles are precision devices, 
mass produced micro-exact at low cost by several 
reputable manufacturers. By scientific control of 
the internal oil movement, nozzle designers have 
been able to develop sprays of various finenesses 
and angles, for use under a wide range of burning 
conditions. Some nozzles are designed for hollow- 
cone spray, others for solid-cone spray, adaptable 
for particular flame patterns of different burners 
(Fig. 2). These variations make it possible for the 
contractor or his serviceman to select the correct 
nozzle for practically any condition with which he 
may be working. 

The nozzle is the fuel metering device of the 
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Fig. 5 shows a simplification of the principle found in dia- 
phragm type pressure regulating and cut-off valves. Oil 
is discharged by the pump into a chamber beneath the 
diaphragm, causing it to bulge upward, opening the by- 
pass orifice to a point where all oil not required by the 
nozzle for burning is discharged into the bypass system. 


high pressure burner. The inner passages and 
other resistance factors are calibrated to permit an 
exact quantity of oil to pass through, at a given 


pressure. 

Factory test pressure is 100 psi, using an oil uni- 
formly graded close to average No. 2 oil used in 
domestic burners throughout the country. The 
nozzle rating is found on one or more of its six 
outer surfaces. A nozzle marked 1.65-60 indicates 


a firing rate of 1.65 gph at 100 psi, with a spray 
angle of 60 degrees. 

A further designation of H or S indicates hollow 
or solid cone, with some makes. All manufacturers 
are not completely standardized on this latter 
marking, and code letters are sometimes used to 
indicate spray density or other characteristics. 

The gear-type pump is another precision com- 
ponent of the high pressure atomizing burner. 
Fig. 3 illustrates what is generally called the ex- 
ternal-gear type. A pair of perfectly matched steel 
gears rotate within a close fitting housing. The 
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Fig. 6 illustrates a piston type pressure regulator with a 
needle valve cut-off. A metal piston is free to move 
against spring tension in a perfectly fitting cylinder. As 
oil pressure lifts the piston, a bypass port is opened, al- 
lowing the excess fuel oil to enter the bypass system. 


clearance between gears and housing are very 
small, measured in ten-thousandths of an inch 
(.0001 in.). High grade materials and perfect ma- 
chining make the gear pump long wearing and 
trouble-free. 

It is thought by some that gear pumps move the 
oil by some sort of “chewing” action between the 
teeth. This is not so. The oil is moved by entering 

(Please turn to top of page 183) 
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Fig. 7 shows a diagrammatic view of a fuel unit. Such 
units are a consolidation of all the oil processing devices 
in one housing: strainer, pump, regulating and cut-off 
valves. See article for a description of its operation. 














Kenneth G. Wigle 





Wigle's Philosophy 


“THERE IS no limit to the amount 
of business that will come, almost 
by itself, to the contractor who has 
a reputation for giving full atten- 
tion even to the smallest jobs .. .” 


“WE MAKE no attempt to match 
competitive bids on new work. We 
sell only quality installations, serv- 
ice and products at a fair price.” 


“CONTRACTORS should refuse to 
install material they don’t sell. That’s 
like bringing a pair of heels to a 
shoe repair shop and asking the man 
to nail them onto your shoes. You 
can’t pay the rent, or the cost of an 
equipped truck, with money made 
on installations.” 


“THE GUARANTEE that goes with 
all our work doesn’t merely mean 
that something we install will work. 
It also means that we assure the 
customer he will be satisfied with it.” 


“MANUFACTURERS and wholesal- 
ers should be sold on the idea that 
contractors, no matter how effi- 
ciently they operate, can’t get their 
fixed expenses down much below 
30 percent. If the contractor is to 
make a profit, he must get a better 
discount.” 


“WE TAKE the time repeatedly, 
through individual discussion, to tell 
our men what to say and how to 
act in the home, because we depend 
on those brief calls to bring us larger 
sales in the future .. .” 





We Like 


soe REPAIRS: ..... 


They give him a chance to build a reputation 


for good service, he says. And a good reputa- 
tion is the ‘open-sesame’ for bigger jobs... 


CAN YOU MAKE A PROFIT on re- 
pairs and small replacements? 

One contractor who is proving 
that you can is Kenneth G. 
Wigle, president of the Bruce 
Wigle Plumbing & Heating Co. 
in Detroit. 

This firm does practically no 
new home work, and does little 
to solicit any kind of competitive, 
big-ticket business. 

Yet Wigle keeps 65 trucks 
busy all the time, and his eight 
“superintendents” are so busy 
checking jobs they rarely have 
time to go after new business. 
The firm’s annual volume topped 
$1,250,000 recently, and it is still 
going up. 

“There is no limit to the 
amount of business that will 
come, almost by itself, to a con- 
tractor who has a reputation for 
giving full attention even to the 
smallest jobs,” Wigle says. “Ad- 
mittedly it’s a headache to have 
a large percentage of your jobs in 
the under-$25 range. But by 
handling those and other jobs 
right, by guaranteeing all your 
work, you can build a successful, 
profitable, permanent business.” 


16,000 Jobs a Year 

A big portion of the firm’s vol- 
ume actually comes from single- 
item installations under $300, and 
few tickets go over this figure. 
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The firm does about 16,000 sep- 
arate jobs each year to bring in 
its $1% million. 

It takes efficient operation to 
keep track of this kind of busi- 
ness and run it in the black, 
Wigle says. Materials, work 
schedules, office routines, super- 
vision, financing—each phase de- 
mands attention. One of the most 
important things, Wigle says, 
is to have an accurate knowledge 
of the cost of any job and to fix 
charges accordingly. Still he fig- 
ures he loses money on many 
small repairs. 


How Charges Are Figured 

“The base pay here in Detroit, 
including fringe benefits, is $3.- 
22% per hour,” Wigle explains. 
“Payroll taxes and insurance add 
another 30 cents. Then we figure 
it costs us 60 cents an hour to 
put an equipped service truck on 
the road. “That’s $4.12% so far. 
Since our overhead, not includ- 
ing trucks, is about 25 percent of 
gross, we add one-third of that 
$4.12 figure and get $5.50. 

“That’s the hourly cost to us of 
sending a man out to make re- 
pairs. To make a 10 percent prof- 
it, we add one-ninth of $5.50, and 
get about $6.11. 

“But we charge only $5.80 an 
hour for the labor on repairs. We 
make only a fair profit on a small 
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job when the material is at least 
half the bill.” 

Wigle isn’t riding herd on 65 
trucks just to make an occasional 
profit on a $20 job. He sells fix- 
tures, food waste disposers, in- 
cinerators and water heaters by 





With so many men on this 
work, it is possible to have each 
man keep busy in one small sec- 
tion of the city. This speeds work 
and cuts charges, since custom- 
ers pay for the time spent driv- 
ing between calls. 


each truck carries about 3,000 
articles that would cover almost 
any repair job need. Typed cards 
on the bins in the truck help the 
journeyman find the fitting he 
needs quickly. The value of the 
parts in one truck is about $500 







the carload. A good advertising to $600 retail, Wigle estimates. 

le program gives impetus to many Men Take Trucks Home A simple system is used to 
of these larger-ticket sales, but Most men take their trucks keep these truck inventories 
the basic push comes from the home at night, then bring them complete. In its processing, ev- 
reputation built on the small jobs. to the shop before starting calls ery work order goes through the 
And it takes a smooth-running inthe morning. Only special ma- parts department, and the ma- 
organization to handle so many terial has to be picked up, since terial shown on it is put into a 
small jobs efficiently. a complete inventory of regular bin with the journeyman’s name 
Many of Wigle’s journeymen parts, pipe, fittings, etc. is car- on it. When the journeyman is at 
handle small repairs on a full- ried in each truck, in bins built the shop, he picks up the parts in 
time basis. They start off with 1 in along the walls. Returns to his bin and refills his truck in- 
to 4 orders in the morning, and_ the shop for small parts needed ventory. 
phone back to the office for addi- on a repair job are rare. “Everything can be controlled 

ep- tional work if they finish the first In addition to the usual tools by routines except the journey- 

in few before the day is over. and repair items like washers, (Please turn to center of next page) 

” Wigle ads show how big jobs are merchandised... 
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d MILLION DOLLAR BUSINESS: A portion of Wigle’s ator who called Wigle for heating modernization. The 
one and a quarter million dollar volume in 1953 came other mentions a hot water temperature regulating and 
from industrial and commercial firms attracted by semi- circulating system which Wigle installed for simultaneous 

- institutional type ads such as these. One (at left) refers use by two hotels. In addition to its plug for city-wide 

le to the 40 percent saving in fuel realized by a store oper- 24-hour service, the company lists its big-job features. 
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Wigle ... 








(Continued from preceding pages) 
man’s performance on the job,” 
Wigle says. “It goes without say- 
ing that the work itself is done 
right. If it isn’t, we go back and 
fix it at no charge. But the jour- 
neyman’s politeness and cleanli- 
ness count just as much. Talking 
about these things at meetings 
doesn’t make as much of an im- 
pression on the man as a few per- 
sonal words. We take the time 
repeatedly to tell them what to 
say and how to act in the home, 
because we depend on those brief 
calls to bring us larger sales in 
the future.” 

Men handling repair work get 
their jobs and directions from the 
service department, but all others 
work under the supervision of 
the eight superintendents. 

Wigle has no salesmen, as such. 





The superintendents go out on 
all inquiries for work other than 
simple repairs. They do the nec- 
essary selling on fixtures and ap- 
pliances, and make surveys, esti- 
mates and plahs on larger re- 
placements or installations. 
“Our superintendents are men 
who have graduated from actual 
plumbing and heating work,” 
Wigle explains, “so they under- 
stand every phase of the job. 
They can sell a food waste dis- 
poser or a boiler replacement, or 
plan a wet heat installation.” 


How Supers Supervise 


Six of the superintendents 
handle home jobs, while the 
other two specialize in industrial 
work. They spend most of their 
time planning and supervising 
work. The firm prides itself on 
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doing better-than-average work, 
which Wigle attributes to care- 
ful supervision of each job. 

Wigle puts about 2% percent 
of his gross volume into adver- 
tising, mostly in newspapers. 

Handled by an agency, Wigle’s 
ads stand out. They have good 
art work, smart copy, and sim- 
plicity that helps hold the eye. 
Separate ads are aimed at the in- 
dustrial and home markets. 

The industrial ads are mainly 
institutional. They show typical 
installations and urge business- 
men to call Wigle because “in 
Bruce Wigle’s 39 years experi- 
ence, it has been called upon to 
solve every conceivable plumb- 
ing and heating problem.” The 
ads stress 24-hour service, which 
Wigle provides by having night 
men assigned all the time. 

Ads aimed at homeowners usu- 
ally push one appliance or fix- 
ture, and quote a price “installed 
and guaranteed.” In best home- 
goods-merchandising style, Wigle 
ads stress the uses of a given item 
rather than its features. 

An ad on an automatic heater, 
for example, doesn’t talk about 

(Please turn to top of page 92) 
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care- 

1 Wigle offers city-wide, 24-hour service, and has built a million 
} ° : : 
‘ dollar business by answering calls promptly and efficiently. 
=rcent 
idver- 2 Wigle maintains complete stocks to back up 65 truck inventories. 
rs Everything from bolts to boilers is carried in depth. In the photo, 


oer a parts man is shown checking work orders for items used out 
igle’s of trucks the previous day. He assembles this material and places 


good it into separate bins labeled with each journeyman’s name, for 
F replenishing truck inventories. 

. Slm- 

' eye. 3 Eight superintendents maintain efficiency by supervising all work. 

he in- Each works regularly with the same journeymen, so one man 
doesn’t get lost among Wigle’s 100 employees. One of the superin- 

: tendents, William Carruth, is shown checking through completed 

ainly work orders with a journeyman. 

rpical 

P 4 Each of the 65 shops-on-wheel carries 3000 commonly needed 

ness- fittings and replacement parts, in addition to all tools. Cards 


2 “in showing correct truck inventory are tacked to built-in bins. 
Journeymen rarely have to return to shop for anything. 


‘peri- 
on to 5 Part of all-out effort to do top quality work is use of best mate- 
umb- rials available. Carruth, who does much purchasing, inspects 
Th samples carefully before ordering. 
e 
yhich h Wigle employs an ad agency to prepare sparkling copy like this, 
night which is directed to home remodeling prospects. The firm spends 
214 percent of its gross on advertising, mostly newspaper. (Com- 
P 
mercial and industrial ads are shown on page 89.) 
usu- 
fix- 7 Office is efficient, too. This machine posts billing on master sheet 
alled while making carbon copies of charges on individual account 
cards. From the handwritten work order, all records are made 
ome- in one step. Work order is then sent to parts department for 
Jig] replacement of material in service truck. 
igle 
item 
# More than 10,000 active charge accounts are neatly catalogued 
in these files. Good service keeps these customers calling. 
ater, 
hout 3 A good display is maintained for the convenience of remodeling 7 ; 
>) customers. Most fixture sales, however, result from contact orig- 8 is es 
F inally made by the firm’s service department, or through its con- 


sistent advertising. ; . +» continued 
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WIGLE ... continued 


tank construction or Btu’s. It il- 
lustrates the family shaving, 
washing dishes and doing laun- 
dry. Copy mentions “enough hot 
water for every need.” and goes 
on to repeat a phrase used in all 
Wigle home-goods ads: “Wigle 
sells it—Wigle installs it—Wigle 
guarantees it.” 

“Another way to assure cus- 
tomer satisfaction is to know that 
everything you sell is top qual- 
ity,” Wigle says. 

The man who does much of the 
purchasing is one of the super- 
intendents, vice president Wil- 
liam Carruth. With the Wigle 
firm since 1920, Carruth takes 
the time for a thorough examina- 
tion of everything he buys, from 
a fitting to a dishwasher. He buys 
the best, regardless of price. This 
is the first part of the quality con- 
trol that continues with careful 
planning and supervision. 

“When you do a good job, the 
word gets around,” Wigle says. 
“Even though we try to stay 


away from installing new homes, 
we've been doing about five a 
year for people who request us 
to do their places. We make no 
attempt to match competitive 
bids, and these customers don’t 
want us to. They tell us, ‘We 
know you'll do a first rate job. 
That’s why we called you.’ 
There’s a profit in that kind of 
new home work.” 

Wigle doesn’t go after new 
homes because he feels the com- 
petitive bidding too often slices 
away profits, and “we can do 
better sticking to our specialties 
—repair and replacement.” 
Know Your Overhead, He Says 

“The plumbing contractor 
should know what his overhead 
is, and should assume his com- 
petitors’ have just as high a fig- 
ure,” Wigle contends. “Many 
firms bid their work down too 
low because they think they 
must in order to meet more ef- 
ficiently operating competition. 
Actually, any two plumbing con- 
tractors specializing in the same 


SIXTY-FIVE TRUCKS, completely equipped, give prompt service 
throughout Detroit and suburbs, while at the same time advertising 
Wigle to over 2 million Detroiters. Rear sign is changed frequently. 





type of work have approximately 
the same overhead. 

“Manufacturers, too, should be 
aware of contractors’ operating 
costs, and should set discounts to 
allow for a legitimate profit. 
Many constractors operate with 
about a 30 percent overhead. If 
they buy an item at a 30 percent 
discount, they are actually 
breaking even when they sell it. 
If the contractor is to make a 
profit, he must get a better dis- 
count.” Wigle says that his own 
overhead is a shade below 30 per- 
cent of gross, but cutting it down 
is hard. 

In addition to its main head- 
quarters at 9117 Hamilton, the 
firm has a branch location at 
15304 Kercheval, but the branch 
more than pays its own way. Of- 
fice procedures are already 
streamlined. Advertising is flex- 
ible, but cutting it down would 
cut sales volume. 

“Contractors should not install 
material that customers buy di- 
rect from a supply house,” Wigle 
says. “That’s like bringing a pair 
of heels to a shoe repair shop and 
asking the man to nail them onto 
your shoes. You can’t pay the 
rent, or the cost of an equipped 
truck, with money made on in- 
stallations.” 


Pioneered Shops-On-Wheels 


Wigle credits his brother, the 
late Bruce Wigle, with pioneer- 
ing the idea of an equipped truck 
for plumbing service. 

“Bruce first used a bike in- 
stead of the trolley car,” Ken 
Wigle recalls. “Then he cut out 
the back of a car and built bins 
to carry his tools and spare parts. 
While others were just beginning 
to use trucks, he had already 
worked out a complete traveling 
inventory of parts and fittings.” 

The firm was founded in 1913 
and the current president, Ken 
Wigle, joined it in 1929. Annual 
volume has been over $1 million 
for a number of years, proving 
that repairs and replacements, ef- 
ficiently handled, will pay. enp 
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THE KNOTTY PROBLEM of cost 
control is being unraveled by 
modern systems and machines at 
J. L. Bateman and Sons Co., 
Washington (D.C.) plumbing 
and heating contractors. 

Bateman has simplified accur- 
ate recording of jobs and costs 
with mechanical procedures be- 
ginning with the initial call from 
the customer. 

An office clerk records infor- 
mation from the customer on a 
duplicating machine which re- 
produces four copies. Informa- 
tion includes service required, 
time, date, etc. (see above). 

One copy remains in the dupli- 
cating machine for audit while 
the others go to the billing de- 
partment, the journeyman 
(work order) and the customer. 

An addressograph file of more 
than 3,000 names is then checked 
for credit information used to 
determine how the customer 
should be billed. 

Pricing the job is simplified by 
Bateman’s “little black book” 
which lists the cost of material 
carried on the journeyman’s 
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truck. Plumbing and _ heating 
work is done on a time and ma- 
terial basis and an accurate esti- 
mate can be given by the jour- 
neyman on his first visit to the 
job. The book also carries infor- 
mation on miscellaneous items 
such as sales tax and incidental 
expenses. 

Upon completion of the job the 
journeyman can figure the final 
cost, writing down a description 
of the job and the cost break- 
down on his and the customer’s 
order form. 

The job information later is 
recorded on the office carbon and 
then transcribed on a permanent 
file card by a bookkeeping ma- 
chine. In addition to the infor- 
mation provided by the original 
form, any payments are tran- 
scribed and the balance recorded. 
Thus the bookkeeping card 
shows at a glance complete infor- 
mation covering any work done 
for a customer. 

Bateman says: 

“A plumbing and heating con- 
tractor should have a fast and ac- 
curate bookkeeping and record 


93 


system for his own protection. 
With modern mechanical equip- 
ment, you don’t need clerical ex- 
perience or extra time. This of- 
fice work is just like a plumbing 


job... you can do better work 
with up-to-date methods, tools 
and systems.” END 





SERVICE CALLS to the Bateman 
and Sons Co. are immediately re- 
corded on a four-copy duplicating 
machine. This begins a series of me- 
chanical recordings that have simpli- 
fied the company’s bookkeeping meth- 
ods and brought costs under control. 
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Plumbing and Heating 





ESTIMATING 


First article of a new series 


THE REASONS FoR EsTIMATING: 
Strange as the title of this para- 
graph may sound, there are still 
some who do not seem to under- 
stand that the ultimate reason 
behind all estimating is to pro- 
duce a bid that is competitive and 
profit producing. An estimate 
that does not produce any profit 
is as bad as an estimate that is 
too high. If the estimate is too 
high the contractor will not be 
awarded the contract, and if the 
estimate is too low he will wish 
that he hadn’t been awarded it. 

The remark most commonly 
heard when the bids are opened 
is usually to this effect, 

“How in the devil can they do 
the job for that figure?” 

Any contractor who has been 
present at a meeting of this kind 
and has heard some of the bids 
can attest to the truth of this 
remark. When the low bidder is 
as low as 20 percent below his 
nearest competitor it becomes a 
question of whether his method 
of estimating is wrong or whether 
the rest of the bidders are wrong. 

When post-mortems are held 
afterwards the following pro- 
ceedure is very often used. The 
high bid is disregarded on the 
theory that this contractor didn’t 
want the job. The low bid is also 
thrown out on the basis that this 
contractor forgot something. The 
other bids are then averaged and 
the resultant figure is used as a 
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yard stick of comparison. The re- 
lationship of a contractor’s figure 
to this average figure will show 
how he stands. 

If the bid he submitted was 
close to this average figure, he 
will have the doubtful pleasure 
of knowing that his figuring was 
right. The only drawback is that 
in all probability he won’t get 
the job. 

From a strictly mathematical 
point of view, an estimate is com- 
posed of five items: 

1. Material. 

2. Labor. 

3. Subcontracts. 

4. Overhead. 

5. Profit. 

When these basic items are 
worked out and totalled, we have 
the estimated price for the job 
under consideration. If the right 
procedure has been followed, 
this price will be the lowest 
figure for which the job can be 
done and a profit realized. Why 
then the variation in prices? How 
can one contractor be any lower 
than another?. The material 
necessary to do the job is the 
same for all bidders, the labor is 
the same and unless there is a 
big difference in overhead and 
profit, the bids should all run 
very close together. 

Some of the answers can be 
laid to estimating procedures. 

Every estimator has his own 
pet method of estimating. Some 
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contractors take off the material 
very closely. Some skip the 
smaller items and then add a 
percentage of the total material 
cost to cover the small items 
missed. There are estimators who 
are willing to depend on the ma- 
terial list furnished by the whole- 
sale house with whom they deal. 
Some use what we call the psy- 
chic method. This consists of men- 
tally comparing the job with 
other similar jobs and picking a 
price out of the air. While this 
procedure sometimes is success- 
ful, it is not to be recommended 
as good business practice. 

Regardless of the method used, 
the end result should be a ma- 
terial list containing all the 
necessary material to complete 
the contract in accordance with 
the plans and specifications. 
When this is priced out, the 
figure obtained will be the ma- 
terial cost. 


Figuring Labor Cost 


The next item on the agenda 
is the labor cost. Again there is 
a big difference in the methods 
used to arrive at this- figure. 
Every estimator has his labor 
list. This consists of the time in 
man hours needed for the in- 
stallation of the various com- 
ponents that make up the job. 
This list is usually compiled over 








a period of time by observing the 
time used to do the various parts 
of the installation. By constantly 
revising and checking these lists, 
it is possible to figure the labor 
quite closely. 


How Low Profits Result 
Again, as in the material esti- 
mate, there are some estimators 
who are inclined to “lump” the 
labor off. By this we mean look- 

ing at the prints and making a 
guess based on past experience. 
Usually, trying to figure the labor 
without taking into consideration 
the material results in a low 
labor figure. When the labor 
figure is arrived at, it is listed be- 
low the material figure. 

Subcontracts present a prob- 
lem too. Sometimes the lowest 
figures are not from the most re- 
liable firms. When the fact that 
the responsibility for the per- 
fermance of the subcontractor 
falls on the contractor is taken 
into consideration, the lowest bid 
is not always the best bid. How- 
ever, assuming that the lowest 
figures are also reliable subcon- 
tractors, these figures can be 
listed below the prices for ma- 
terial and labor. 

When these figures are totalled, 
we have a total material and 
labor cost to which must be 
added the overhead and profit. 


Meet the Author... 


procedures 

Some estimators take a per- 
centage of the material cost for 
profit. Some, a percentage of the 


Here again, vary. 


labor and material cost, and 
some a percentage of the total 
cost of the job. Regardless of the 
system used, the profit figure 
should be about the same. Each 
estimator should figure the 
various items that make up the 
final estimate with an eye to the 
way that he is going to figure the 
profit. The same thing applies 
to overhead. 


Add the Overhead 

If the labor, for example, is 
figured at the local wage scale, 
a percentage must be added to 
cover the cost of putting the man 
on the job. This can be done when 
figuring the labor or by adding a 
percentage of the labor cost 
when totalling the final figures of 
the estimate. 

It is common practice with a 
great many estimators to have a 
base figure. The total man hours, 
multiplied by this figure, give the 
labor cost for the job. For ex- 
ample, if the wage scale is $2.50 
an hour, the base figure would 
be around $3.50 an hour. This 
would represent the wages plus 
all the other costs such as insur- 
ance, etc. that must be paid for 

(Please turn to top of page 97) 


John Williams has had much practical experience in plumbing 
and heating estimating. For six years he was operator of the 
Genessee Plumbing and Heating Co. (Genessee, Mich.) and 
currently is estimator for several of the top contracting firms 
in and around Detroit and Flint, Mich. He has a master plumb- 
er’s license and is a graduate of the University of Michigan. 

Mr. Williams’ experience with the many different procedures 
used by various contracting firms he has served makes him 
well qualified, Domestic ENGINEERING believes, to report the 
methods currently being used to insure a fair profit in every 


estimate. 


Case studies of estimating procedures (following 
pages) will also be presented as part of the series. 











ESTIMATING .. . continued 





San Antonio 
contractor works out a 
bidding system that 
helps him win the jobs 
he wants and lose 

the ones he doesn't. 


lf this sounds 


complicated, then read... 


Shafer (right) and Otto | 


! p, his superintendent, first 
study blueprints to get the overall 
picture for their estimate. Shafer 
estimates heating, Allerkamp 
plumbing, a sliding scale 
method (see article) for figuring 
overhead and profit markups. 





How I Figure Estimates... 


ConTRACTOR A FIGURED A JOB 
that involved $1000 worth of 
labor, charged $1300, and chalked 
up a tidy 30 percent profit. 

But contractor Pressley Sha- 
fer, owner of the oldest continu- 
ously-owned plumbing and heat- 
ing business in San Antonio, 
Texas, turned it down at that. He 
fiugured he didn’t want to stand 
a $200 loss. 

“Estimating may be simple, 
but it also is mighty tricky,” says 
Shafer. “The example above 
happens all the time and we both 
think we’re right. 


They're Losing Money 

“But I think Contractor A, and 
a lot of others, are on a con- 
tinuous money-losing merry-go- 
round because they oversimplify 
their estimating as A did above. 
A lot of them get by with it for 
many years or perhaps for their 
entire business lives, because 


they are lucky enough to do 
enough equipment business to 
offset the labor business. But I 
think it still represents loss, even 
though called by another name.” 


The Real Gimmick 


Shafer, who runs a business 
founded by his grandfather 70 
years ago, and which still oc- 
cupies a building in the heart of 
the downtown district, figures 
the real gimmick in estimating is 
in the costs that do not meet the 
eye—the overhead. His guiding 
principle is that there is more 
cost involved in any given job 
than the direct cost in labor, in 
rough material and in fixtures. 
And he protects his estimates 
through utilization of a simple 
formula, somewhat elastic, that 
he has developed over the years 
and that figures into each esti- 
mate the overhead that it takes 
to overcome all direct costs for 
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the classification listed. That 
formula is, on the average, 50 
percent for labor, 40 percent for 
rough materials and 10 percent 
for fixtures, as mark ups. 

“What usually happens,” Shaf- 
er points out, “is that overhead 
is calculated based on the gross 
volume at 100 percent. But while 
that sounds well in theory, in 
practice it is not 100 percent. 
Your labor requires supervision. 
I myself for instance, might 
make a half-dozen trips per day 
to check on a job. Well, I’m 
worth something. 


He Takes a Salary 

“And I figure I’m worth it all 
day long, so my business should 
pay mea salary. With the amount 
of that salary figured into the 
overhead, I’m not so much con- 
cerned with the amount of profit 
as a percentage. 

“So if I have to bid on a job 
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(Continued from bottom of page 95) 
each man hour of work. It would 
also cover lost time, call backs 
and all the myriad little things 
that make labor costs more than 
just the regular wage scale. 

Dealing with that old bugaboo 
of all business, overhead, the 
problem of estimating becomes a 
little more complicated. Some 
estimators use a flat 10 percent of 
the total cost of the job. Another 
will take 10 percent of the cost 
less the subcontracts. Some one 
else will take a higher or a lower 
percentage. Although we will 
discuss overhead more thorough- 
ly in a later article, right now is 
a good time to emphasize that 


Why My 


that is all labor and if it will take 
$1000 worth of labor, I figure 50 
percent of that, $500, and add it 
to my bid, making it $1500. Some 
other contractor might figure it 
takes $1000 worth of labor, for- 
get his overhead and add 30 per- 
cent as a profit figure. So at 
$1300 he is making 30 percent 
profit. At that price I’d be losing 
$200, according to the way I 
figure my costs.” 

Similarly, if there were such a 
thing as a 100 percent rough ma- 
terials job (no labor, no fixtures) 
Shafer would add 40 percent to 
the cost of the fittings to get their 
true cost to him. If a job requires 
10 elbows, he points out, it’s 
necessary to send out 12 because 
two will be lost or damaged. Or, 
of a 21-ft pipe the men will use 
19 ft and the other two ft returns 
as scrap. 

But there is more than that to 

(Please turn to top of next page) 





there is only one correct way to 
estimate overhead. 

Overhead is that part of the 
cost of doing business that is non- 
productive. If a company does 
$1,000,000 worth of business in a 
year and the administrative cost 
is $100,000, then the overhead is 
going to be 10 percent. If the ad- 
ministrative cost is $150,000 then 
the overhead cost is going to be 
15 percent. It is as simple as that 
and yet there are quite a few who 
do not seem to realize this direct 
relationship. I have met contrac- 
tors who had a 20 percent over- 
head and yet when they esti- 
mated a job would only allow 10 
percent. When they were ques- 


tioned about this they would 
say, “If I figure more than 10 per- 
cent I don’t get the job.” 

Strange as this reasoning may 
seem, it is happening every day. 
There is only one place that this 
extra cost can come from and 
that is out of the profit. 

So far, this article has dealt 
with general practice only. In the 
next article we will deal with 
actual material and labor take- 
off. Some of the methods used by 
various contractors to keep labor 
and material costs down will be 
covered as well as the reasons 
that cause labor and material 
costs to rise above the estimated 
figure (see next issue). END 


System Works! 
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HOW I FIGURE ESTIMATES . . . continued from page 97 





the cost of rough materials. They 
are bought in quantity to cut the 
cost, they need a lot of handling 
to get them into the warehouse 
and there, fully paid for, they sit 
in bins where they are making 
no money. So obviously these 
materials are costing the con- 
tractor in handling charges, in 
warehousing and in attrition. 

Shafer’s idea of a perfect job is 
one that includes many fixtures 
with a minimum of labor and 
rough materials. It costs him less 
to deliver fixtures and there are 
fewer variables in estimating. If 
the same hypothetical job men- 
tioned previously were entirely a 
fixture job, Shafer explains it 
obviously is much easier to 
handle a few fixtures worth that 
much than the many, many items 
of rough materials worth the 
same amount. His overhead in 
this case, then, is figured at only 
10 percent, or $100. 

Shafer’s system has some other 


IN PRICING OUT the items, Shafer 
and Allerkamp take no chances. Ad- 
ding machine, slide rule and calculator 
get plenty of use in figuring estimates. 








advantages. If the most profitable 
plumbing job possible is one that 
consists entirely of fixtures, then 
the least profitable, he figures, 
is one that consists entirely of 
labor. So the nearest he can come 
to a maximum profit is through 
application of his formula. If the 
job involves a great deal of labor, 
his formula insures that he will 
be paid proportionately more. 
That means his bids frequently 
are higher than those of com- 
petitors. That suits Shafer. He 
wants less of the “cut rate” kind 
of business. But if a job is mostly 
fixtures, his bid, based on his 
formula, will be lower than that 
of his competitors who simply 
add a profit of 30 percent, and he 
will get the job he wants. 
Shafer, remember, figures his 
salary in that overhead figure, 
salary that includes the same 
money another would call profit. 
He gets the job and he is not 
losing. But most jobs come 
mixed, with labor, rough ma- 
terials and fixtures all thrown in 
together. In such bids, the higher 
price Shafer puts on labor is 
made up by the lower price on 
fixtures. If the job is predomi- 
nately the kind of job he prefers, 
his bid wins. If it is predominate- 
ly the kind of job that gives the 
most trouble, someone else wins. 


Cutting It Wouldn't Pay 


Shafer is convinced it would 
not pay him to cut those figures 
in a scramble to win more bid 
awards. He has figured it out 
carefully, and his fingers prove to 
him he would lose more if he cut 
his figures and did more volume 
than by keeping his percentages 
and sacrificing a few awards. The 
volume percentage gained could 
not make up for the income lost 
in buying the volume. 

All estimating at Shafer’s is 
done by himself and by Otto 
Allerkamp, his superintendent. 
Normally Shafer estimates heat- 
ing and Allerkamp estimates 
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plumbing. With the plans and 
specifications before them, each 
does his own job after thorough 
study and discussion to get the 
full picture. Allerkamp, when he 
finishes, usually adds a_ profit 
percentage figure “just to see 
how it looks.” Shafer then, when 
he totals up the entire job, 
weighs Allerkamp’s profit figure 
against his experience and the 
things he knows about the job, 
the weather probabilities and the 
people he’ll be working with. He 
has no formula here. But some- 
times the specifications are very 
vague and he figures he needs 
that extra protection. 


Special Conditions 

Or there are special conditions. 
In one case, for instance, the job 
was to be done in a building 
filled with girls. He added 20 per- 
cent of his labor cost as a protec- 
tion factor, because he knew the 
labor would be slowed up that 
much by idle chatter and admir- 
ing looks. 

Shafer’s estimating methods 
differ from those of Allerkamp. 
Shafer first figures all materials 
for the entire job. He then 
figures his rough materials, and 
then his labor based on such 
things as the number and size of 
threads to be made as well as the 
units to install. He must calculate 
job difficulty here, also. To the 
labor he adds a 10 percent factor 
which takes care of taxes, insur- 
ance, vacations, etc. 

Allerkamp, rather than figuring 
the three cost items of Shafer, 
figures by job sections. First he 
will figure soil pipe and fittings, 
then lead oakum, then lead work, 
then vents, then water pipe and 
so forth. Into each such job sec- 
tion he figures all materials and 
labor before going on to the next 
section. 

But such idiosyncrasies of me- 
thod, Shafer thinks, are minor. 
The really important thing, to 
him, is figuring the hidden as 
well as the obvious costs, and his 
formula does the trick. xEnp 
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POSTERS from the Do- 
mestic Engineering modern- 
€ ization sales kit (left) are 






placed in strategic areas 
throughout Hilker’s store. 
Here, three of them can be 
seen on the wall as Stanley 
Hilker talks modern kitch- 
ens to a West Palm Beach 
(Fla.) housewife. Below, 
R. G. Hilker uses a sales 
manual from the kit to help 
him sell young housewife 
on the desirability of re- 
modeling an old bathroom. 


















He Took a Leaf from 
the Bay City Story! 


Remodeling survey in Bay City, Mich. tips Florida 
contractor off to sales opportunities, and now he’s 
building business with the help of D.E.’s sales kit 


THE LUSH DAYS of boom construction are near- “For many years our area was in a building 











ing an end, and if the plumbing contractor is to 
maintain his volume and continue to expand, he 
must turn more to remodeling and modernization 
jobs and do something toward creating them. 
That is the thinking of R. C. Hilker, of E. C. 
Hilker, Inc., West Palm Beach, Florida, in launch- 
ing a steady promotion program to build sales. 





How Contractors Can Get the Sales Kit: 


CONTRACTORS WHO WANT TO GET STARTED on the road 
to bigger modernization business, by using the re- 
modeling sales kit described in the article, can do so 
by sending their order to the Modernization Editor, 
1801 Prairie Ave., Chicago 16. The kit ($15.00) con- 
tains more than 240 pieces of promotion. Further 
details will be sent on request. 
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boom,” Mr. Hilker explains, “and it still is en- 
joying rapid growth; but back in the days when 
the boom was in full progress there were only two 
or three plumbing contractors vying for the busi- 
ness. Today there are more than ten times as 
many, and building is not as brisk as it was then. 
Obviously, profits in contracting are smaller—so 
small, in fact, that we keenly recognize the need 
for smaller jobs carrying a longer profit.” 

Young Mr. Hilker has built his remodeling 
program largely on the basis of Domestic EN- 
GINEERING’s “Bay City Story.” The story (based 
on D.E.’s survey a year ago of modernization needs 
in the typical community of Bay City, Mich.) first 
started him thinking of the real possibilities of 
remodeling; and then he sent for the Domestic 
ENGINEERING Modernization Sales Kit to use as a 

(Please turn to top of page 211) 














EDITOR’S NOTE: Bob Kingsbury is a familiar name to Domestic ENn- 
GINEERING readers. His activities as a contact man for industrial unit 
heater sales were reported in a story titled, “Their Beat is the In- 
dustrial District” in the March 1953 issue. The story described the selling 
and service activities of Bailey the Plumber, Inc., Los Angeles. Since 
then other West Coast contractors have told us we overlooked an exciting 
part of Kingsbury’s life—his survival after parachuting into the Medi- 
terranean to escape a B-17 shot down by German fighters in World War 
II. Now we present that exciting experience in Kingsbury’s own words. 
We present it, not only as thrilling reading, but as a tribute to the 
courage of American fighting men of all wars. Kingsbury’s story of 
survival also appeared in “Men,” a popular adventure magazine. 


A GUY WANTED ME to come out plained about Big Jeff, he under- 





to his yacht and figure some fix- 
tures. I told him I was sorry, but 
I’d had enough salt water to last 
me a lifetime. And when I ex- 


stood. 

Big Jeff never had a chance. 
Not Big Jeff nor any other 
heavy-bellied B-17 could have 
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4 “Dry- 


withstood the myriad deadly 
stings from those German ME- 
202s and rocket-lobbing JU-88s. 
It was murder. Plain and simple 
and hideous. 

Billious smoke filled the cab- 
in. Behind me, 20-mm flak, 
shredding through the bomb 
bays, ricocheted like griddled 
popcorn. Farther aft, along the 
gun ports, the crew clung to their 
watercooled 50s, slamming jack- 
eted steel at the swarming hor- 
nets until the barrels blistered 
their hands. 

“I got one. ...I1 got one!” the 
intercom screamed with tailgun- 
ner Angelo Panini’s frenzied, 
pitiful cry. But what was one out 
of 20? 

Suddenly No. 1 engine shud- 
dered, coughed and caught fire. 
I glanced at the control panel, 
saw the rpm indicator slam over 
to “danger”. The oil lines had 
severed. The prop was running 
wild and dry. I tried to pull her 
up, but she balked. I tried throt- 
tling the engine, but it wouldn’t 
stop. An instant later No. 2 engine 
screamed and went berserk. The 
crazy props, tearing themselves 
and their engine mounts to 
pieces, wracked the ship like a 
hundred tremblors. All at once 
Big Jeff took a mortal hit amid- 
ships. A great ragged hole was 
punched in her underbelly where 
a rocket had homed. The ship 
shook to her guts, quivered and 
went into coma. 

“Got another... . got an- 
other!” shouted Panini. “I got—” 

The words trailed off omi- 
nously. 

“Panini! Panini!” I shouted in- 
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to the intercom, “you all right?” 

I knew he wasn’t, for the pe- 
culiar rasping cough of his 50- 
caliber had ceased. 

Still the heavy calibered stac- 
cato of our remaining 50s thun- 
dered through the hollow ship. 
But it was hopeless. 

“This is it,” I said to myself 
.... “This is the end... . and 
only our third mission.” 

What happened after that re- 
mains a muddled mixture of 
acrid fumes, the shearing of met- 
al, the confusion of men scram- 
bling to save themselves. And 
above all, the dirge of piercing 
steel and of ricocheting frag re- 
bounding through the cavernous, 
dying fuselage. There -is no 
sound, no feeling in all the world 
like the almost human outcry of 
a giant plane in death throes. 


Abandon Ship! 


I pressed the alarm button 
three times—‘‘abandon ship—” 
and set her on “Capt. George,” 
the automatic pilot. Then I broke 
radio silence. “This is No.4... 
flight leader, this is No. 4. Am go- 
ing down... .” But even as I 
spoke, I saw him, a mile ahead 
and a thousand feet above us, 
turn tail, heel over and plummet 
like a crippled bird into the void. 

The next instant I was yanking 
open the forward escape hatch 
and counting as first Al Mayber- 
ry, my lanky, good-natured navi- 
gator, stepped through the hatch, 
then the others. Swarthy-faced 
T/Sgt. Sebastian Hernandez, the 
finest crew chief and top-turret 
gunner a captain ever had, fol- 
lowed Mayberry. Sebastian sim- 


By BOB KINGSBURY 


as told to a Domestic Engineering reporter 


Land Plumber’ Now! 


ply pulled his chest chute tight, 
forced a grin and murmured 
above the confusion, “See you 
captain.” He never did, for he 
died in serene waters of the Med- 
iterranean which stretched far 
below us. Parsons, the bombar- 
dier, who’d shucked his hickory 
stick as a Kentucky school teach- 
er, was next. He waved a silent 
“good-bye” and dropped from 
sight. Then the co-pilot, new on 
that mission to the crew, got out. 

They were all to die before 
sunset. 

Only I remained in the for- 
ward compartment. Big Jeff was 
in a glide now, her engines still 
crazy wild, her torso in a death 
rattle. Guns continued to bark 
intermittently from the turrets 





and I hoped to God the others 
were dropping through the rear 
escape hatch. 

Tears streamed down my face 
—some from the acrid smoke 
that clouded the cabin, some 
from my heart. Tensely I 
checked my gear—the escape kit 
strapped to my back, the oxygen 
mask strung to its bailout bottle 
and the chute. I counted to 10 
and stepped into the void. 20,000- 
ft below lay the glazed turquoise 
of the Mediterranean. 

There was a rush of air, like 
the suction between passing 
freights, then a rib-cracking jerk 
as the chute bellowed and dan- 
gled me there in mid-air. Below, 
the whole panorama of the Tyr- 

(Please turn to top of page 160) 


BOB KINGSBURY TODAY: Ten years after his harrowing experience while 
adrift in the Mediterranean, Kingsbury sells industrial unit heaters for Bailey 
the Plumber, Inc., Los Angeles. Kingsbury (left) uses a four-page ad from 
Domestic Engineering (Nov. 1952) to put across a sales point. He says he is 
happy with his selling work—so long as it doesn’t take him back to salt water. 


101 

















=<—— 


That's what they call George LaRoche in his 
home town. But he doesn’t care, it’s made him 
the fastest growing contractor in Michigan... 


Georce LaRocue of Sebewa- 
ing, Michigan, leaves his heating 
shop these days to a chorus of 
yells from farmers at a grainery 
across the street—“Murderer! 
Killer!” 

And as LaRoche walks down 
the wide streets of this eastern 
Michigan town of 2500, children 
point their fingers at him and 
shout, “We’re the FBI. Bang! 
Bang!” 

Hangers-on at the local barber 
shop greet the heating contractor 
with “You still running around 
free, George?” 

It may not sound like it, but 
“Murderer” George LaRoche is 
one of Sebewaing’s most re- 
spected businessmen. The mur- 
derer routine that LaRoche is 
subject to is the result of an 
advertising gimmick that has 
made the contractor familiar to 
almost every resident in the 
Sebewaing area. 

The advertising began this fall 


with a full page ad in the Sebe- 
waing Blade headlined—“Mur- 
der At LaRoche Heating Com- 
pany.” The one-page “extra” 
(facing page) told how LaRoche 
was murdering old furnaces “be- 
cause of the constant demand of 
an outraged citizenry.” The ad- 
vertising blended humor and a 
sales message in what LaRoche 
termed “an effort to get them to 
read every line.” 

It wasn’t hard for LaRoche to 
measure the success of his cam- 
paign. The newspaper received 
a score of telephone calls asking 
if any more advertisements like 
LaRoche’s would be published. 
Jokes about LaRoche’s “mur- 
ders” became as frequent as 
jokes about “Dragnet” and the 
radio-TV program’s “da de de 
dum” musical theme. 

Each item in the “extra” pro- 
vided the reader with three 
things: a chuckle, an incentive to 
read further and—most impor- 
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tant to LaRoche—information on 
modernized heating. 

For example, the lead story 
reads: “In a confession this 
week, George LaRoche of the 
LaRoche Heating Company ad- 
mitted that he has been murder- 
ing old furnaces. In each case, 
the murder was carried out with 
the permission of home owners 
who wanted a new furnace for 
greater comfort and better liv- 
ing.” 

Beneath the lead story were 
two provocative items, headlined 
“Employees Implicated” and 
“Murder Will Out.” In each case, 
LaRoche’s copy was _ handled 
j —Butit w _practical 
copy. The first stofy described 
the extensive experience of La- 
Roche employees. The second 
item concerned the many satis- 


fied customers LaRoche has 
served. 
LaRoche service was also 


boosted in the same manner as 
in the story, “LaRoche Crew 
Cleans Up at Scene of Crime.” 
Copy read: “ ‘We never leave a 
trace when we murder an old 
furnace,’ ” the LaRoche installers 
said this week “ ‘We sweep away 
all soot and dirt. Ask any home- 
owner where we’ve worked.’” 

The clean up is a sales point in 
any heating man’s language. But 
in LaRoche’s language it’s vivid 
and amusing—and certainly re- 
membered because of its crime 
tie-in. 

LaRoche followed up this dis- 
play with a quarter page adver- 
tisement with the banner— 
“Mercy Killer Caught .. . Law 
Men Make Capture.” He was 
pictured in a county jail sitting, 
but the copy put readers at ease 
—LaRoche had been “pardoned” 
because ridding the community 
of broken down heating systems 
was a “mercy killing” that could 
be overlooked. 

These ads are only part of a 
flamboyant campaign, backed by 
sound salesmanship, that has 


(Please turn to top of page 104) 
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THE SLAYER OF SEBEWAING! 


. . - continued 





made LaRoche one of Michigan’s 
fastest growing contractors (80 
complete remodelings in 1953). 
“Right now,” he says, “I’m 
knocking around an idea that'll 
attract everybody in the area 
who can read. I aim to make 
people think of LaRoche when 
they think of heating, and crazy 
advertising is one way to do it.” 

LaRoche realizes his advertis- 
ing methods are unorthodox for 
a heating contractor. That’s their 
main value, he believes. “After 
the murder series appeared,” he 
says, “a friend of mine asked— 
‘George, don’t you think this ad- 
vertising of yours is silly?’ 

“I asked my friend if he had 


read all the advertisement. ‘Sure,’ 


he told me, ‘Every line of it.’” 

LaRoche grins. “I didn’t wait 
to hear anymore. What more can 
an advertiser want? Just so the 
people read the ad and remem- 
ber you and your business. To 
sell them, you've first got to get 
them to read about your product 
—and my ads do just that, silly 
or not.” 

LaRoche also uses current 
news items, such as elections, as 
a peg for his advertising. The 
recent death of five persons from 
coal gas poisoning prompted La- 
Roche to warn his neighbors of 
the danger in defective systems. 

When not engaged in display 


LaRoche capitalizes on his new reputation . . . 
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For The FINEST in 
HEATING, Call 
LaROCHE EATING 
Phone 6 - 2611 -- Sibewsing 
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LAROCHE exploited his full page advertisement (preceding page) with a 
quarter-page followup reporting his arrest for “murdering old furnaces.” But 
readers are put at ease with the news that the heating contractor has been 
pardoned since the elimination of archaic heating systems is an understandable 
“mercy killing.” Readers throughout the area besieged the Sebewaing Blade 
asking if they could expect further ads of this type. LaRoche intends to satisfy 
them with other advertising keyed to current events and entertaining themes. 
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advertising, LaRoche keeps his 
name before the public with such 
pungent personals as this—“‘Dear 
Mabel—Please come home. I 
know it was cold in the house 
last year, but now we are warm 
with a new furnace installed by 
LaRoche Heating Co.” 

LaRoche, however, doesn’t 
confine himself to newspaper ad- 
vertising as shown by his de- 
scription of himself: “I’m a guy 
who can’t stop selling. I sell any 
place, any time. Why for a long 
time, I’ve been trying to have 
my teeth fixed. But you’d be 
surprised how many furnaces 
my teeth have sold—I hate to 
get rid of them. Perfect stran- 
gers come up to me and say, ‘T 
hear you’re having trouble with 
your teeth. If I were you, I’d...’ 
Well after they get through sec- 
ond guessing my dentist, I lead 
the conversation to heating. I’ve 
still got my old teeth, but the 
other people have new heating 
systems.” 

LaRoche’s ability to turn every 
situation into a selling lead has 
opened doors to many prospects. 
But the heating contractor knows 
that attracting prospects is only 
the first step in selling. “Crazy 
advertising,” LaRoche says, “is 
all right to get people listening 
to you. But once they’re listen- 
ing, they want to hear facts and 
figures before they’ll invest their 
money.” 


How Two Cans of Corn 
Sell Heating 


When the time comes for 
down-to-earth business, LaRoche 
is as well prepared as he is for 
the more extravagant part of 
his selling technique. His sales 
kit is equipped with everything 
from a carbon monoxide tester 
to two cans of corn. 

But that’s another story, and 
we'll pick it up next month in 
Domestic ENGINEERING as we 
trace the path of the “Slayer of 
Sebewaing” to another sale. EeNnpD 
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Heating Schools Are 
Coming Your Wgy... 


TWENTY CITIES throughout the 
country will play host to the 
warm air heating and cooling 
schools to be sponsored in 1954 
by the National Warm Air Heat- 
ing and Air Conditioning Assn. 

These “indoor comfort” con- 
ferences, which are actually ap- 
plication engineering schools, are 
sponsored by the association with 
the cooperation of the National 
Heating Wholesaler’s Assn., and 
conference committees from each 
of the cities where classes are 


being held. 


School Highlights 

High-lighting the two-day con- 
ferences is information on sum- 
mer air conditioning as well as 
further emphasis on the newer 
warm air heating applications. 
Those attending will learn by 
actually working out practical 
problems during classroom in- 
structions. These problems in- 
clude heat gain calculations, per- 
imeter heating and cooling appli- 
cations for homes constructed on 


concrete slabs and having base- 
ments. Small pipe heating and 
cooling applications will also be 
covered. 

Instructions in heat loss calcu- 
lations will be provided for those 
who desire. Industry-accepted 
manuals and worksheets pub- 
lished by the association will be 
used as the basis for instruction 
on year ’round air-conditioning. 
Each person attending the con- 
ference will receive a copy of the 
latest editions of manuals No. 3, 
4, 7, 10 and 11, plus all the neces- 
sary forms and plan sheets for 
use during class sessions. 

Guy A. Voorhees, technical 
secretary of the association, will 
instruct the 1954 conferences. 
This will be his eighth year as 
instructor for the schools during 
which period 82 conferences have 
been held with over 15,000 heat- 
ing men attending. “The purpose 
of the conferences”, states Mr. 
Voorhees, “is to keep the dealers, 
and their salesmen, designers, in- 
stallers and service men, abreast 
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WORK SHEETS and technical man- 
uals will be used by contractors to 
solve practical problems in heating 
and air conditioning at the 1954 warm 
air heating and cooling school classes. 


of the many advancements being 
made in the warm air heating 
and air-conditioning industry.” 

Personalized certificates at- 
testing to attendance at the con- 
ferences will be given. Registra- 
tion fee for these classes is 
$17.50 per person and includes 
all necessary material each stu- 
dent requires. A listing of the 
cities and dates of the 20 confer- 
ences is given below. Further 
information can be obtained from 
the association at 145 Public 
Square, Cleveland 14. 





1954 Schedule of 
Warm Air Schools 

SE EOI scan ce .Jan. 11-12 
| Jan. 14-15 
LG ee .Jan, 18-19 
Cleveland ....... Feb. 1-2 
Buffalo, N.Y. ....,Feb. 4-5 
ene .Feb. 8-9 
Hartford, Conn... .Feb. 11-12 
Cincinnati ...... .Feb. 25-26 
Columbus, O. ....Mar. 1-2 
Pittsburgh ...... .Mar. 4-5 
Harrisburg, Pa... .Mar. 8-9 
Philadelphia .... .Mar. 11-12 
Raleigh, N.C..... .Mar. 15-16 
Birmingham, Ala. .Mar. 19-20 
Milwaukee ..... .Mar. 29-30 
Minneapolis ..... .Apr. 1-2 
Portland, Ore.....Apr. 8-9 
San Francisco... . Apr. 12-13 
Los Angeles ..... .Apr. 16-17 
Denver, Colo. ... .Apr. 22-23 




















FAIR PROFIT: Joe Bundas figures a 
fair profit into each new job; doesn’t 
try to underbid competition. 


New installations in 
Cleveland like those 
elsewhere are highly 
competitive, says Joe 
Bundas. But getting 

a fair price for your 
work, he believes, is 
just common sense .. . 
Here's how he does it 
on 500 homes a year! 


ONE MAN WHO HAS BEAT the 
growing price squeeze in new 
home installation work is Cleve- 
land contractor Joseph Bundas. 
Here’s his simple program: 

1. Build a reputation for qual- 
ity. 

2. Don’t bid too low. 

3. Trade up after you’ve won 
the job. 

Without trying to underbid 
competition, this method has 
been bringing the Bundas 
Plumbing & Heating Co. about 
500 new home jobs a year. These 
jobs account for a substantial and 
profitable part of the firm’s $700,- 
000 annual volume. 

Bundas doesn’t go after proj- 
ects or multiple housing. Most 
of his jobs are individual homes 
which builders are putting up for 
specific owners. 

“When a man builds a new 
home for his family,” Bundas 
says, “the $25,000 or $40,000 he 
invests may be the better part of 
his life savings. He watches the 
expenses carefully, but his main 
thought is to have everything in 
that home perfect, because he’s 
saved for it so many years. 
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“That’s the key to profit. That’s 
why a name for quality and de- 
pendability will get jobs without 
a low bid, and that’s what makes 
it easy to add to the sale after 
you have the contract.” 

Bundas feels that a good repu- 
tation is the basis of success in 
any branch of plumbing and 
heating. In new homes, he says, 
good reputation comes from use 
of proper quality materials, do- 
ing work on schedule, cooperat- 
ing with other contractors, and 
careful, unhurried installation 
work. There’s no cutting corners 
with sub-par materials or quick, 
slipshod workmanship. 


How Name Is Earned 

“The kind of name you get by 
doing a neat job can’t be bought 
with advertising,’ Bundas says, 
“and yet it’s better. Those rec- 
ommendations are especially ef- 
fective in new homes, where one 
builder tells another. Where in- 
dividual jobs for specific owners 
are concerned, a good reputation 
will get more jobs than low bid- 
ding. 

“Getting a fair price for your 
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work is just plain common 
sense,” Bundas adds. “If you try 
to beat competition, you'll find 
yourself making bids that are so 
low they don’t allow for a profit. 
Soon you'll be out of business. 


It Keeps Him Busy 

“We forget competition, figure 
a fair profit on every job and 
concentrate on proper handling 
of the ones we get. You would 
be surprised how busy we keep. 
Quite a few builders work with 
us regularly, and take competi- 
tive bids just to check before giv- 
ing us the job.” 

To many plumbing firms, the 
awarding of a contract is the go- 
ahead to start scheduling per- 
sonnel and equipment for the in- 
stallation. To some, it is a signal 
to re-examine the blueprints to 
see where a few corners can be 
cut. To Bundas, it is the cue to 
get the owner of the home into 
the showroom for some trading 
up on fixtures and appliances. 

In most cases, Bundas gets the 


homeowner’s name from the 
builder and phones the man to 
invite him in “just to show you 
some of the things we’re going to 
put into your house.”’ Often, the 
builder suggests this visit to the 
owner even before Bundas calls. 
“The fact that we have a nice 
place encourages builders to send 
the owners down,” Bundas points 
out. “Once they are here, the 
displays make our job easy. 
The Bundas showroom at 
16211 Lorain Ave. is among the 
outstanding contractor show- 
rooms in the country. Its wide 
frontage on a busy traffic artery 
is almost all glass, affording a 
clear view of 3,000 sq ft of regu- 


larly changed displays (p. 172). 
How Bundas Trades Up 


Either Bundas or one of his 
two full-time inside men does 
this low-pressure selling job. 
After greeting the homeowner, 
the salesman gets the job spe- 
cifications from the file. Then the 
two begin a tour of the show- 


Get the contract, says Bundas, then trade up... 
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The Bundas Formula: 


Build a reputation 
for quality 


2 Don’t bid too low... 


Trade up after you've 
won the job... 


room, with the salesman showing 
the customer just what the build- 
er has specified for his home. 

They go over the fixtures and 
appliances one by one. In each 
case the salesman presents the 
features of the specified item 
honestly, then points out how 
some addition or change might be 
an improvement, 

“We don’t try to sell something 
whether or not the man needs 
it,” Bundas explains. “We really 
advise him on worthwhile im- 
provements. Builders usually 
specify the minimum acceptable 
standard in size, quality or ap- 


FIRST STOP: After he 
_gets the new home con- 
tract, Bundas takes his 
customer on a trading- 
up tour of the store. First 
stop (left) is the water 
heater display, where 
the new home buyer 
frequently switches to a 
larger, better quality 
heater than the one 
specified for his home. 
Other areas of the show- 
room — model kitchens, 
baths, etc. — are then 
visited (next page) and 
the trading-up process 
continues. In all, plus 
sales to new home buy- 
ers who make this visit 
run from $50 to $500, 
sometimes higher. 


- continued 















SECOND STOP in the trading-up tour of Bundas’ store 
is at one of the model bathroom displays. Most common 
switch in fixtures, says Bundas, is from white to color. 





FOURTH STOP: Trading-up in the kitchen usually in- 
volves the sale of “extras” like a food waste disposer. 


(Continued from preceding pages) 
pearance. Most homeowners 
thank us for showing them the 
better materials that would be 
more in keeping with their 
homes.” 

Trading up to a better quality 
on items already specified is 
easier than adding others, Bun- 
das says, but neither should be 
neglected. 

The first change made by many 
customers is a change from white 
to color in bathroom fixtures. 
Along with this, they usually se- 


INFORMATION 


lect fixtures and faucets of a 
more elaborate design. Another 
suggestion frequently accepted 
with enthusiasm is the change 
from a shower curtain to shower 
door. Often a lavatory room or 
second bathroom has been plan- 
ned to a very minimum standard, 
and here the changes are made 
gladly. Customers order better 
designs, additional fixtures and, 
in some cases, complete extra 
bathrooms. 

Next stop is the kitchen, and 
here is where the salesman’s 
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THIRD STOP is at any one of the many miscellaneous 
displays. Here, the housewife is shown selecting better 
quality bathroom trim than the type originally specified. 


BAR: 
‘turers’ literature is a big aid to selling, Bundas reports. 
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This display table for manufac- 


careful avoidance of high-pres- 
sure selling often pays off in the 
addition of a major item. Bundas 
handles everything that goes into 
the kitchen—sink, cabinets, dis- 
poser, dishwasher, appliances— 
but specifications usually include 
only a sink. 

“The customer realizes that 
we’ve been straightforward with 
him,” Bundas says, “and he’s 
really pleased with the improve- 
ments already decided on. Those 
things, plus the good words the 

(Concluded on page 172) 
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Take a good look at the two photographs below. Then 
visualize this same installation made with threaded fittings 
and think of the time that would have been consumed run- 
ning these lines. No wonder more and more copper tube 
is being used for air conditioning, water and waste lines. 

You don’t have to worry about wrench room in the 
tight corners, solder joints are made much faster, present 
a much cleaner appearance. And you need never worry 
about replacing copper tube due to rust, for copper can’t 
rust. There is no loss of flow or pressure, no allowance 
in pipe size need be made for rust accumulation with 
Revere Copper Water Tube. There are fewer fittings, too, 
on the long runs, as Revere Copper Water Tube comes 
in straight lengths of 20' in hard and soft tempers and 
60' coils in soft temper. It’s easy to bend, too. 


















ANOTHER CASE OF 






WHERE IT COUNTS 








Keep out of trouble, protect your reputation for quality 

——— work, with copper. Use Revere Copper for air cousilen 

ing lines, radiant panel heating, hot and cold water lines, 

YPE 7 underground service lines, waste stack and vent lines, 

4 800 FEET OF T processing lines. See the Revere Distributor nearest you 
’ WATER TUBE, today. And, if you have a technical problem, he will put 


you in touch with Revere’s Technical Advisory Service. 


REVERE COPPER WATER TU! 
IN SIZES FROM 1" TO 6 


USED IN AIR REVERE 


TEM OF 
CONDITIONING SYS d COPPER AND BRASS INCORPORATED 
U. Ss. Fidelity an Founded by Paul Revere in 1801 


230 Park Avenue, New York 17, N. Y. 
Guaranty Company Bldg. 
Baltimore, Md. 


Mills: Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Mich.; 
Los Angeles and Riverside, Calif.; New Bedford, Mass.; Rome, N.Y. 
Sales- Offices in Principal Cities, Distributors Everywhere. 


SEE “MEET THE PRESS’ ON NBC TELEVISION, SUNDAYS 























(Below) 
FRONT VIEW of air conditioning system show- 
ing the neat-appearing, non-rusting Revere 
Copper Water Tube. Photo shows system 
before it was put into operation and before 
cold water lines were insulated. 


(Above) 


REAR VIEW of system which air conditions 
the entire building of 9 floors, and has a 
capacity of 150 tons. Cooling tower is located 
on roof. System was completely installed by 
H. E. CROOK COMPANY, INC., Plumbing, 
Heating, Electrical and Air Conditioning Con- 
tractor. Tube was supplied by Revere Dist., 
J. T. ROBERTS & BROTHER, INC., both of 
Baltimore. 











Questions and Answers 


(Continued from page 28) 


Electrolytic Action in Plumbing 
To the Editor: 


Our water here is very corrosive 
because of a high free CO, con- 
tent, low (5.7) PH value, and low 
hardness and salinity. Under this 
condition is it permissable to use 
brass fittings with galvanized 
wrought iron in a system? 


Delaware J.J. M. 


To the Reader: 

Many authorities in the industry 
recommend that dissimilar metals 
should not be used in water lines, 
although in recent years some 
manufacturers have developed in- 
sulated couplings for this purpose. 

The reason is that electrolytic 
action results when two dissimilar 
metals are in contact with each 
other. The fact that your water is 
so highly corrosive increases the 
danger of electrolytic action. 

As a general practice, therefore, 
it is best (1) to use insulated 
couplings or (2) to use the same 
metal throughout the water lines. 


Steam Return Leaks 

We have a job in which there is 
a leak on the steam return under- 
neath the concrete floor. The floor 
is covered with rubber tile. Our 
problem is to find the leak without 
breaking up the floor. 


New York J. D. P. 


To the Reader: 

If one end of the pipe could be 
plugged and city water pressure 
put on the other end, the leaking 
water should work its way up 
through the floor and the tile to 
indicate where the leak might be. 
If this does not work, you might 
try the method involving use of 
radioactive isotopes in the water 
lines (December, 1951, p. 90.) 

Readers desiring further infor- 
mation on this method can obtain it 
by writing to the technical editor. 





Sweating Windows 
To the Editor: 

I have a heating job in a brick 
veneered home insulated with rock 
wool insulation. The heating sys- 
tem is hot water, oil-fired with 
baseboard radiation, which runs 
under all windows, including a 
thermopane picture window. The 
other windows in the home sweat 





vented in two ways: by reducing 
the amount of moisture in the room 
air or by increasing the surface 
temperature of the glass. 

A dehumidifier is an excellent 
device for reducing moisture in the 
room. Another solution would be 
to add storm windows which would 
provide an inside surface tempera- 
ture of from 10 to 25 degrees high- 


while the picture window does not. +r than a single pane of glass 
Is there any remedy? would. This slight difference in 
Pennsylvania A.R.A._ the surface temperature is usually 
enough to prevent moisture in the 


To the Reader: yoom air from condensing on the 


Sweating windows can be pre- glass. END 


Readers Comment on Plumbing Problem... 
EDITOR’S NOTE: In the October issue (p. 26), Domestic ENGINEERING 


reproduced a letter and diagram from a Florida reader, describing a 
plumbing installation which had been criticized by the local inspector. 
Readers were invited to comment on the installation, and $5.00 was of- 
fered for each letter of comment published. The first replies appeared 
in November, and because of the widespread interest shown in the in- 
stallation, additional comments are presented this month. The diagram 
is shown below. 

According to the inspector, the side outlet tee should be under the 
stack instead of the water closet. The reader says he has been installing 
it the other way for years, because it gives the closet a more direct 
flush by dropping straight into the lower sweep. The.inspector also takes 
exception to the long slope on the lavatory arm. The local code allows 
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arms 5 ft long, and the reader claims that a 11% in. sink arm with a 1% 
in, slope in 5 ft would stop up more quickly than if a 3 in. slope were 
used, which is not permissible under the inspector’s ruling. Additional 
comments follow: 


To the Editor: should be as straight as possible to 
With reference to the diagram on the roof. The clean-out should be 

page 26 of the October issue, have at the base of the stack to allow 

never before seen this type of for proper cleaning. 

hook-up. Perhaps it is allowable In my opinion the inspector was 

in Florida, but it would not pass in- correct when suggesting a separate 

spection in my area. tee for the drain in the two-in. 
According to our code, the stack (Please turn to top of page 114) 
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ORDER AMERICAN SANITARY CON-X-ALL TODAY! 
COPYRIGHT 1954 











112 DOMESTIC ENGINEERING January, 1954 Janua 





'  Here’s the 


Bi 
TR 


about boilers 

















nuary, 1954 January, 1954 DOMESTIC ENGINEERING 113 











\ 
\ *You'll make more money selling boilers 


--> rated on nominal capacity to operate at ‘cruising speed” 


/ because you'll never have to “make good” a failure. 


/ 


reserve § plus 





guarantees dependability, higher efficiency, lower costs, longer 
life—because it means “‘cruising speed” operation. 


@ There's a lot of confusion in sizing boilers today because 
rating methods have not been brought into the open with a 
clear-cut definition. And that can cost you money because an 
inadequate boiler can mean a demand on you to make good. 
That's all changed with Kewanee Reserve Plus Rating. Here 
for the first time *'.cse truths are stated: Only nominal rated 


boilers with built-in reserve safely provide efficiency, low 





maintenance, dependability, longer life. Only nominal rated 


boilers safely provide for fluctuating loads, emergencies, Kewanee type ''C’’ boiler 
expansion with exclusive corrugated crown sheet 
P _— 16 sizes for oil, gas or stoker 


3650—42500 sq. ft. steam 
tops gee ‘ 5840—68000 sq. ft. water 
So when you sell or “bid” be sure you compare like examples 


\ —advocate boiler ratings based on nominal capacity and you'll 
\ never lose money because of making good a failure. 
j Follow the Kewanee Reserve Plus Rating Plan which is based 
/ on the commercial code of the Steel Boiler Institute. Kewanee 


Reserve Plus certifies 50% or more extra power for pick-up and 


additional capacity. Kewanee gives you complete data and di- 








mensions, so you Can realistically consider sizing requirements. — 
f er Cte ae hs M-800 series boiler 


You can count on KEWANEE engineering sah heteaediobe Mligoeee 
cotch Boiler constructed in 13 sizes 
for high pressure steam 39 to 304 
horse power and low pressure 15 Ib. 
KEWANEE-ROSS CORPORATION - KEWANEE, ILL. steam or 15 Ib. water, 
Division of American Radiator & Standard Sanitary Corporation 


Serving home and industry « American-Standard » American Blower » Church Seats & Wall Tile 
Detroit Controls » Kewanee Boilers « Ross Exchangers » Sunbeam Air Conditioners 

















Questions and Answers 


(Continued from page 110) 


branch. All fixtures should be 
properly vented except the highest 
one for which a stack takes the 
place of a vent. 

The horizontal branch of any 
one fixture should not be less 
than 11% in. in size to allow for 
proper drainage. A 1% in. P-trap 
is large enough for a lavatory sink. 

Enclosed are two diagrams 
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(shown above) illustrating meth- 
ods of installation in this area. 
Connecticut B. M. 
































To the Editor: 

I am enclosing my comments 
with a diagram on the plumbing 
hook-up regarding the question 
raised by the reader from Florida. 

The pitch of any drainage pipe 
is very important. Too much pitch 
increases the flow of waste to a 
point where it leaves the residue 
behind; too little pitch decreases 
the flow of waste to a point where 
there is not enough force to carry 
residue along with the flow. 

Too great a pitch with a long arm 


creates a syphon action—a long 
arm plus a short arm. In other 
words, a pitch of any drainage pipe 
depends on the length of the run 
and the size of the pipe. 

The flush of the closet would 
create a partial syphonage of the 
bath trap as the waste passes the 
4 by 4 by 2 in. side inlet tee. The 
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2 in. side inlet tee, therefore, 
should be of the T-Y type so that 
there will be less turbulence in the 
flow of the bath waste. 


Massachusetts G. H. K. 


To the Editor: 

First of all, the lavatory waste is 
arranged so the trap is actually a 
full S trap with no vent. The trap 
seal would syphon out permitting 
sewer gas to enter the room. 

In this city, once the stack is 
started, it has to be finished. By 
this I mean not allowing a dead 
end as is true in this case. The 


trap seal in the closet bowl will be 
syphoned because the vent is be- 
low it. The way the closet would 
flush it will also syphon the seal 
from the bath-trap. 

Connecticut J. M.S. 
To the Editor: 

In my opinion 3 in. would be 
sufficient for the house drain soil 
and vent lines. One and a half in. 
would also be the proper size for 
the waste branches. One-eighth to 
4 in. per foot fall is sufficient for 
the horizontal waste lines. 

Too much pitch in a horizontal 
waste line may cause the water 
seals of traps to be broken unless 
they are vented within two ft of 
the fixture. The 1% in. copper 
waste pipe for the lavatory should 
be replaced with 114 in. galvanized 


iron pipe. 
I am _ including my _ sketch 
(below). 
New York J. H. 
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Snow Melting Systems 
To the Editor: 

We would like to have some in- 
formation regarding a point not 
mentioned in any textbook. 

What happens if snow melting 
pipes are placed in a concrete 
ramp? Will melted snow run down 
to the unheated line at the street 
and there build up a ridge of ice? 

Canada WwW. B. 7. 


To the Reader: 

The sketch (below) shows snow 
melting pipes placed in a concrete 
ramp and indicates a gutter be- 
tween the ramp and the street. If 
this is pitched to one side and con- 
nected to the sewer, water should 
drain off without freezing. How- 
ever, if there is no provision for 
removing this water, a mound of 
ice will build up. END 

















The diagram shows a snow melting system installed in a concrete ramp and 
indicates a gutter between the street and the ramp. This illustrates the provi- 
sions that must be made for drainage to prevent ice from forming. 
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| 
This DATA may solve YOUR piping proble 
| y Piping Pp m 




























@ Here is the up-to-date story of 
Yoloy Continuous Weld Pipe—a re- 
markable low alloy steel whose 
nickel-copper content gives it unique 
ability to withstand corrosion, abra- 
sion and shock. These outstanding 
advantages combined with high 
strength, ductility and weldability 
make Yoloy Pipe an excellent selec- 
tion. 

Proved by 18 years of satisfactory 
performance, Yoloy is highly recom- 
mended by users in such service as 
radiant heating, snow melting, gas 
line gathering, brine lines and other 
industrial piping. 

This new folder presents the facts 
and figures on Yoloy’s physical and 
chemical properties, with data on 
sizes now available and other infor- 
mation you'll need to select Yoloy 
Continuous Weld Pipe to meet your 
special requirements. Write for a 
copy today. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY Se! 0! Yovsoriown 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 
LD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
BULAR PRODUCTS - CONDUIT RODS SHEETS - PLATES BARS - RAILROAD TRACK SPIKES 
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TREMENDOUS NATIONWID 
FLECTRONIC MODUFLO 

















This advertisement will appear in Life magazine, January 11th. It 
features a house built by Albert Balch, Seattle builder. Other ads 
during the year will feature houses built by other leading builders. 





















uary, 1954 4 January, 1954 DOMESTIC ENGINEERING 117 


7. rOR 








Powerful program for 1954 


Beginning this month, over 9,000,000 readers of Life, American Home 
and Living for Young Homemakers will be reading 
about Electronic Moduflow. 

And a lot of them will be wanting it in their homes. So find out 
about Honeywell Electronic Moduflow and che great new 
selling opportunity it offers you. 

For complete information about Electronic Moduflow, call your local 
Honeywell office, or write to Honeywell, Dept. DE-1-05, 
Minneapolis 8, Minnesota. 


Never Before Such An Exciting Boost To Heating Comfort 


The public's interest in heating comfort will grow, when helped 
along by ads like the one you see reproduced here. 


Such ads will boost the demand for 
Electronic Moduflow~and will make control installation 


profits easier for you to realize. 
Honeywell 
Fit we Coutiols 
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Progress Report: 





“BG Strategy Meeting 


Officials of the Glendale-Bur- 
bank association are shown as 
they met with a manufacturer 
to discuss coverage for appli- 
ances under their Fixture Re- 
placement Guarantee plan. 
Pictured, left to right, are 
James Harris, vice president 
of the association; Glenn Carl- 
son, president; Fred Turck, 
business manager, and Ed Cra- 
ven, representative for Given 
Manufacturing Company. 


Three years of fixture replacement insurance in Southern 
California...an interview with its sponsors! 


IN THE PAST FEW MONTHS, in- 
terest in insurance plans for de- 
fective fixture replacement has 
been sweeping across the coun- 
try. One such plan, proposed by 
the Plumbing Contractors Assn. 
of Chicago, was described in de- 
tail in the October issue (p. 80). 
The Chicago plan is just now get- 
ting into actual operation. 

In order to keep its readers 
abreast of latest developments, 
Domestic ENGINEERING will con- 
tinue to publish progress reports 
of the various plans being pro- 
posed, or in operation, in differ- 
ent parts of the country. 

For this article, a Domestic 
ENGINEERING reporter sat down 
with Fred Turck, business man- 
ager for the Associated Plumbing 
Contractors of Glendale-Bur- 
bank, Callif.. to find out just what 
contractors in that area think 
about their plan. 

Briefly, insurance plans for de- 
fective fixture replacement are 
designed to reimburse contrac- 





tors for the labor charges incur- 
red when they replace defective 
fixtures. 

The Glendale-Burbank plan 
has been in operation for some 
time, and Mr. Turck’s answers to 
the questions given below will be 


Schedule of Payments: 


of interest and help to other 
groups now considering such 
plans. The questions and answers 
follow: 


Q. Mr. Turck, we’ve been hear- 
ing a lot lately about defective fix- 
ture insurance plans and how they 


Pence mente Get Oe Wile... oii sec cce cs vccscccsccrceve $75.00 
COE RAED TOE TN Uno nia ici ce ceticccccccaveas’s 50.00 
Recessed Bathtub Plastered in......................00000- 50.00 
Comer Bathtub Plastered im...............ccccccccccecces 35.00 
Not rr nS ork cha ait Guy his aig dss Sune ended 12.00 
Pedestal Lavatory or Lavatory on Legs.................... 12.00 
IE NN ois wivse.e'eid aio. ka pars nara Glbicia sv bis o deaere 9.00 
eo os clos wbddle boss ba diva cbs.datobawdeario’ 9.00 
IS 5 cise ios da asssbWib ave os so oaadie.s'sloabblowes 8.00 
eR NE 55 os 5 05 oo ss vg os DER AO Sake Fs pee eae 32.00 
a ee ee ne ee ee 8.00 
NS oe Piles c, Sisco Fs ances sods ed 6a 4a Rawk eu 8.00 
RN PIE OUI, REN © UI 550g ina vss tw dc esd os o'e's cesar e oin8'o 32.00 
Wall Hung Combination Sink & Drain Board (1 piece)..... 16.00 
eee NS MIDORI GIN 5 .n 63 oh vin b.s:s-ob ss secwsesbeawsens 8.00 
Laundry Trays—Each Section..................cccccecccces 7.00 


(The above to be considered a maximum and not a fixed fee.) 
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are financed—by direct fees paid 
by contractors, by stamps applied 
to fixtures, and by various types 
of manufacturer and jobber con- 
tributions. Your financing method 
is quite different, is that correct? 


A. Yes, it is. At the outset, we 
considered many financing meth- 
ods. We had little past experience 
to guide us, but we talked to sev- 
eral insurance companies and re- 
ceived estimates of the cost of 
such insurance, ranging from 15 
to 20 cents per fixture. We also 
considered the possibility of man- 
ufacturer and jobber contribu- 
tions to the cost of the insurance. 


Q. What method did you finally 
decide upon? 


A. Certainly a rather unique 
plan. We decided that initially 
—for a one-year trial period, 
anyway—the association, itself, 
would stand the cost of the re- 
placement guarantee as a regular 
service to its members with no 
additional fees or costs whatso- 
ever. 


Q. In other words, every one of 
your members was immediately 
covered by the replacement guar- 
antee at no cost to them. 


A. That’s exactly right. Every 
one of our 45 member-contrac- 
tors became automatically cov- 
ered. At the outset, we withdrew 
$1000 from our general funds and 
deposited it in a separate fund to 
cover the costs of the insurance 
plan. 


Q. You said that was for a one- 
year trial period. How has the plan 
worked out? 


A. Well, the trial period proved 
so successful that we have since 
continued the same financing 
method, and the costs have been 
much lower than we anticipated. 
Surprisingly enough, the first 10 
months cost us only $17! Since 
then, the costs of the plan have 
risen, of course, but they are still 
far below our original estimates. 
To be exact, our total payments 
under the plan in 1952 amounted 
to $132.65. During the first 11 


Fixture Replacement Guarantee: 





a 


amount be paid than that so stated 


Recessed Bothtub Set in Tile 
Corner Bothtub Set in Tile 
Recessed Bathtub Plastered in 
Corner Bethtub Plastered in 


Wesh Sinks 


Well Hung Levetory 
Closet Combinetion 
Closet Bow! or Tonk 
Stoll Type Urine! 
Well Hung Urine! 
Service Sink 


Kitchen Sink Set in Tile 


_Wall Hung One-Piece Sink 


Leundry Treys — Each Section 


BURBANK, AM IN GOOD STANDING 





OF CALIFORNIA 





Cy GLENDALE-BURBANK ASSOCIATION 
ie 
N 
TO BE USED BY MEMBER ONLY 
City Dote 
Job Address 
Owner or Contractor 
Member Plumbing Contractor 
This agreement is for the purpose of furnishing a fund to assist the plumbing contractor and or the 
owner of o defective plumbing fixture if the said fixture shall become defective within one yeor after its 
installation and providing the said fixture will be in itself furnished by the maker or the wholesaler who 
originally supplied same 
In no case will this fund be extended to cover any part of the labor or the material to reploce a 
damaged fixture nor will it cover any fixture not installed 
It is further agreed that should any contingence arise whereby the original plumbing contractor 


or shall become unable to carry out the conditions of this agreement then the above named association 
shall act as his agent and perform all the duty in his steod 
The schedule on the reverse side of this agreement is the maximum and in no case will a greater 


THE FIXTURES LISTED BELOW ARE THE ONLY ONES COVERED BY THIS AGREEMENT. 


Pedestal Levetory or Levetory on Legs 


Well Hung Combinetion Sink & Droin Boord (1! piece! 


The above fixture or fixtures must have been sold by the undersigned 
|, the undersigned member of the ASSOCIATED PLUMBING CONTRACTORS OF GLENDALE AND 








Customers who receive a copy of the Fixture Replacement Guarantee 
reproduced above know they can “buy with confidence” since their 
plumbing contractor stands behind the fixtures he installs. The guarantee 
started out as necessary “paper work” for the insurance plan. Contractors 
soon recognized it as a goodwill builder and an invaluable public rela- 
tions tool. The plan has been expanded to include appliances. 


months of 1953, the plan cost us 
$265.50. Incidentally, it had been 
our idea to finance the defective 
fixture insurance out of the pro- 
ceeds of our annual roster, which 
carries a small amount of adver- 
tising from manufacturers and 
jobbers in our vicinity. Well, the 
payments arising out of the in- 
surance plan have been so mod- 
est that the original $1000 we 
placed in the insurance fund has 
now grown to $3000, so that we 
have a relatively safe margin of 
security in the event of an un- 
usual run of defective fixtures. 


Q. Under your plan, have you set 
119 





maximum payments for various 
types of fixtures? 


A. Yes, we have maximum pay- 
ments ranging from $75 for a re- 
cessed bathtub set in tile to $7 for 
a single section of laundry tray. 
However, in only one case have 
we ever had a contractor’s bill 
exceeding the maximum—that 
was $32.50 for a kitchen sink re- 
placement, against our maximum 
of $32.00. It was so close, we went 
ahead and paid the extra 50 
cents. 


Q. To give us more detail on typi- 
cal payments, could you break 
down for us your 1953 payments— 





+ + + continued 








FIXTURE REPLACEMENT INSURANCE ... . continued 


through December 1, that is? 


A. Yes, indeed. During the first 
11 months of 1953 we made eight 
separate replacement payments 
under the plan. Here are the fig- 
ures: one bathtub (that had been 
uncrated and set in place, but not 
finally installed) , $9.00; one sink, 
$16.00; two sinks, $38.00; one 
sink, $32.50; one bathtub, $50.00; 
one bathtub, $20.00; one sink, 
$20.00; and 10 water closets 
(each of which had an identical 


trap defect) , $80.00. 


Q. Will you tell us exactly how a 
contractor establishes a defective 
fixture replacement claim—is there 
much paper work involved? 


A. No, there’s not much paper 
work—any more. That’s one im- 
portant thing we feel that we’ve 
learned about this kind of insur- 
ance. At the outset, we required 
each member contractor to ex- 
ecute our “Fixture Replacement 
Guarantee” in triplicate, one copy 
to be delivered to the customer, 
one copy to be forwarded to as- 
sociation headquarters, and one 
copy to be retained in the con- 
tractor’s files. But in 1952, on the 
motion of the membership, we 
abandoned almost all paper 
work, and now, to establish a 
claim, a contractor merely sends 
us (1) his bill covering the cost 
of replacement, plus (2) the 
manufacturer’s or supplier’s cer- 
tificate that the fixture is being 
replaced. It is no longer neces- 
sary to send us a guarantee form 
on each job. 


Q. Well, then, how do you check 
on the validity of a claim? 


A. The answer, simply, is that 
we have never yet had a claim 
that was excessive or out of line. 
Every one of our members re- 
gards this plan as one of his most 
excellent tools of good customer 
relations, and none of them, I can 
assure you, has ever wanted to 
jeopardize the plan. In fact, in 
only one case have we ever had a 
dispute over whether a fixture 
was defective or had been dam- 
aged—as the manufacturer 
claimed. I investigated that case 


as the association’s representa- 
tive, decided myself that the 
fixture was, indeed, defective. 
When I called the manufacturer 
and told him of our plan, he an- 
swered me in one sentence, “If 
you're willing to pay the replace- 
ment costs, we'll be glad to re- 
place the fixture.” 


Q. After you, as business manager, 
have approved a_ replacement 
claim, are there any further steps 
before the contractor is reimbursed? 


A. Yes, reimbursement claims 
are regularly submitted, exactly 
like other bills against the asso- 
ciation, at our regular member- 
ship meetings, and they are for- 
mally approved by the entire 
membership present. 


Q. Do you have a time limit on the 
filing of replacement claims? 


A. Yes, in accordance with most 
manufacturers’ guarantees, we 
confine our coverage to one year 
from the date of installation, and, 
incidentally, the manufacturer’s 
certificate, which the contractor 
submits to us, must indicate the 
original installation date. 


Q. Now that you no longer require 
contractors to fill out “Fixture Re- 
placement Guarantees,” are those 
forms still used at all? 


A. Very definitely. Most of our 
members make it a practice to 
present customers and prospects 
with a guarantee form as an im- 
portant sales tool, even though 
they are not required to send 
copies to headquarters. And we 
constantly encourage all mem- 
bers to utilize the guarantee 
form, for we know that prospects 
are favorably impressed by this 
added insurance against the pos- 
sibility of defective fixtures. 


Q. In addition to the straight cash 
reimbursements to your contrac- 
tors, can you tell us what other 
benefits you feel you have gained 
from the insurance plan? 


A. In the first place, our contrac- 
tors are enthusiastically behind 
the plan and give it a great deal 
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of word-of-mouth publicity 
which, of course, is passed along 
by satisfied customers. In addi- 
tion, the plan has received a con- 
siderable amount of favorable 
local newspaper publicity under 
such headlines as “Plumbers’ In- 
surance Plan Draws Attention.” 
More recently, manufacturers 
and suppliers have been calling 
the public’s attention to the fix- 
ture replacement plan in promi- 
nent newspaper advertising. 


Q. A good many contractors are 
curious about the legal aspects of 
the insurance plan. Will you tell us 
what you have determined about 
your plan? 


A. Well, of course, we had an at- 
torney’s opinion—to the effect 
that our plan complied abso- 
lutely with all state laws and reg- 
ulations. Later, the plan was sub- 
mitted to the California state in- 
surance commissioner who ruled 
that the plan did not come under 
the regulations of the insurance 
laws, and that further estab- 
lished its legality. 


Q. Will you tell us what questions 
are most commonly asked, and 
what suggestions you usually offer 
to associations planning to adopt 
such a plan? 


A. We have had a mounting 
stream of correspondence about 
our plan, and most of the letters 
ask for a copy of our guarantee, 
plus an explanation of the financ- 
ing arrangement, which I have 
already outlined. We generally 
recommend that such plans be 
kept simple, understandable— 
and on the honor system. Any 
such plan can only be as good as 
the integrity of its members, no 
matter how hard you try to wrap 
it up in legal qualifications. 

Our plan is spelled out in four 
short and simple sentences. Any- 
one can understand it, without 
the help of a lawyer! 


Q. And, undoubtedly, you do urge 
other associations to adopt such a 
plan? 

A. Yes, we certainly do, for we 
feel that any association can 
operate such a plan with com- 
plete success. END 
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The preferred kitchen 
for the quality home 


TOPS IN QUALITY. It is easy to see and feel the excellent 
quality built into these fine steel cabinets. Every part of 
every cabinet is formed over dies and Bonderized before two 
coats of chip-proof enamel are applied. Door and drawer 
fronts are painted both inside and out. Wire shelves are 
adjustable. Even the drawer fronts are removable. 


MOST EXTENSIVE LINE OF CABINET SIZES. GENEVA offers 
the most extensive variety of stock size wall and base cabi- 
nets in the industry. This permits beautifully tailoring a 
GENEVA kitchen to any room dimension without loss of 
time or materials and at prices competitive with conven- 
tional kitchens. 


SPECIAL FEATURE CABINETS. The exclusive “Merry-Go- 
Round” corner base cabinet . . .“Pop-Up” mixer cabinet 
. .. peninsula and quarter round cabinets are only a few 
of the special feature cabinets available. 


A COMPLETE LINE OF ACCESSORIES. Women today are 
vitally interested in these time and step saving accessories | 
of the modern kitchen. In a GENEVA kitchen she has the 
most extensive array to choose from. 


SINKS IN STAINLESS STEEL, PORCELAIN OR CUSTOM TOPS. 
GENEVA sinks are available in beautiful HEIRLOOM 
stainless steel . .. porcelain . . . plastic, linoleum or vinyl 
tops. A complete range of sizes in single or double bowl 
from 36” to 96” widths. 


OTHER SPECIAL CABINETS. Built-in cooking equipment is 
revolutionizing kitchen design and planning. GENEVA has 
designed special cabinets to accommodate the units of the 
leading manufacturers of this type equipment. 


COUNTER TOPS. Many architects and builders prefer order- 
ing their custom counter tops direct from the cabinet man- 
ufacturer. GENEVA is equipped to furnish counter tops in 
any size or shape, i.e., angles, free form, cutouts, inside and 
outside radii, etc. 

COMPLETE COOPERATION. Builders and architects appre- | 
ciate the close cooperation they receive from their GENEVA | 
representative in planning as well as with actual installa- | 
tion. These men are thoroughly trained and fully experi- 
enced in all phases of the kitchen business and are available 
to you for consultation without cost or obligation. | 


} 


NATIONALLY ADVERTISED. Consistent advertising in such 
leading magazines as BETTER HOMES AND GARDENS, | 
AMERICAN HOME, HOUSE BEAUTIFUL plus many 
more, has built consumer preference for GENEVA beauty | 
and fine quality. 


“CABINETS OF STEEL FOR LASTING APPEAL” 


GeneV 


; soe a | 
KITCHENS Jf 


------ 


GENEVA MODERN KITCHENS, Dept. DE-1-54 
Geneva, Illinois 


Please send me complete information on GENEVA kitchens. 
My business is 

NAME____ 

ADDRESS. 
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G-E STACK SWITCH is quickly installed with adjustable 


stack-mounting flange, ample wiring room. Lightweight con- 
struction reduces strain on stack. 
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: THERMOSTAT special subbase makes mounting easier. New 


mfort dial gives user control over heating cycle. 





G-E FAN AND LIMIT CCNTROL mounts at any angle, includes 


summer switch. Steam or hot water unit switches also available. 


These 3 Basic G-E Controls 
andle Any Warm-air System 


General Electric basic package of new oil-burner con- 

speeds installation, saves you costly service calls 

wause no leveling is needed. Here are all the necessary 
hponents for a complete warm-air control system: 


MASTER CONTROL with helix for regular stack 
unting. Use it with any oil burner. No leveling, no 
Hustments, no call-backs. Just install it and forget it! 


THERMOSTAT designed and built for long-time 
i omer-satisfaction. Easy to mount, easy to wire, easy to 
ust. With the G-E Thermostat you get far less nuisiance 
Mmplaints . . . less profit-eating call-backs. 
FAN AND LIMIT CONTROL for warm-air furnaces 
ns quick, easy installation, all-angle mounting, depend- 
He operation. No leveling needed. Mechanical interlock 
bvents cycling on limit switch without fan operation. 


YOU CAN HANDLE any normal warm-air oil-burner 
installation with this package of G-E oil-burner controls. 
And if you’re installing a hot water or steam system, the 
proper G-E limit switch is also available. Each G-E oil- 
burner control is designed for quick, easy installation. 
Once it’s installed, you can count on dependable operation. 
You'll never have to make a call-back to level or adjust 
because there are no mercury switches used and each 
control is preadjusted at the factory. 

FOR COMPLETE INFORMATION about G-E oil-burner 
controls, contact your nearby G-E Apparatus Sales Office 
today. Or write for bulletin GED-1837. Address Section 
740-27, General Electric Company, Schenectady 5, N. Y. 


Watch for the General Electric Oil-burner Control Service 
School in your area! 


GENERAL @@ ELECTRIC 
































WEBB & KNAPP, INC. 
I. M. PEI., director, 
architecture & planning department 


KAHN & JACOBS, G. MERIDITH MUSICK 
associated architects 


JAROS, BAUM & BOLLES 
consulting engineers 


GEORGE A. FULLER COMPANY 
general contractor 


CRABB PLUMBING & HEATING CO. 
plumbing contractor 


GRINNELL COMPANY 
plumbing wholesaler 


e Genius has scored another win by giving Denver 
its new MILE HIGH CENTER—an outstanding archi- 
tectural achievement of significant benefit to 
owners and occupants, and also a stimulant to 
citizenry pride. The sloping site of the “Center” 
is dominated by a 23-story office tower surrounded 
by a plaza which extends beneath it. Bordering 
the plaza on one side is a bank building. On the 
higher street level is a new airline downtown 
office and below it a restaurant facing the plaza. 
The all-glass curtain wall of the impressive office 


sahil saunas Sheek VALVES 


are sold than all other makes combined 





Plaza opens up site area to give the three buildings 
greater ground floor income values 


DENVER SALUTES “MILE fill CENTER™ 


SLOAN VALVE COMPANY * CHICAGO « ILLINOIS—— 


tower is interrupted only by gray cast-aluminum 
covering the structural columns and beams, and 
the off-white porcelain enamel horizontals and 
verticals which encase the heating and cooling 
system. All windows are fixed and will be washed 
from a traveling platform which runs up and 
down the face of the structure. sLOAN Flush 
vaLvEs, famous for efficiency, durability and 
economy, were selected for installation through- 
out Mile High Center—more evidence of prefer- 
ence that explains why... 














Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the Act-O-Matic—the 
better shower head for better bathing. 
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Shopping with D. E. 


(Continued from page 64) 
storerooms and warehouses. The 
corrugated cardboard carton has 
the size, length and type of tube 
printed on the four edges and regu- 





lar identification on the face and 
back. The center of the carton (the 
Coil-Pak) is cut and folded through 
to the back to form a handy carry- 
ing grip. 

Manufacturer: Triangle Conduit 
& Cable Co., New Brunswick, N. J. 


Submersible Pump 

A new submersible pump for use 
in low pressure, high volume water 
systems has been introduced by 
Gelber. The unit is pre-lubricated 
and sealed. The pump has a 17% ft 
lift. Three models are designed to 
handle 180, 350 and 475 gph. The 
unit can be used in coolers, con- 





densate removers, sump pumps, 
milk coolers, oil coolant pumps and 
similar operations where pressure 
is low. 

Manufacturer: Samuel S. Gelber 
Co., 162 N. Clinton St., Chicago 6. 


Baseboard Diffuser Damper 
A new damper for its baseboard 
perimeter diffusers has been an- 





nounced by Air Control. The 
damper permits the system to be 
air balanced at the diffuser face. 


Spring-loaded valves prevent the 
damper from closing accidently to 
protect the system from damage 
from overheating. Valves are con- 
trolled by a chain that is held in 
place by a lock disc attached to the 
front of the diffuser. A balancing 
bell provides for stopping the 
damper in any position. The unit is 
available in sizes to fit 24% by 12 or 
2% by 14 in. openings. 
Manufacturer: Air Control Pro- 
ducts, Inc., Coopersville, Mich. 


Convertible Well Pump 

A new ejector pump for shallow 
wells that can be converted to deep 
well use has been introduced by 
Dorward. The unit is self priming 





for lifts up to 25 ft, with capacities 
up to 1,000 gph. Available sizes 
are ¥% and 1 hp. The pump can be 
installed at the well or offset from 
the well. Conversion can be made 
in minutes. The unit has a floating 
capsule shaft seal with a renewable 
hard alloy shaft sleeve designed to 
withstand damage from sand or 
grit. The impeller is screwed di- 
rectly onto the motor shaft to avoid 
misalignment. The unit can be used 
as a water system or as a pump. 

Manufacturer: Dorward Pump 
Co., 210 Mission St., San Francisco. 


Air Conditioner 

A new self contained air condi- 
tioner for commercial installations 
also can be used for heating. The 
unit features an aluminum finned 
cooling coil with copper tubes ex- 
panded into the fins for maximum 





bonding. Twin centrifugal blowers 
are balanced and oversized to pro- 
vide quiet operation. For heating, 
the unit can be fitted with a heat- 
ing coil and connected to a boiler. 

Dimensions of the nine models 
range from 77% to 205% in. long, 
32 to 60 in. wide and 60 to 100 in. 
high. Capacities range from 2 to 
50 hp. 

Manufacturer: Union Asbestos 
and Rubber Co., 332 S. Michigan 
Ave., Chicago 4. 


Dehumidifier 
A new dehumidifier for controlled 
small premises has been introduced 





by Bryant. The unit uses absorption 

to dry air and will reduce relative 

humidity from as high as 90 to 8 
(Please turn to top of page 130) 





Duct Unit Heater Provides Heating or Cooling 


A new gas-fired duct unit heater 
for use where air is circulated by 
an independently located blower 
has been announced by U. S. Air 
Conditioning. The unit can be used 
for heating or cooling. It has a rec- 
tangular duct flange for connection 
to inlet and outlet ducts. The bur- 
ner draws its own air and is not 
affected by fan speed variation. 
Controls can be wired to operate 
simultaneously with the blower 
motor or to be controlled by a ther- 
mostat in the discharge side of the 
ductwork. 

Manufacturer: United States Air 
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Conditioning Corp., 3300 Como Ave. 
S.E., Minneapolis 14. 
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d GUARANTEED 


' Here’s an exclusive guarantee of septic tank 
durability that will convince more customers—bring 
you more sales than ever before... 


San-Equip Master Tanks are guaranteed 
against failure due to corrosion or struc- 
tural failure for 20 years after date of 
installation! 


Master Tanks are built of 14-gauge steel with all 
seams electrically welded. Then they are dipped in 
hot mineral asphalt to provide a heavy, corrosion- 
resistant coating inside and out. To this is added an 
extra coating of a special bituminous emulsion to pro- 
tect all inside surfaces exposed to the corrosive action 
of sewage acids. 


Note: Master 

Tanks of 500-gal. 
capacity and larger comply 
with all requirements of 
Commercial Standard 
177-51—as accepted 

by FHA, Veterans 
Administration and 

U.S. Public Health 
Service. 


Horizontal design permits longer flow within the tank 
—more complete settling out and digestion of solids 
—a clearer effluent. Correctly baffled intake and outlet 
openings reduce the possibility of clogging. When top 
access opening is extended to surface of ground, tank 
can be pumped out without costly digging. 


Master Tanks are available in 300, 500 and 600- 
gallon capacities. Your plumbing wholesaler will fur- 
nish complete information — contact him today. 
San-Equip Inc., Syracuse 5, N. Y. 





Not L, but 2 Baths... 


in every home for MODERN 
LIVING! 


THE SECOND BATH ADDS $2,000 
OR MORE IN RESALE VALUE 


Yes, surveys have established 
that every dollar spent for the 
second bathroom immediately 
creates 4 or 5 dollars worth of 
added property value. Tell your 
homeowners and builders that 
dollars—and—cents fact! And, 
tell them about the convenience, 
the time-saving, the pride and 
prestige that a two-bath house 
offers. The result—more busi- 
ness, more profit for you. And, 
prospects. Hardly 1 house in 10 
now has that second bath. 


Illustrated Above: CHICAGO POTTERY “Luxury Ensemble” 


CHICAGO POTTERY PRODUCTS 
MAKE TWO BATH SELLING EASIER 


For two-bath homes we par- 
ticularly recommend the two 
groupings illustrated on this 
page. For the master bathroom, 
nothing beats Chicago Pottery’s 
“Luxury Ensemble” for class 
and elegance. For the extra 
bath, we have designed the 
compact, high-value but low 
cost “Budget Bath.” Together 
they make your best one-two 
e tank selling punch. “Two Bath- 
rooms; A Must In Every Mod- 
ern Home.” 




















solids 
outlet 


Furnished in 4 glorious colors 
as well as white. 


SEE YOUR NEAREST 
WHOLESALER 


TODAY! Illustrated Above: CHICAGO POTTERY “Budget Bath” 
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UNIT AIR 
CONDITIONERS 


15 models 
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HEATING COILS 
8 types 
in non-freeze, standard 
high pressure steam 


special purpose 
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EVAPORATIVE CONDENSORS 


2 types, 13 sizes 








ROOF VENTILATORS 
power units with or 


without heating coils 





UNIT HEATERS 
5 types 


in horizontal or 
vertical delivery — gas 
hot water or steam 
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COOLING COILS 


5 types 
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28 models 
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PUMPS AND 
CONDENSATE 
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VENTILATORS 


, 
types in ceiling 


essed, free-standing 


with or without shelving 


and lateral extensions 


CONVECTORS 
22 models 





~ 


nr- 


fo 
ew L 


RECIPROCATING 
COMPRESSORS 


3 to 50 tons 
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BASEBOARD 
CONVECTORS 
8'4"' and 12” heights 


WALL-FIN HEATERS 
steel or non-ferrous 
grilles or cabinets 


steam or hot water 











Se re rte 














Shopping with D. E. 


(Continued from page 125) 
percent. The unit brings in outside 
air, dehumidifies it and exhausts 
moisture-laden air from inside. The 
unit can be plugged into a conven- 
ient electric socket and has a small 
electric heater for regenerating. 
The non-frosting drying mechan- 
ism can remove up to 21 pints of 
water a day from air. 

Manufacturer: Bryant Heater 
Div., Affiliated Gas Equipment, Inc., 
17825 St. Clair Ave., Cleveland 10. 


Solenoid Valve 

A new midget solenoid valve for 
use with gases and varied fluids has 
been introduced by General Con- 
trols. The unit is approximately the 





size of two regular size cigarette 
packages. It is designed to with- 
stand continuous cycling and to 
provide rapid, positive shutoff. The 
valve operates in any direction and 
has a low current consumption, op- 
tional time-delay and adjustable 
main and bypass flow. 
Manufacturer: General Controls 
Co., 801 Allen, Glendale 1, Calif. 


Ceiling Diffuser 

A new square ceiling diffuser that 
provides four-way circulation for 
heating or cooling systems has been 
introduced by Lima Register. The 


unit has a series of step down vanes 
that discharge air outward and 
slightly downward in all directions. 
The diffuser also can be used for 





return air in perimeter installations. 
Air is delivered through the center 
for an effective pattern. A damper 
provides full heat shut-off and 
balancing ball permits damper set- 
ting at the various adjustments. 
Units are available in 6 in. sq to 20 
in. sq models. 

Manufacturer: Lima Register Co., 
651 N. Baxter St., Lima, Ohio. 


Portable Pump 
A new portable pump for plumb- 
ing, heating and air conditioning 





uses has been announced by Kenco. 
The self priming unit is balanced 





Janitrol Introduces Central Air Conditioning Unit 


A new summer air conditioner 
introduced by Janitrol can be used 
with a furnace to provide uniform 
central all-year temperatures. The 





summer unit (shown at right) fea- 
tures a large capacity fan and a 
hermetically sealed compressor. A 
twin capillary tube restrictor con- 
trols the refrigerant in the water- 
cooled condenser. The conditioner 
uses the same ductwork used for 
heating. It is offered in two, three 
and five-ton capacities. It is housed 
in a blue-gray steel casing and uses 
fiber glass for thermal and acousti- 
cal insulation. A Janitrol furnace 
(shown at left) and the summer 
unit are known as the “Win-Sum 
Twins.” 

Manufacturer: Janitrol Div., 
Surface Combustion Corp., 2375 
Dorr St., Toledo 1. 
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for easy carrying with an attached 
handle, and weighs 65 lbs. The 
pump can deliver 100 gpm at lowest 
head and can force water to a maxi- 
mum of 100 ft. A non-clog impeller 
is fastened directly to the engine 
shaft without use of couplings. In- 
take and discharge connections are 
tapped for a 14 in. pipe thread. A 
pipe plug provides for drainage in 
freezing weather. 

Manufacturer: Kenco Pump Co., 
1125 North Ridge Rd., Lorain, Ohio. 


Floor Furnace 

A new oil floor furnace has been 
announced by Certified Furnace. 
The unit features a pump to deliver 





fuel from a source lower than the 
furnace level. The unit has a 10-in. 
circulating fan that operates auto- 
matically. The furnace has an 80,000 
Btu output when fired with a .75 
gph nozzle. The unit measures 29% 
in. from top to bottom and has a 24 
by 32 in. floor grille. 

Manufacturer: Certified Furnace 
Corp., 10 Cole St., Trenton 8, N. J. 


Recessed Bathtub 

A new recessed bathtub that fea- 
tures an oval-shaped bathing area 
in an almost square over-all shape 
has been announced by Kohler. In- 
tegral seats can be used while 
sponge or foot bathing. A wide, flat 
bottom is designed for sure footing 
while showering. The 14 in. high 
front is designed to be easy to step 





over. Enamel is fused to the cast 
iron base under high temperature 
to provide a durable finish. The 
bath is available in six colors and 
(Please turn to top of page 136) 
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Bry, 1954 
Purposes of the National 
Heating Wholesalers 


Association, Inc. 


To cooperate with the Manu- 
facturers and contracting dealers 
to the end that a maximum ac- 
complishment of both sales 
and service objectives may be 
reached. 


To promote sound, efficient 
and progressive practices in the 
administration and management 


of Heating Wholesalers. 


To meet nationally and region- 
ally as frequently as possible to 
discuss the business problems of 
its members and seek satisfac- 


tory solutions thereto. 


To promote cooperation and 
the regular exchange of informa- 
tion and experiences among its 


members. 


To serve as an inter-com for 
its members in Washington, D.C. 


To receive members opinions, 
to correlate them with opinions 
received from others who know 
the problems equally well—and 
to present them to the legislators 
and agencies in Washington, D.C. 


To develop correlated facts 
and point out the economic ef- 
fects of the wholesaling function 
to the consuming public. 


To serve and act in and for the 
interests of members as business 
men, who could not when acting 
individually deal with all the 
complex problems from which 
the public interest could best be 
served. 


(Advertisement) 
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he solves 
your inventory problems 


Your wholesaler is actually a partner in your business. He is 
in business to help you make money . . . and frankly, if he didn’t 
do just that, there wouldn’t be much point to his existence. 
One big way he helps is by carrying your inventory for you. 
Heating contractors and dealers regularly use over thirty sizes 
and types of furnaces and boilers alone to satisfy common heating 
requirements. Few dealers can carry enough inventory to fill all 
of those needs, so it’s only practical to rely on your wholesaler 
to have a wide range of units in stock. By buying from the whole- 
salers, dealers can have any size heating unit, in any type, with 
any accessories they need—at once. 
Wholesalers Eliminate Stock Problems 


When a dealer buys from his wholesaler, he not only gets im- 
mediate availability from a complete stock inventory, he also 
avoids a lot of problems. He doesn’t have money tied up in 
inventory, so he’s ahead by the amount of interest on that money, 
and the space he has to provide for that inventory. He doesn’t 
have the headaches of trying to anticipate demands—or the 
heartaches that come from guessing them wrong. The dealer 
who buys from his wholesaler eliminates the correspondence and 
paper work that goes with factory purchases—and the problems 
of shipping, delays in transit, and damage claims. Obsolescence 
from model changes never bothers him. His partner, the whole- 
saler saves him hours of valuable time—hours and hours of 
worry every month... and hours mean dollars. 


It Pays to Buy from Your Wholesaler 


It’s easy to say, “eliminate the middleman,” but it just doesn’t 
work. Someone has to perform the services, and your wholesaler 
is equipped to do so with maximum economy. Wholesalers are 
more than worth every cent of their charges in terms of not only 
service for their dealers, but in actual cold cash. If dealers didn’t 
actually profit by buying from them, these “middlemen” would 
long since have been out of business. 
One of a series of advertisements presented in the 
interests of heating wholesalers all over America 
by THE HEIL CO., makers of HEIL Automatic 
Heat. This series is prepared in co-operation with 
the National Heating Wholesalers Association 
and the Central Supply Association. 
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SPRING-FLO’ AERATORS. 


ON ALL LEADING MAKES OF FAUCETS. 


Millions of readers of “American Home” and “Better 
Homes and Gardens” just won’t be satisfied with 
anything but faucets with Spring-Flo Aerators! 
Hard-hitting ads in these and other national magazines 
create a demand for the amazing Spring-Flo features 
that revitalize water, improve its taste and speed 
washing and rinsing. Proof of the popularity of faucets 
with Spring-Flo Aerators is in the millions sold so far. 
And remember, a satisfied Spring-Flo customer will be 
back again and again for other plumbing products. 
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sell faucets with PRING-FLO 
AERATORS 


Ss. PATS. Bo 0402316098 
AGHNIDES U- 5 CHASE BRASS & COPPER C0. 





WET-WEATHER ITEMS -..-- Fast-Sellers for Fall — Winter — Spring! 
: PUMPS ALL UNWANTED WATER! 


KEEPS THAT CELLAR DRY 


Er nap-2, 


1% J 4 
: The hottest, fastest-sell- a : | 
: ing sump pump on the Jj i 
market! All brass and 4 
bronze construction. A hel 


BARNES 1MU SELF-PRIMING 
high performer with a SELF-PRIMING 


CENTRIFUGAL PUMP 
good price and a good 
profit! 
Barnes $-14 Cellar Drainer 


Portable utility pump — weighs 
only 14 pounds. Delivers up to 
1440 G.P.H. Drive it —— 
existing power source. so 
furnished with 12 H.P. 3600 
R.P.M. electric motor. Base 
mounted.—Ask for Barnes 1ME) 


CENTRIFUGAL PUMP 


For the larger de-water- 
ing jobs. Delivers up to 
5,000 G. P. H. Light 
weight. (57. Ibs.) Com- 
pletely portable. 


No seasonal slumps 
when you stock ... sell 
THE BARNES 


HOME IMPROVEMENT ITEMS 


— high-profit movers — come rain 
or shine —hot or cold! 


The most complete line in the industry. Anything and 
everything your customers desire in a water system. 
Deep! Shallow! Submersible! Working heads! A system 
for every farm and home need. Capacities up to 11,000 
G.P.H. Well depths down to 875 fet. 


BARNES SHALLOW-DEEP 
PACKAGED SYSTEMS 
Now available in 4, %, 12, 

and 1 H. P. 


BARNES SUBMERSIBLE —> 
PUMP BARNES ROCKET 


PACKAGED SYSTEM BARNES METEOR 


Get on the “ba 
with the 
plumbing 


nd wagon” 
Barnes quality line 
brass goods for kit 


of home modernization 
—the complete line — of 
chen, laundry, and bath. 


mm or 
: : 
This is Brand New! : 


oe Barnes Handy Spray Washer! 
vailable with all Barnes ledge and wall type f. 
© faucet, 


‘ 


Write Jor catalog of, complete Sarnes line! 
BARNES MANUFACTURING CO. 





MANSFIELD, OHIO 
RIIY THE BEST 


OAKLAND 21, CALIF. 
BUY BARNES 
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HERE'S DUNHAM’S NEW| C 


you save time and trouble 


il, BEFORE YOU EVER GET TO THE JOB 


You can figure any hot water job faster ... with less book work 
... when you depend on Dunham. One easy-to-use catalog puts 
the industry's newest and most complete line of hot water equip- 
ment right in your hands. 

You save paper work, too, since one order to Dunham covers 
everything ... not only circulators, valves, fittings, specialties 
and controls, but a// radiation as well. 





D). WHILE YOU'RE ON THE JOB 


Since Dunham gives you everything you need in “one package” 
there’s no need to hold up waiting for one “missing link.” When 
you deal with Dunham, you get the whole ball of wax at one time. 


Exclusive design improvements cut down installation time, 
too. Dunham’s Balancing Fittings, for example, have a unique 
V-type seat that greatly simplifies balancing of the entire sys- 
tem. And on radiant heating jobs, Dunham’s Distributor Heads 
cut installation time substantially. 





@> AFTER YOU GET OFF THE JOB 


You can relax when the job is in, knowing that you won’t be 
bothered with “call backs.” Dunham’s 50 years in the heating 








@¢ 
ciieaition business are your guarantee that from beginning to end your ak 
job is protected by equipment of the highest quality. 
And when you make it a complete Dunham job, you put full 
responsibility for finished performance squarely up to one manu- 
facturer. 
Dunham 
tion: pa 
fank aor 
vents re 
Heavy 


CLIP THIS COUPON FOR CC 


HEATING EQUIPMENT 


RADIATION * UNIT HEATERS * PUMPS ° SPECIALTIES ..: 
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C. A. DUNHAM COMPANY «+ CHICAGO 








uary, 1954 





ork 
outs 


1ip- 


ers 
ties 





eW 


January, 1954 





r’ eeeee800080 
‘ -4 , Dunham Circu- 

lators. Single 
spring motor- 
pump coupling 
eliminates trou- 
blesome service requirements. 
Field replaceable carbon rotary 
seals. Extra-large oil reservoir. 
Only well-known motors used. 
Two-bolt flange simplifies in- 
stallation. 
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Dunham Pressure Relief 
Valves. Diaphragm 
type. Spring chamber 
sealed against dis- 
charge water. No 





'S- 







T 


BS uw 





guides on discharge 
side to stick or jam. 
Factory set at 30 Ib. 
pressure. 


Dunham Float Type Air 
Vent. Built-in siphon 
prevents "spitting," 
eliminates need for 
drain tube. Can be 


Batabes ft 





bled easily and quick- 
ly. Maximum work- 
ing pressure: 35 p.s.i. 








Dunham Air Separator. Performs dual func- 
tion: passes air from system to expansion 
fank and prevents re-entry into system; 
vents remaining excess air to atmosphere. 
Heavy one-piece construction. 
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COMPLETE INFORMATION 


» QUALITY FIRST FOR FIFTY-ONE YEARS 


TORONTO °* 


LONDON 











COMPLETE HOT WATER LINE 


all this...and radiation too! 
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Dunham Circulator 
Valves. Exclusive 
extra-large water 
flow areareduces fric- 
tion and pump load. 
Valve fully opens or 
closes with 4 handle 
turn. Valves are self- 
cleaning. 


@eeeeees eee eee reeds 


Dunham Pressure Re- 
ducing Valves. Built-in 
strainer; extra-large 
diaphragm. Special 
composition disc pre- 
vents chattering. Fac- 
tory set at 12 Ib. Ad- 
justable. Combination 
relief and reducing 
valve available. 


Dunham Flow Divertor 
Fittings. Assure proper 
hot water flow 
through all radiation 
units regardless of 
location. Only one fit- 
ting normally needed 
for each unit of radia- 
tion whether above 
or below main. All 
brass; thread or s weat 
connections. 


Dunham Vari-Flow Con- 
trols. Fully automatic 
indoor-outdoor 
temperature control 
for all types of hot 
water heating sys- 
fems. Balances heat 
output with heat 
demand created by 
outdoor weather. 
Eliminates indoor 
thermostat. 


Name 


SSOOHSHSHHSSS SCHOHOSHHSHSSSHSSSHSSOSEHEBS SGeeeseeeeee 


Cc. A. DUNHAM COMPANY 
Dept. DE-1, 400 W. Madison St. 
Chicago 6, Illinois 
Please send literature on your complete hot water line. 








Dunham Balancing El- 
bows and Fittings. Free 
water flow area larg- 
er than other balanc- 
ing fittings; reduce 
friction and pump 
load. Sloping valve 
seat provides V- 
shaped opening for 
more accurate balanc- 
ing than usual vertical 
seat types. 











Dunham Expansion 
Type Air Vent. Cannot 
get out of order! Auto- 
matic venting. No 
adjustments needed. 
Can be manually shut 
off. Nof necessary to 
drain system to replace 
disc. Maximum work- 
ing pressure: 50 p.s.i. 





Dunham Flow Control 
Valves. Completely 
automatic. No adjust- 
ment needed for win- 
fer-summer operation. 
Easy to clean without 
breaking pipe con- 
nections or removing 
valve mechanism. 














Dunham Distributor Heads. For radiant hot 
water. 1%” trunks with interchangeable 
%” or 2” branches. Shipped in 5’3” 
lengths, each having 14 pairs of connec- 
tions. Simple to cut on the job. 









Firm 





Address 





City 





Zone State 
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(Continued from page 130) 
white and has overall dimensions 
of 48 by 44 in. 
Manufacturer: 
Kohler, Wis. 


Gas Unit Heater 

A new automatic gas heater for 
commercial and industrial use has 
been announced by Warren Web- 
ster. The unit can be used with a 
variety of gas types with burners, 
orifices and controls varied accord- 
ing to characteristics of the fuel 


Kohler Co, 





type used. The unit features a 
raised port burner, removable bur- 
ner drawer, gas control valve, gas 
pressure regulator and an automatic 
safety pilot. Seven models are 
available in 25,000 to 200,000 Btu 
capacities. 

Manufacturer: Warren Webster 
& Co., 1659 Federal, Camden, N. J. 


Console Air Conditioner 

A new packaged console air con- 
ditioner for store, office and factory 
use has been introduced by General 
Electric. The unit contains the cool- 
ing coil, drain pan and refrigerant 
piping on a sturdy frame that slides 
out easily for servicing. 






Five models are available with 
three to 15 ton capacities and can 
be used with or without ductwork. 
An accessory heating coil is avail- 
able. 

Manufacturer: General Electric 
Co., Air Conditioning Div., 5 
Lawrence St., Bloomfield, N. J. 


Oil Burner 

A new oil burner for small, tight 
boilers and furnaces has been in- 
troduced by Malleable Iron Fittings. 





The unit features a large blower 
capacity balanced to oxygen re- 
quirements. The firing head is 
finned and can be adjusted for 
various flame types. The unit is 
designed to overcome pulsation re- 
gardless of draft conditions. A uni- 
versal flange is available to mount 
the burner in most boilers and fur- 
naces. 
Manufacturer: 
Fittings Co., Oil 
Branford, Conn. 


Malleable Iron 
Burner Div., 


Expansion Valve 

A new thermostatic expansion 
valve for furnace air conditioning 
units has been introduced by A-P 
Controls. The unit has a liquid 





charged power element that allows 
its use in a suction temperature 
range from -40F to normal air con- 
ditioning temperatures. The valve 


is available with multiple coil out- 
lets and can be mounted wherever 
convenient, regardless of position, 
valve-body temperature, ambient 
temperature, or location of the bulb. 


Manufacturer: A-P Controls 
Corp., 2450 N. 32nd St., Milwaukee. 


Gas or Oil Furnace 

A new counterflow furnace in- 
troduced by Williamson is offered 
with either a gas or oil burner. The 
unit is shipped in two packages for 
quick, simple installation. The oil 
burner is a pressure atomizing type 
and is flange mounted with three 
heavy stud bolts. A pre-wired gas 
burner package is available for 





conversion. Equipment includes a 
burner, draft regulator, room ther- 
mostat, ignition relay, combination 
blower and limit control and flue 
elbow with a hole for a pyrostat. 
The gas unit is offered in four 
models with Btu capacities ranging 
from 70,000 to 140,000 and the oil 
unit in three models in capacities 
of 100,000, 119,000 and 145,000 Btu. 

Manufacturer: The Williamson 
Heater Co., 3500 Madison Rd., Cin- 


cinnati 9. 


Sump Pit Cover 
A new cover for sump pits has 
been introduced by Zoeller. The 
unit fits all Zoeller pumps and also 
(Please turn to top of page 140) 





Sink Strainer is Designed for Leak Elimination 


A new sink strainer designed for 
self-sealing and leak elimination 
has been introduced by Durable. 
The unit is machine threaded and 
has an extra long shank for steel 
sinks. The basket has a handle that 
can be moved to either side. The 
unit is designed for use with most 
sinks and has a chrome finish over 
the brass construction. 

Manufacturer: Durable Tubular 
Brass Products, Inc., 48-20 50th 
Ave., Woodside, L. I., N. Y. 
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You can sell a THRUSH Tank Drain 


for every expansion tank on any 





existing installation 





YOU CAN SAVE your customer money, save yourself time and 
bother... and make a profit, too, by selling and installing Thrush Tank 
Drain. This simple, inexpensive Tank Drain combines an air tube with 
a drain and fits any drain tapping. Two lengths of tube are available. 


REDUCES DRAINING TIME! 

Draining waterlogged expansion tanks is simple, quick and pos- 
itive with a Thrush Tank Drain. While all genuine Thrush Pressure 
Tanks now have Thrush Vacuum Breaker, there are many old installa- 
tions where the tank has only one drain tapping. Sell them a Thrush 
Tank Drain. Just screw it into the drain tapping. Then remove the air 
WATER inlet plug to break the vacuum and open the water outlet. The tank will 
OuTLET drain quickly and completely. It’s a profit item you can sell every day. 
For more information see your wholesaler or use the coupon below. 


n. a. THRUSH «2 company 


NEATLY BOXED 





















=> MAIL NOW! 


—” 









H. A. THRUSH & COMPANY, Dept. A-1, PERU, INDIANA 


Please send, without obligation, more information on the Thrush Tank Drain. 





NAME 
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KOHLER 
CATALOG 





KOHLER of KOHLER 7 





COMPLETE INFORMATION on all Kohler plumbing 
products—with latest designs, specifications and suggestions 


on planning and installation. 









Kohler Catalog K56 is designed 
to help you sell. Bound in dura- 
ble buckram cloth, it contains 
complete information about 
Kohler plumbing fixtures and 
fittings and is fully illustrated. 
Data and specifications are 
printed in easy-to-read tabular 
form for ready reference. The 
catalog is in the accepted 8% x 
11” size and has 146 pages. 


Ten architect-designed bath- 








Kohler Co., Kohler, Wisconsin. Established 1873 _ 


KOHLER o- KO! 


PLUMBING FIXTURES + HEATING EQUIPMENT + ELECTRIC PLANTS + AIR-COOLED 








rooms, washrooms and kitchens, 
complete with floor plans, are 
shown in full color to assist you 
in presenting suggestions to 
your customers. The materials, 
research, engineering and test- 
ing that maintain Kohler qual- 
ity are illustrated and described. 
Distribution of the new K56 is 
now under way. If your copy 
does not arrive within a reason- 
able length of time, please write. 
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Approved 
Anti-Syphon 
GHA 
FLOAT VALVE 


Fic accompanying illustration 
shows our VEW No. 93 Ap- 
proved Anti-Syphon Float 


anuary, 1954 
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C 


Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 


ite fitting is silent in oper- 
ation—requires no adjustment 


—snap action closing under 





high pressure. 














mbing Packed in individual box with 
estions rod and refill. 

Individual security INSURES FREEDOM 
ge and LIBERTY. & Social Security leads to 
wear Regimentation and LOSS OF LIBERTY. 

t 
wt It’s a privilege to live in a Republic. 
| test- Only God can help the people who live in 
qual- Democracies. 
ribed. . 
56 jis ) pf alk 
copy - f, ype? 
ason- WM ’ 
write. e President 





THE INDIANA BRASS CO, , Inc. 
FRANKFORT - - - - INDIANA 
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(Continued from page 136) 
is designed to fit several other 
makes. The unit is made of polished 
aluminum. 
Manufacturer: The Zoeller Co., 
Box 474A, Louisville 11, Ky. 


Central Air Conditioner 
Morrison has introduced a new 
summer air conditioner designed to 
complement furnaces manufactured 
by the company. Existing furnace 
ducts can be used. The unit also can 
be installed as a console unit for 
commercial cooling. The two and 
three-ton models offered need only 





243% by 22 in. of floor space and can 
be serviced by removing the front. 

Manufacturer: Morrison Steel 
Products, Inc., 601 Ambherst St., 
Buffalo 7, N. Y. 


Water Cooler 

A new compartment-type water 
cooler for office and commercial use 
will store up to 29 bottles of bev- 
erages and will freeze ice cubes. 
The bubbler type cooler features 
controls to maintain drinking tem- 
perature. The freezing compart- 
ment is kept at below freezing and 





the storage compartment below 
40F. The compartment has Fiber- 
glas insulation with a plastic break- 
er strip. 

Manufacturer: Westinghouse 
Electric Corp., 401 Liberty Ave., 
Pittsburgh 30. 





Backsplash Assembly 

A new extruded aluminum back- 
splash assembly for counter and 
sink tops has been designed by B & 


T Metals for remodeling instal- 
lations. The unit is designed to 
assure a snug fit against a cabinet 
and wall. The unit combines back 
panel, cove trim and cap molding 
into one unit. The backsplash fits 
3%4 in. plywood tops covered with 
standard plastic laminates or simi- 
lar 14 in. coverings. A facing strip 
of the counter cover slides between 
grooves at the top and bottom of 
the backsplash. The unit is avail- 
able in 8, 10 and 12 ft. strips. 
Manufacturer: The B & T Metals 
Co., 425 Town, Columbus, Ohio. 


Gas Unit Heater 
A new gas unit heater for smaller 
shops and stores has been an- 





; 


nounced by Utility Appliance. The 
heater can be suspended to leave 
floor and wall merchandise space 





free. A corrugated heat exchanger 
is porcelain coated for corrosion 
resistance. The 23-in. high unit 
circulates heat through adjustable 
louvers. The heater has a 50,000 
Btu capacity. 

Manufacturer: Automatic Heat- 
ing Equipment Div., Utility Ap- 
pliance Corp., 4851 S. Alameda St., 
Los Angeles 11. 


Gas or Oil Furnace 

A new Winkler furnace can be 
used for downflow or counterflow 
warm air distribution and can be 
gas or oil fired. The unit is turned 





upside down for conventional up- 
flow with no additional parts. The 
corrugated heat exchanger provides 
30 in. of transfer surface, even 
though it is only 17 in. across. 

Manufacturer: U. S. Machine 
Div., Stewart-Warner Corp. Leb- 
anon, Ind. 


Insulation Material 

A new insulation material of 
bonded asbestos and aluminum foil 
has been introduced by Reflectal 
Corp. for baseboard radiation. 
Other uses for the bonded foil are 
as radiator recess lining and fur- 
nace curtains. 

Manufacturer: Reflectal Corp., 
155 E. 44th, New York 17. END 





Majestic Gas Furnace Is For Limited Spaces 


A new gas furnace for use in 
homes where space is limited has 
been introduced by Majestic. The 
22 sq in. unit can use natural and 
mixed gas, and a conversion burner 
is available for L-P gas. The unit 
features rounded corners, heavy 
steel gage in the heat exchanger 
and spun glass insulation. Oil-fired 
models and horizontal units also 
are available. The furnace has a 
76,000 Btu rating. Other models 
have 100,000 and 128,000 Btu rat- 
ings. 
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Manufacturer: The Majestic Co., 
Inc., 419 Erie Ave., Huntington, Ind. 
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"Powers Mixers Save Water 
. says Mr. Floyd Pickard, Chief 
Engineer at the SKIRVIN. “Tempera- 
ture always remains where bather 
wants it. No hot or cold water is 
wasted. Bathers don’t have to get 
out of their shower because of fluc- 
tuating temperatures.” 


e 
Just ONE Shower ACCIDENT 
may cost many times more 
than POWERS mixers. 


POWERS THERMOSTATIC WATER MIXER 
complies fully with Veterans Hospital safety 
requirements and Federal Specifications 
WW-P54la. 
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Regulated by | / 


\ 
\ 
“ase 


Thermostatic WATER MI XERS 


Refreshing — Relaxing 
— Safe Showers 


at the famous SKIRVIN HOTEL are as- 
sured by Powers mixers. There’s no 





danger of bathers falling in a slippery 
tub or shower while trying to dodge an 
unexpected shot of hot or cold water, 





No Danger of Scalding 


due to pressure or temperature 


Simple Durable Construction i es 
long life and minimum of maintenance. Changes in water supply lines. 


“Powers Thermostatic Water Mixers are REALLY Safe” 
Says Mr. Dan W. James, President and General Manager of the SKIRVIN. 
“They safeguard our guests from scalding and assure the most com- 
fortable showers obtainable. They cost more. They’re worth more.” 


Public Liability Insurance Will Not Protect Shower Users from personal 
injuries in showers nor does it, in case of accidents, give protection from 
damaging publicity or time consuming lawsuits. It’s more Economical 
to Install Powers Mixers in the First Place. For further information 
see our catalog in SWEET’S, or contact our nearest office. (b15a) 





Established in 1891 e THE POWERS REGULATOR COMPANY « SKOKIE, ILL. © Offices in Over 50 Cities 
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ell ore n ifty- our’ 





NEW PRODUCTS! 
to give you more sales oppor- 
tunities. 


NEW STYLING! 


by world-famous industrial de- 
signer, Brooks Stevens. 


NEW FINISH 


a smooth finish in a new color 
— Mountain Spring Green, a 
shade that blends attractively 
with any color scheme. 




















New! 


Type 224-906 

Companion Units 

for all-season air-conditioning. The Type 224 is gas or oil 
in 80,000, 100,000, 120,000 and 150,000 Btu input. 


— 


Incinerator 
Electric or gas. 1.6-bushel capacity, 
low input. 








New! 


€ Type 115-905 Counterflow 

, Summer and Winter Air Conditioner 
Heating and cooling for perimeter 
systems. 





Type 160 . 
Gas-fired Unit Heater i 
Seven sizes from 50,000-225,000 Btu 
input. Enclosed controls and diverter. 


/ 


> 
Dehumidifier 
Attractively styled, efficient. Portable, 
plugs in anywhere. eee 





gives you 
the industry's most complete line... 





Gas and oil boilers . . . winter air condi- fiers... blower-filter units. ; . furnace 


tioners for gas, oil, coal . . . highboys, 
lowboys ... counterflows . . . horizontal 
(attic) ... steel gravity furnaces for all 
fuels . . . gas and oil unit heaters... gas 
and oil conversion burners . . . humidi- 


pipe, duct, and fittings . . . Muelleraire 
Small-Pipe Fittings... perimeter fittings 
... filters... registers and grilles... 
controls ... residential and commercial 
cooling equipment. 


—plus powerful advertising... hard-hitting 
dealer sales-helps...effective sales counsel 


Tie up with Mueller Climatrol, the Big Name in Heating and Cooling, to enjoy a 
big edge on competition — and make more sales and profits. Write for details. 


2033Z W. Oklahoma Avenue 
Milwaukee 15, Wisconsin 
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for every home- 








Today, in addition to the high level of activity in new 
home construction, more and more people are re/ 
modeling or expanding their present homes. Into these 
updated homes will go extra bathrooms, larger 
kitchens, new laundry facilities and recreation rooms. 
On every one of these jobs, it will pay you to install 
Streamline all-copper supply and drainage plumbing 
in the new additions and recommend it to replace old, 
outmoded plumbing throughout the house. 

Streamline copper tube and fittings are lighter and 
easier to handle. Copper is easier to cut and the uni- 
form depths of the solder cups makes it easy to 
figure the exact lengths of tubing you need. Copper 
tubing can be bent around obstacles to reduce the 
number of joints needed and the joints don’t have to 
be caulked. You will be able to handle more jobs 
because you can do each job in less time. 

Streamline solder type fittings make smooth, clean 
joints that are free from obstructions and clog re- 
sistant. Streamline copper tube and fittings are made 








NEW 
@ REMODELED 


with care and accuracy to provide a tightly joined, 
leakproof system. And they have a highly polished 
finish that makes a neat, attractive installation home 
owners will be sure to appreciate. 

Streamline copper plumbing won’t rust, and the 
joints can’t be loosened by vibration. When you in- 
stall a complete Streamline system, you can be sure 
you are installing a permanently reliable, leakproof 
system that will last more than a lifetime. 

Home owners today are copper conscious. They like 
the clean appearance of copper plumbing. They like 
the way it lasts under difficult service conditions. And 
your cost-minded customers can easily be shown that 
the savings in installation time plus the extra years 
of service a Streamline system gives, will actually save 
them money in the long run. You'll be giving them 
real satisfaction and creating more jobs for yourself 
when you install a complete Streamline all-copper 
plumbing system. Write today for our latest catalog 
of Streamline Products. 


nt tng MUELLER BRASS CO. port Huron 4, MICHIGAN 
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NEW OFFICERS elected at the 40th annual meeting of the National Warm Air 
Heating and Air Conditioning Assn. are (left to right) G. W. Denges, vice- 
president and sales manager of the Williamson Heater Co., Cincinnati, first 
vice-president; C. B. Phillips, vice-president in charge of sales for the Surface 


Combustion Corp., Toledo, president; 


F. L. Meyer, president of the Meyer 


Furnace Co., Peoria, Ill., second vice-president; and George Boeddener, 
Cleveland, managing director and secretary-treasurer, who was re-elected. 


Warm Air Industry 


Looks for Expansion 


Speakers at the annual meeting foresee 


continuing growth 


LEADERS OF THE WARM AIR heat- 
ing industry heard optimistic re- 
ports on their future markets 
from speakers at the 40th annual 
convention of the National Warm 
Air Heating and Air Condition- 
ing Assn. in Cleveland last 
month. 

Speakers reported market 
growth in three directions—new 
construction, air conditioning 
and in remodeling. The remodel- 
ing market potential was de- 
scribed by Hal Chamberlain, 
modernization manager for Min- 
neapolis-Honeywell, and C. L. 
Staples, editorial director of 
Domestic ENGINEERING. 


in three directions 


Chamberlain said the “over- 
ripe” modernization market can 
be exploited to its fullest by four 
basic keys to merchandising suc- 
cess: vigorous promotional activ- 
ities, improved financing, inten- 
sified efforts to train the dealer 
in merchandising and the addi- 
tion of merchandising-wise 
young men to dealer organiza- 
tions. (Excerpts from Chamber- 
lain’s address are presented on 
following pages). 

Staples explained the economic 
benefits to dealers who take ad- 
vantage of the remodeling mar- 


ket. He said that in new con- 


(Please turn to top of next page) 
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The Speakers 


“Washington is’ thinking 
about easing FHA Title I 
loan restrictions. That could 
mean even greater sales for 
modernization.” — C. L. 
Staples, editorial director, 
Domestic Engineering. 





“One reason homes aren't 
kept up is the high cost of 
financing improvements. 
Homeowners need some- 
thing better than existing 
FHA Title I”—H. O. Cham- 
berlain, modernization divi- 
sion manager, Minneapolis- 


Honeywell. 





“The warm air industry has 
developed from 187,000 fur- 
naces installed in 1915 to a 
total of one million a year 
today. This rate of 7 
should continue.” —W. 

Redrup, retiring Best Bing 











WARM AIR CONVENTION... continued 











struction only six to 10 percent 
of the dollar goes for heating; in 
remodeling the heating contrac- 
tor gets 23 percent of the dollar. 

Staples estimated that the 
heating industry has from 24% to 
four times the stake in remodel- 
ing that it has in new construc- 
tion. He also said that the fed- 
eral government is considering 
encouragement of modernization 
business in 1954. 

Both Staples and Leonard 
Haeger, director of research for 
the National Assn. of Home 
Builders, commented on reports 
that the administration planned 
to relax FHA loan restrictions in- 
cluding Title I provisions. Some 
proposals would modify Title I to 
extend payment time for home 
improvement loans from five to 
10 years. Maximum loans would 
be increased to $3,500 at lower 
interest rates than at present. 

With the government an ally in 
remodeling, Staples predicted 
dealers would find the welcome 
mat to modernization sales even 
more inviting than now. 


Bay City Story Shown 

Staples backed up his picture 
of the lucrative modernization 
market by showing the new 
DomesTIc ENGINEERING film strip, 
“The Bay City Story on Heat- 
ing.” The film, which supple- 
ments a previous one on plumb- 
ing, heating and appliances, is 
devoted exclusively to the mod- 
ernization market for heating. 

Facts and figures from the 
magazine’s survey of Bay City, 
Michigan, by 40 trained observ- 
ers, are illustrated. The survey 
reported that 21 percent of the 
families interviewed planned to 
remodel their heating system 
within two years. In addition to 
presenting statistics on the mar- 
ket, the film also suggests meth- 
ods which can turn these statis- 


tics into modernization sales. 

H. C. Gurney, chairman of the 
publicity and merchandising 
committee, said that in some 
cases present installations were 
suffering in quality because of a 
severe price squeeze. But Gur- 
ney added that dealers could 
avoid this squeeze by getting into 
the modernization market where 
the customer is more interested 
in comfort than price. 

Another bright aspect of the 
warm air heating future is the 
booming air conditioning market. 
Leonard Haeger said that in 1954 
about 15 percent of new building 
will have central air condition- 
ing. C. S. Stackpole, vice presi- 
dent of sales, Williams Division, 
predicted that half of new con- 
struction in 1958 will have cen- 
tral air conditioning. 


The Potential Can Grow 

But Stackpole emphasized that 
this relatively infant market can 
grow only if the same aggresive 
merchandising is used that has 
made heating modernization a 
success. Stackpole advised im- 
proved sales programs, more ex- 
tensive searches for prospects, 
consistent advertising and greater 
sales cooperation between man- 
ufacturer, wholesaler and dealer. 

The new construction market, 
according to statistics presented 
by Haeger, will keep pace with 
recent years. The research direc- 
tor of NAHB said that his organ- 
ization foresees the building of 
1,100,000 homes in 1954—about 
100,000 more than forecast by the 
Bureau of Labor Statistics. 
Haeger said that the possible re- 
laxing of FHA loan restrictions is 
part of the administration’s long 
range plan to raise the amount 
spent on new housing from its 
present $1,500,000,000 to $9,000,- 
000,000. 


In a report on research activi- 
(Please turn to top of page 212) 
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The Speakers Said... 





“This year will be the 
greatest in history for ad- 
vertising and promotion. 
Remember that the highest 
value comes from consi- 
stent advertising.” —C. S. 
Stackpole, Eureka Williams 


‘ Corporation. 





“In the modernization mar- 
ket you won’t be scrambl- 
ing for the same new work 
and struggling for the pri- 
vilege of working for no- 
thing.” — H. C. Gurney, 
Janitrol Div., Surface Com- 
bustion Corp. 





“This association after 40 
years is giving its members 
more and more of the sales 
aids and basic research 
necessary for their con- 
tinued growth.”—R. H. Col- 
lacott, Standard Oil. 
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Kechesls WNIVERSAL 


oil tank gauge saves you money 
on ALL installations 


STOCK ONLY ONE GAUGE! It’s weatherproof ... ideal 
for both indoor and outdoor service. Newly improved 
construction provides long, trouble-free operation. 
Saves you money two ways: in reduced inventory, 
and in lower maintenance costs. 


ELIMINATE NUISANCE CALLS. New type plastic head is 
hermetically sealed ... makes it absolutely leakproof, 


dustproof and shockproof. Pressure-tight, too. 


NO FUMES OR SEEPAGE. There are no holes in the 
ROCHESTER UNIVERSAL Oil Tank Gauge. A 
permanent magnet transmits float-arm action from 
tank to indicator. 


EASY-TO-READ “‘DUAL-DIAL” saves time and effort in 
checking and filling tanks. 


EASY TO INSTALL and stocked by lead- 
ing wholesalers everywhere for all 
standard oil burner storage tanks. 
Underwriters’ approved. Rochester 
Manufacturing Co., Inc., 19 Rock- 
wood Street, Rochester 10, N. Y. 


Rais, 





MANUFACTURING COMPANY, INC. 


Al THERMOMETERS GAUGES AMMETERS 














Vent-Rite No. 10 
features assure you of 
foolproof, automatic venting 


Here is the automatic air vent you can 
put on radiators, convectors, or radiant 
hot water systems and forget because: 


The soundly designed, improved 
Metering Device, Vent Tube and 
Hygroscopic Discs work together 


to assure quicker, better venting and con- 
stant, even heat all the time. 

Vent-Rite No. 10 has no critical adjust- 
ments. It is easy to install and easy to 
clean if clogged from foreign matter in 
water. It is streamlined with no sharp 
corners, and it is so compact that only 
1” shows beyond surface of radiation unit 


Use the new Vent-Rite No. 
10 on your next job and 
you'll have less service and 
always a satisfied customer. 
See it at your wholesalers, 
or send today for complete 
catalog information. 


Vent-Rite No. 10 
Actual Size 


ENT- RITE 


VENTING VALVES 


Best because scientifically designed — 
by the pioneers in vent control 































HAPPY TWOSOME: H. D. Satterfield, president of 
Rollier Bros., and Herman W. Rollier, chairman 
of the board, stand proudly before a bathroom dis- 
play in their new plumbing and heating showroom. 


Super Market 
Plumbing... 


comes to Rollier Bros. in Pittsburgh 


SUPERMARKET MERCHANDISING has come to the 
plumbing and heating industry. 

Rollier Bros., Pittsburgh (Pa.) plumbing and 
heating contractor, has introduced baskets and 
carts for the convenience of shoppers making 
small purchases in the firm’s new suburban dis- 
playroom at Mount Lebanon. 

Several advantages have been found by Rollier 
Bros. in the self-service system: 

1. A definite increase in small purchases has 
been noted because of the ease and convenience 
provided shoppers. A large selection of such 
items also stimulates sales. 

2. Larger purchases have grown from the small 
items trade. Rollier Bros. has placed attractive 
displays of modern plumbing and heating prod- 
ucts throughout the store to attract prospects 
from the small purchasers. 

3. The unique service has provided the firm 
with both published and word-of-mouth adver- 
tising which emphasizes Rollier Bros.’ service. 

4. The self-service plumbing and heating show- 
room compliments the hardware section on the 
upper level of the Rollier Bros. store. END 





LOWER LEVEL of Rollier Bros.’ store in a Pittsburgh 
suburb is devoted to plumbing and heating. Shoppers 
are provided with baskets and carts to carry their small 
purchases about the store. An attractive staircase en- 
trance invites customers to the showroom from the first 
floor hardware and toy section. 





SELF SERVICE: Customers are encouraged to make 
small purchases at attractive display counters. They 
browse through the large store carrying their purchases 
in a cart. Payment is made at a main cashier desk. The 
super market idea is primarily a boon to small sales but 
also results in larger purchases from buyers whose inter- 
est is stimulated while browsing through the store. 
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Grand Prize Winner T. P. McPhillips, Jr.(right),Crane 
Dealer, Cleveland, receiving new Buick from H. A. 
Bergdahl, Crane Manager, Dealer Sales. 


Judges for the Crane Dealer Contest were these 
nationally known Contractor-Dealers: James 
O'Neil, New Orleans, La.—Walter Widmer, Port- 
land, Ore.—Joseph Pettigrew, Richmond, Va.— 
Wilbur Hokom, Beverly Hills, Calif. — George 
Groote, Chicago, Ill. 





Thomas P. McPhillips, Jr., Cleveland, Ohio 
Awarded Grand Prize in Crane Dealer Contest 


Congratulations to Mr. McPhillips and to the 
95 other Crane Dealers who won monthly 
prizes. 

During the contest 192 prizes totaling 
$14,400 in cash were given to Crane Dealers 
and the Crane Salesmen calling on them. All 
prize winners were then considered in the final 
judging for the Grand Prize. The decision in 
favor of Mr. McPhillips, Jr. was unanimous. 
Many excellent entries were received. 

Thanks to all the Dealers who helped to 
make the Crane Dealer Contest a success—to 
the five prominent judges who gave unspar- 
ingly of their time and talent in selecting the 


Grand Prize winners—and to all Crane Sales- 
men who worked with their Dealers in this 
demonstration of the value of creative selling. 

The objective of the contest was to stimulate 
creative selling—to help Crane Dealers profit 
from the use of Crane selling ideas. The con- 
test proved that Crane Dealers have a great 
interest in improved selling methods and use 
them daily. 


CRANE CO. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
VALVES * FITTINGS ¢* PIPE * PLUMBING AND HEATING 
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New Dodge Hibhated Trucks... 
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New! Great V-8’s and thrifty 6’s including the most 
powerful V-8’s of all leading trucks . . . with revolu- 
tionary hemispherical combustion chamber! Available 
in 1)4-, 2-, 244-ton ... standard on 234-, 3, 314-ton! 


New! Spectacular low-built lines with pick-up and 
panel floors as low as 2214 inches from the ground... 
knee-high for loading ease! Lower running boards for 
easier entry! Lower hood for greater visibility! 


with new low worksaving design... 


mee |) | 


woe (if OO 





New! Full-vision luxury cabs with big one-piece wind- 
shield! More vision area than in any other leading 
make! New easy-chair seats! New cab sealing against 
dust, drafts! New two-tone interior styling! 


New Steering system means easier handling . . . keeps 
Dodge ahead of the field with sharpest turning of any 
comparable trucks. More slant to steering wheel post. 
New power steering available in 4-ton models! 


help reduce your trucking costs! 





New! Over 75 features! New, low, 
work-saving, time-saving design! 
New payload increases! New cab 
heating and ventilation! New styl- 
ing from road to roof! New value 
leader models! New shorter conven- 
tional tractors, only 102 inches from 
front bumper to rear of the cab. 
New easy-shifting transmissions! 


Free book on power! Explains the 
3 basic kinds of engine efficiency ... 
tells what they mean to you in 
power and economy! Get your free 
copy at your friendly Dodge 
dealer’s! See him today! 


New! Even greater values...yet 
still priced with the lowest { 





2 great engine line-ups! 


SEE YOUR FRIENDLY DODGE DEALER 


MW DODGE 3 
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Just check these advantages: 

















© Formed from tubes, NIBCO fittings 2 
can’t leak. : 


Smooth interiors — minimum friction. ae 
© Heat up fast— save time. 


Pure copper matches tube. 





wins. ~) Compact— save space, handling. 
ading — 
gainst From every angle NIBCO Wrot Fittings add 
to your profit and build your reputation for 
quality installations. And think of the sav- 
ings you make by having no defective fittings 
f to sweat out. NIBCO Wrot Fittings are 
e right. Ask for them at your jobber’s. 
NORTHERN INDIANA BRASS CO. 


104 Plum Street, Elkhart, Indiana 
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has a solution for every 
threading problem 





The Oster No. 782A “Rapiduc- 
tion Jr.” is ideal for threading 
bolts, rods, and nipples...long or 
short, straight or bent pipe. Its 
standard bolt range is 4%” to 1%"; 
pipe or nipple range 4” to 2”. 



















The Oster No. 502 “Pipe Master” is a sturdy machine that’s 
easy to operate, easy to move, and easy-on-the-budget. The 
“Pipe Master” has a standard range of 4” to 2” and extra 
range of 4%” to %”. It cuts off, reams, and threads 4” pipe 
twice as fast as it can be done by hand ... 2” pipe five times 
as fast. Its “AUTO-GRIP” Front Chuck eliminates need for 
a bar or T wrench and assures fast, safe, positive operation. 


The Oster No. 6A “Rapiduction” is the 
standard of the industry. Designed for 
large-scale production threading, its many 
spindle speeds allow every size of pipe to 
be threaded at maximum speed. Through- 
out its entire standard pipe range of 1” to 
6” and bolt range of 1” to 4” die-head 
change is never necessary. 













For full facts and sound 
recommendations on which 
Oster machine is exactly the 
oneto solve your pipe thread- 
ing problems see your local 
Oster Distributor. Not only 
does he have the facts, he 
offers speedy delivery, de- 
pendable service ... and he 
stands behind the products 
he sells. For moneysaving 
facts contact him today, or 
if you don’t know who he is, 
write us for his name and 
address and a free, factual 
booklet about the Oster ma- 
chine that interests you. 
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MANUFACTURING CO. 


Main Office and Factory: 
2045 East 6!st St., Cleveland 3, Ohio 


THE 





Builders of Cost Reducing Threading Equipment since 1893 
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Let's Have Some “New Fashioned” Selling... 


Here I AM IN A NEW ROLE— 
and, gee, it feels good. I sure am 
indebted to Domestic ENGINEER- 
1nG for the opportunity they 
have given me to discuss selling 
with you. 

It’s the one spot in our indus- 
try that warrants a lot of doing, 
more so now than ever. In fact, 
many business leaders claim a 
sales renaissance, a movement 
for new-fashioned selling, that 
carries force, persuasion and con- 
viction, is the crying need of our 
times. And the nice part of this 
selling business is the fun and 
profit that is always present, pro- 
viding, of course, we have the 
right attitude and a genuine de- 
sire to serve mankind. 

In some ways, this business of 
selling is like being in show busi- 
ness—we have to move fast, hit 
hard, and have a new act going 
on all the time. 

Let’s get this one point clear at 
the outset—people haven't 
changed much, if any, in their 
basic makeup. The same funda- 
mental motivations that stirred 
people to action 50, 100 or 1000 
years ago are still being born into 
every infant that comes into this 
world. 


Times Change, But Not Man 
Let’s illustrate that. Mankind’s 
desire to survive and to live is 
just as strong today as it ever 
was—no change there. But the 
things he does to accomplish that 
survival keep changing. In fact, 
the pace of change is breathtak- 
ing. Take the last few years—we 


enrich our foods with vitamins; 
we pasteurize our milk, we make 
extensive use of antibiotics, and 
why do we do it? 

The answer is simple—to sur- 
vive. In many parts of the world, 
notably our own country, man- 
kind has learned the benefits of 
cleanliness. Enormous quanti- 
ties of soap are used; also untold 
millions of gallons of water, a lot 
of plumbing fixtures, and related 
products. Certainly no one uses 
these things to keep the soap 
manufacturers or the plumbing 
people in business. We use them 
to feel better, look better, and 
live longer. 

The important point to remem- 
ber is that these desires were in- 
herent in our forefathers’ make- 
uv—but, of course, they didn’t 
know about soap, detergents, 


Meet “Bergie”’ 


Beginning this month, we wel- 
come Hal Bergdahl to the pages of 
DomeEsTIc ENGINEERING. As many of 
our readers know, Mr. Bergdahl is 
manager of dealer sales for Crane 
Co. in Chicago. 

In this series, “Bergie” will chat 
about timely subjects of interest to 
plumbing and heating contractors 
all over the country. In this first 
article, he presents his views on 
selling in today’s economy. Next 
month’s article will discuss the 
business climate for 1954. 

Prior to his years of experience 
and service in the plumbing indus- 
try, Mr. Bergdahl taught classes in 
salesmanship at the University of 
Illinois. He’s a member of the Sales 
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MINUTES WITH BERGIE! 


bathtubs, or pure water as we 
know them today. 

So let’s let this rest by saying 
that there has been no change in 
basic motivations, but there has 
been a great change in the meth- 
ods of achieving these basic 
motivations. 

Here’s a true story that might 
help illustrate the point. Back at 
the turn of the century, in 1900 
to be exact, the Architects of 
America had a competition for 
designing a model home. The 
winner was a fellow in Grand 
Rapids. Mich. 

His design was described as 
beautiful, modern and efficient, 
and in all probability, it was all of 
that and more. To this very dav, 
the same words—beautiful, mod- 
ern and efficient—are used to 
describe a modern home. 

But, oh what a change has 
come about in the home since 

(Please turn to center of page 208) 





Executives Club of Chicago and al- 
so of the National Sales Executives 
Club. Active in civic affairs, “Ber- 
gie” is presently serving as chair- 
man of the speakers bureau for the 
Chicago March of Dimes Program. 
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JENKINS PRACTICAL PIPING LAYOUTS 


How to plan an INDUSTRIAL 
WASTE TREATMENT SYSTEM 


In many areas, stringent codes have been drawn up to 
regulate the types and condition of waste which may be 
discharged into streams and rivers, in order to conserve 
existing water supply sources. 


Industrial discharges usually require chemical treatment, 


DOMESTIC ENGINEERING 
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Diagram by Huxley Madeheim, Consulting Engineer 
COPYRIGHT, 1953 — JENKINS BROS. 





LIQUID LEVEL 
CONTROLLER~. 
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and one of the most common problems encountered is os 
the neutralization of acid waste. In the system shown eee’ 
here, lime is used as the neutralizing agent. The waste 
normally flows to a digester which allows for settlement 
of solids and serves as a storage center. Flow from the 
digester to the treatment tank is regulated by a liquid 
level controller. 
The treatment tank is equipped with an agitator which 
mixes the waste with the lime slurry to provide a neutral 
solution. The proportion of lime to be added is determined 
by a recording pH regulator, which operates the control 
valve on the slurry line and admits the required amount 
of slurry for neutralization. The slurry is made by admit- 
ting quicklime and water to the lime slurry mixer, which 
is equipped with an agitator. Emergency lines for direct ‘a> so” 
baad a , 3 pia. a oe INST LiQUID LEVEL 
discharge bypassing the treatment system are indicated WW conTROLER 
in the diagram. Cc 
Consultation with accredited piping engineers and con- a Pad 
tractors is recommended when planning any major piping a 
j 7s. 
stallé TR 
installation. TREATMENT gf CONTROL LINE 
TANKS. _ 
‘ xe a 2 
Va af ; 
CONTROL 7 § 
E35 LINE 4 
t§ “¢ EFFLUENT 
iS 
oy: ®. LiouID ' dp Ny DISCHARGE 
oe DIGESTER-7 LEVEL f 
ot > CONTROLS 
we EMERGENCY x Ff 
aoe Code |Quan.| Fig. No. Jenkins Valve Service 
e 
INoUSTRuA” = oa A 2 62-U Bronze Gate a 
cS a 
WASTE FOR r ar : Float 7 wer 
Ry Control Manual 
TREATMENT a ? B 1 106-A Bronze Globe By-Pass Waser Sucole 
ey L a C ] 2 | 100) Alltron Gate | pul of Control Lime 
—— — + 
” : D 1 81 All Iron Globe mg: te aay tom By-Pass 
(Ss Shyt off Float Control | 
: K E | 2 | 100 = All tron Gate onus Tank Feed 
a Control Manual By-Pas: 
y Seite es 81 All tron Globe] Fore By-Pass | 
J DISCHARGE onan G 1 100 All Iron Gate | Effluent Discharge 
A PKS eee 
VALVE RECOMMENDATIONS $ ge WA All bon Gate | Lime Slorry Supply Tonk 
Details of other Jenkins Valves, to suit ee wi 
varying conditions, available on request. J 1 81 All lron Gate | Treatment Tank Drain 
Emer ency Waste eel 
¥ 4 100 All Iron Gate Dischoree 
L 4 100s All Iron Gate | Shut off Waste Lines 
To simplify planning, to save time, to get all the advan- we ie 81 All lron Globe| Digester Drain 




















tages of Jenkins specialized valve engineering experience, 










select all the valves you need from the complete Jenkins SOLD ‘ | 
line. It’s your best assurance of lowest cost in the long THROUGH 

run. Jenkins Bros., 100 Park Ave., New York 17. LEADING 
Complete description and enlarged diagram of this layout INDUSTRIAL ay ni gaa 4 
free on request. Includes additional detailed information. DISTRIBUTORS s" 


Simply ask for Piping Layout No, 70. 
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Donen Try 


EVERYWHERE ,. 
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FIG. 4963 
CONVERTIBLE for 


Shallow or Deep Wells 





Because of its vertical con- 
struction, pump can be used 





FIG. 6700 SUBMERSIBLE 
for Deep Wells 


over or offset from the well. 
Easily converted Occupies minimum floor 
without the use of 


special tools. 


Deming-engineered and 
space. Construction fea- 


tures assure quiet opera- 
tion. Capacities up to 2450 
gallons per hour. Write for 
Bulletin 4960. 


Deming-Built. Quiet opera- 
tion, Easy to install. Requires 
no pump house. Made of cor- 
rosion-resistant materials. 
Water-cooled and water-lubri- 
cated, Many other features. 
Capacities up to 1500 gals. per 
hour. Write for Bulletin 6700. 

















* Ligger Lime * (biggte Sales iggte trogila 
for every Deming Distributor and Dealer 


Deming backs you up with a complete line of pumps and water systems 
to meet all needs . . . high standards of pump engineering and manufac- 
turing . . . advertising and sales promotional helps .. . and a friendly, 
man-to-man kind of relationship that stimulates teamwork. You'll sell 





more and profit more when you sell the Deming Line. 


THE DEMING COMPANY 
513 BROADWAY + SALEM, OHIO 
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PRODUCT NEWS from AmERIcAN-Standard 


A review of products in the news and important sales points worth remembering 





HEATRIM PANELS are the modern way of providing 
comfortable, even, convected warmth throughout 
an entire room. They are specifically designed for 
forced-circulation hot water heating. Taking the 
place of conventional wood baseboards, Heatrim 
panels save floor space, leave walls unbroken, per- 
mit greater latitude in decorating. They can be 
installed against existing walls or recessed to the 
depth of the plaster. Perfect for use under picture 
windows, they are also much in demand for such 
premium-space installations as hospitals, hotels, 
motels and offices. 
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BEAUTIFUL BATHROOM FIXTURES by American- 
Standard now are available in another distinctive 
color—Platinum Gray. Harmonizing perfectly 
with virtually any decorative scheme, Platinum 
Gray is one color almost everyone can agree on. 
The addition of this new color gives you another 
sales-winning feature to add to the many other 
customer-pleasing advantages of fixtures by 
American-Standard. American-Standard also of- 
fers six other popular colors and white. All colors 
are true and permanent. They will not dull or fade. 




















Ask Your Wholesale Distributor 
for Complete Details 


The above products are just two of the many recent addi- 
tions to the broad American-Standard line. Your distribu- 


American-$tardard tor will be glad to give up-to-the-minute information. 
Remember, American-Standard offers everything you'll 

need to sell today’s growing modernization market—top 

* quality products, sound merchandising ideas, éxtensive 


advertising. 


American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 
Serving home and industry; NMERICAN-STANDARD - AMERICAN BLOWER - CHURCH SEATS & WALL TILE - DETROIT CONTROLS - NEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 





































A $40,000 kiTcHEN BUSINESS that snowballed 
from an “accident” has convinced Benjamin E. 
Labov and Sons, of Atlantic City (N.J.), that 
the profit potential in kitchen sales is too often 
overlooked. 

Labov, for example, has had 30 years experi- 
ence in the plumbing and heating business. But 
it was only five years ago that his company “stum- 
bled” onto a lucrative new field in kitchens. 

The profitable accident resulted from the firm’s 
expansion into new warehousing facilities, which 
left unused space in their original location. Labov 
converted the area into a showroom for kitchen 
displays merely to use up the space. 

Nowadays, Labov shakes his head and recalls: 
“We didn’t have the merchandising of kitchens in 
mind then. We just felt a display would take 
up that extra room so we added a few kitchens 
and a line of nationally advertised appliances.” 





The Snowball Begins Rolling 


Labov smiles at the recollection. “If we knew 
then,” he says, “what we know now, you can be 
sure we would have had a kitchen display years 
ago. It added prestige as well as sales, and now 
we’re planning even larger display quarters.” 

Labov’s original “sales” tactics were as casual 


A STOPPER: This handsome showroom has helped Labov and Sons, At- 
lantic City, prove that there’s a profit in selling kitchens. Grouping together 
related items into a model room enables the customer to visualize how 
similar kitchen equipment would look when installed in her own home. 


Getting started in kitchens was an accident, 
says New Jersey contractor. But the increase 


in business - up $40,000 - is on purpose... 
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“ pte Kitchens 


(| 


SEEIN' IS BELIEVIN' 


Labov uses a slide film viewer to 
permit his customers to see colored 
illustrations of his previous jobs. 


as his entry into the kitchen business. He merely 
told building contractors that his firm was now 
able to handle kitchens—that began the snowball. 
Builders immediately turned over much of 
their kitchen business to Labov because it elim- 
inated separate supervision of the kitchen work. 
They also found the new showroom helpful in 
selecting appliances used in the kitchens. 


Upgrading Now Possible 


Visiting the showroom stimulated many build- 
ers to upgrade kitchen facilities and arrange the 
kitchen more conveniently. They often brought 
home buyers to the showroom to help them de- 
cide the type of layout desired in their kitchens. 
The display sold many housewives because of 
“extras” designed especially to attract women. 
Lazy susans and food waste disposers, for ex- 
ample, convinced many housewives of the ad- 
vantages of the completely modern kitchen. 

Labov also says that customers were quick 
to notice plumbing and heating products in the 
display room. This often resulted in further up- 
graded sales to the homeowners. 

Labov decided that if all these sales could re- 
sult from a casual announcement, then even 
greater business would come from aggressive 
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PLAN A MINUTE 


Customers can visualize the layout 
of their own kitchen with the aid 
of Labov’s scale model kitchen kit. 


merchandising—and the snowball grew further. 

The first step in merchandising kitchens was 
to establish Labov and Sons as a complete kitchen 
specialist organization. Labov contracted for the 
entire job from the wallpaper to the floor cov- 
ering, sub-contracting all work other than the 
plumbing installations. 

Labov’s sons, Milton and Irving, undertook the 
job of selling the kitchen package jobs to both 
builders and home owners. 

The pair was quick to realize the importance of 
visual sales aids. The showroom itself includes an 
attractive display of a complete kitchen. Supple- 
menting the full-scale display is a slide film viewer 
showing colored illustrations of previous Labov 
installations. This helps acquaint the prospects 
with the quality of Labov’s work and also prompts 
ideas for their own kitchens. 

In addition, Milton and Irving use a minature 
model kit to show their prospects how a kitchen 
can be laid out to best fit the housewife’s needs. 


Customers Plan Their Own Kitchens 

“Both builders and home purchasers,” Labov 
says, “enjoy seeing the slides and working out 
their own kitchen layouts. Some builders erecting 
homes decide to offer different kitchen layouts to 


...a $40,000 Accident! 


THE ‘EXTRAS’ HELP 


Labor saving devices, such as a food 
waste disposer, are set up for dem- 
onstration and often clinch the sale. 
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PLUMBING-HEATING, TOO 

Store traffic, which increased with 
the kitchen line addition, has also 
boosted plumbing and heating sales. 


attract prospective buyers. In the case of custom- 
built homes or remodeling jobs, the customer her- 
self makes changes to her liking.” 

Five years of quality kitchen service is now 
bringing additional work through the recom- 
mendations of satisfied customers. The Labovs 
also are contacting past customers for whom they 
have done plumbing and heating work to promote 
their relatively new kitcheri service. 


There'll Be No More "Accidents" 


Those are the methods used to make the snow- 
ball grow from a snap idea to fill space to $40,000 
a year plus—business. But the Labov’s intend 
to keep that snowball rolling—and they’re not 
trusting to “accidents” to maintain the growth of 
their surprising venture. 

A well-planned campaign is underway to pro- 
mote Labov kitchens throughout the New Jersey 
area. Labov says, “Because we feel there is so 
much kitchen work available, we are now turning 
to newspaper advertising and raido spot commer- 
cials for this part of our operations.” 

Labov adds: “From zero business in kitchens to 
$40,000 in five years is quite a gain, particularly 
since kitchens were more-or-less a sideline to us. 
But from now on, it’s no longer a sideline. gnp 














I'M A DRY LAND PLUMBER NOW ... continued 





rhenian Sea—an appendage of 
the Mediterranean—and arcing 
Salerno Bay spread out like a 
picture postcard. I counted 15, 
perhaps 18 chutes from the three 
B-17s ditched from our flight of 
six. Far to the south, toward our 
Tunisian base, the battle was in 
full fury, with the Germans in 
pursuit and knocking down one 
plane after another. It was a mas- 
sacre. 

I strained to pick out our 
chutes, to spot Parsons, Mayber- 
ry and the others. But they had 
drifted far to the south and were 
merely anonymous specks 
against the cloudless sky. One 
ordeal was behind me. But below 
was another, far more terrifying 
and infinitely more terrible... . 
Six months before, they’d handed 
me the keys to the stalwart B-17, 
told me to pick a crew and ferry 
her to England. That was in Feb., 
1943; the place, Hemet, Califor- 
nia. By July the crew was a solid, 
precision team. On that 10-hour 
ferry from Newfoundland to 
Ayr, Scotland, Meyberry, our 
good-natured but deadly serious 
navigator from Pittsburgh, 
proved his stuff. Big Jeff—as 
we'd christened her—roared out 
of Gander in a flight of 25 B-17s; 
a sight I’ll never forget. Six 
hours of the ten we fought 
through a peasoup fog, terrible 
stuff that cost us two of the flight. 
But Mayberry got us there, and 
guided us blind onto the Ayr air- 
strip. 


Next Stop Casablanca, 
Then on to Tunis 
We didn’t tarry long in Scot- 
land. Eight days later we headed 
for Casablanca, then on to Tu- 
nisia and to a base southeast of 
Tunis. We joined the 20th Bomb 
Squadron, 2nd Bomb Group, 
which ranged the Mediterranean 
and its fringes from North Africa. 
The crew worked like beavers 
under the punishing North Afri- 


can sun, stripping Big Jeff of her 
de-icers, and installing brand 
new engines. 

Early in August, just a week 
after Mussolini’s fall and only a 
few months since von Arnim had 
surrendered his Africa Corps, we 
roared off the strip, a green-to- 
combat crew heading for our first 
mission. The target was Rome’s 
marshalling yards north of town. 
We went in boldly in broad day- 
light, dropped our twelve 500- 
pounders and headed for home. 
It was routine enough. There 
was some flak, but not much in- 
terception. 


Nine Years Jammed 
Into Six Minutes 

Three days later we went up 
again, this time to plaster Mar- 
seilles. The target was a German 
ammo dump and we were loaded 
with a hundred “frag” bombs, 
anti-personnel] stuff. But things 
went haywire. The first wave 
over stirred up so much dust we 
couldn’t see the target, so we 
circled, waiting for things to 
clear. It was a six-minute loop 
but it seemed like 9-years what 
with flak screaming up at us. 
Finally, we made our drop and 
headed home. The roundtrip had 
been a nerve-wracking 8-hours, 
and a big, 200-plane sortie. 

Then came the fatal Aug. 19th 
mission—our third. And our last. 

This time the target was to be 
the power plant at Foggia, just 
across the Italian boot from Sa- 
lerno. Two waves of 100 B-17s 
were to go in on the six-hour 
roundtripper. 

That damned third mission was 
a sour-ball from beginning to 
end. The briefing officer made no 
bones about it. Intelligence re- 
ported 350-400 single and twin- 
engined fighters newly moved up 
to defend the Italian boot, now 
firmly in German hands since the 
Italian surrender. They were 
concentrated at airstrips around 
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Salerno. That was bad enough, 
because ours was to be a daylight 
run. But then the brass came up 
with a corker. A change of tac- 
tics. The 18 P-38s, outnumbered 
20 to one, which were to fly 
cover, were going to escort us to 
the IP (initial point) about four 
miles from the target. Then they 
were going to desert and try 
some low-level strafing. 

“You'll have to get home alone 
as best you can,” the officer said 
nenchalantly. 

Our flight crews were mad as 
hornets, and plenty scared. Why 
the brass risked terrible losses 
just to get in ground strafing baf- 
fled us. The mission was doomed 
from the start. For, despite the 
B-17’s armament, it was no 
match for sleek-winged ME-202s 
and ME-109s. 

Dawn of that fateful Aug. 19th, 
we swallowed a hurried break- 
fast at 4 a.m., received our last- 
minute briefing and got airborne. 
Big Jeff was in the first wave, 
flying 4th position behind the 
leader in a six-bomber flight. 

The P-38s chaperoned us to the 
IP, then deserted. We homed on 
the target, brushed through 
heavy flak, dropped our stuff 
dead-center of the power plant 
and started home across the 
Mediterranean, without fighter 
escort. 


All Hell Broke Loose 


Then, suddenly, all hell un- 
leashed. It began with a cluster 
of swarming black specks streak- 
ing toward us from Salerno. As 
they approached, the Germans 
spread out, six, eight—a dozen— 
fighters to a bomber and opened 
up. They knocked us down like 
ducks in a carnival shooting 
gallery. It was murder. 

And then we abandoned Big 
Jeff .. . For me, the ditching 
was only beginning. Far worst 
ordeals awaited me in Mediter- 
ranean. 

As I hung there in the shrouds, 
watching the water come up, I 

(Please turn to top of page 162) 
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i AVES. ONEY THREE WAYS: 
1s ———$—$—$ Get more information today about Taco’s increas- 
_ "|" ae te EXTRA CAP ACITY ingly popular circulators. New users are enthusiastic 
a 1%"—149" ) aise Reece for today's modern smeii «because Taco is the BIG-VALUE of our industry. 
1 diant heating job Is, con- 
ig ae) ie pas poor See me cot aaa Better Beating — Better with Taco 
g LESS AND MORE 
FLEXIBLE INVENTORY 
Interchangeable flanges mean one cir- 
f cular plus four sets of flanges (34”, 
i"; 1%,” or 144”) equals four sizes 
7 of circulators in stock. {as __ 
I | 
A CIN CH 70 § ERVIC f TACO HEATERS, Incorporated 
All you need is an open end wrench, 137 South St. + Providence 3, R. |. 
screw driver and allen set screw 
wrench. 
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TOLEDO 


POWER DRIVE 











BETTER... 
STRONGER... 
MORE. POWERFUL... 


for operating 
hand pipe threaders, 
cutters, reamers 


@ Fast... rugged... efficient... 
saves time and muscle! 

@ Light weight... aluminum 
housing ... easy to carry about! 

© Capacity—'%"’ to 2”’ pipe, %’’ ro 1142’ bolts; 
with universal drive shaft, geared die stocks 
and cutters up to 12’’. 


Converts hand tools to power—in your shop or 
on the job anywhere! Toledo-engineered to give 
you finest performance . . . advanced features 
throughout! Can be mounted on bench or serv- 
ice truck or furnished with set of legs and tool 
tray as accessories. 

See it... try it! Write for new catalog. Order 
through your supply house. The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 1310. 


+ 
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(Continued from bottom of page 160) 

saw Big Jeff gliding in giddy, tightening circles. 
She circled three times low over the water, as if 
her auto-pilot were human. Then, a hundred feet 
above the bay, she slipped over on her back and 
exploded. In a flash it was all over. Big Jeff 
simply disintegrated, consumed by her own heavy 
gas supply. 

I felt sick, but not so sick that I failed to hear 
the ominous roar of engines off toward the south. 
Suddenly a couple of homecoming ME-109s 
headed my way, their ugly gun-choked noses 
dead-centered on my suspended body. 

“Don’t—don’t—!”, I screamed, my pleadings 
ridiculous above the thunderous onrush of those 
black scavengers. I clutched the shrouds, trying 
to maneuver out of the way. In a second they 
were past—not 50 feet from me, so close I could 
see one of the pilots, a sarcastic grin across his 
crooked mouth. They kept going—toward Sa- 
lerno. 

Then, but a thousand feet above the water, I 
remembered my GI shoes. I doubled over, yanked 
off first one then the other, tied their laces, and 
hung them around my neck. I loosened my belt, 
uncoupled the chute straps and hung by one hand. 
Swiftly now I hurtled toward the sea. A second 
later I was in the Mediterranean. 

I released the harness, abandoned the chute and 
inflated my Mae West. Breathless from hitting 
the water, my throat corroded by salt water, I 
tried to get my bearings. To the east rose the 
mountains of Italy, perhaps 20, maybe 30 miles 
away. To the west, south and north was nothing 
—save water. Strangely, even the skies were de- 
serted. As I lifted an arm to swim, I glanced at 
my waterproof Hack watch. It was 12:50, just 
past high noon. 

As I swam, my waterlogged GI shoes nearly 
strangled me. I slipped them from around my 
neck and watched as they sank into the choppy, 
blue waters. I wiggled out of my water-soaked 
flight pants, keeping only my undershorts and the 
waterproofed escape kit, with its knife, candy 
bars, matches and a flare. 

Then I began swimming. 

I was alone, abandoned to the churning waters. 
I headed shoreward, hoping to escape capture, fig- 
uring to beach and make my way to a rendezvous 
where, as the briefing officer had announced, a PT 
boat would attempt to pick up any survivors. 

Every few minutes during those first hours— 
and there were many more to come—I stopped, 
treaded water and yelled. I screamed until sea 
water swelled my throat shut, until I became dizzy 
and nauseous. But never once was there so much 
as an answer, neither human nor from the occa- 
sional sea fowl skimming the waves. 

I pressed forward, forcing one arm ahead of the 
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other, forcing my feet to move and contribute | 
their power. It seemed as if I’d swum for hours, 
sircles. but when I again looked at my watch it was only 
r, as if mid-afternoon, and the shore appeared no closer. 
= ~ The merciless sun burnt my face and shoulders les os 
cK an black, until they were ridged with blisters. The ae aes 
g Jeff hot flush of sunburn was like a fire kindled just ; TO L & 9 o 
heavy under the skin. Only once did I rest, for shore | 
was off there ahead somewhere and I knew I had 5 ® a , e 
o hear to make it—or die in the attempt. That one pause 
south, cost me my food supply, for just as I tore open the a e & fe C ee 
E-109s escape kit, a wave drenched it, and ruined the os 
noses candy, matches and flare. 
As night settled over the Mediterranean, I was 
adings still going. Swimming had become automatic. I 
those was numb, cold, almost hysterical and only half- 
trying conscious. I’d been in the water eight hours. 
1 they I wanted to sleep. I wanted to sink and be done 
could with it. Overpowering fatigue, worsened by the 
ss his mission, enveloped me. But every time I dozed, 
d Sa- I sank like a rock. Sputtering, I’d surface, cough 
and keep going. 
ater, I All night long a strange phosphorescence played 
anked around me. And off in the blackness I occasionally 
s, and heard a heavy slap, as some huge fish surfaced. 
7 belt, Sometime during the night a Very pistol flared 
hand, the horizon. A submarine, I thought. Maybe one 
econd of ours trying to find survivors. But more likely 
it was German. At that moment, near collapse, 
te and I would have welcomed capture. But the sub, if 
itting that’s what it was, was miles away. 
ter, I Dawn found me still alive, still swimming. But 
e the I was dazed and nearly drowned. It had been 18 
miles hours since my luckless Mediterranean immer- 
thing sion. Here’s the wrench for rug: 
re de- Then suddenly, as half-deliriously I rolled with ged duty—and hard tough 
5 : ' work—backed by our wncon- 
ed at a stroke, I saw a sail on the horizon! My heart- iitienal quaraned Gia 
, just pounding, my spirits rising, I stopped joyously in you are fully protected against 
(Please turn to top of page 167) expense if the wrench housing 
early or hook breaks or distorts—we 
dim will replace it Free. 
: You'll like the easy-action nut 
Oppy, and single spring that assure quicker 
oaked easier setting of jaws ... improved 
id the handle design that increases strength 
sandy and provides better hand-grip. Built 
for easy handling . .. long life! Com- 
plete range of sizes—6’’to 48”’. Write 
for new catalog. Order through your 
aters. supply house. The Toledo Pipe 
e, fig- | Threading Machine Co., Toledo, 
zvOUS | Ohio. New York Office: 165 Broad- 
a PT | way, Room 1310. 
«rN 
x . ae es 
urs— | a8 \ 7 
pped, | RELY ON THE LEADER... all thé way?" 
il sea : a 
= TOLEDOe 
much | y Ww 
com | PIPE TOOLS .. . POWER PIPE MACHINES 
f the “Shecks! The one in the ad had a purty woman in it!” | on POWER DRIVES 
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THE BEST 
DRAIN 


Series No. 410-F Roof Drain 
with Flooding Water Dam 
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Series No. 6040 Floor Drain 
with Trap, Sediment Bucket 
ond Floor Cleanout 





FOR YOUR 
\EED 








Series No. 0100 Roadway 
ond Bridge Drains 








Series No. 6800 
Garage Drain for Interception 
of Oil and Gasoline 





ISA 


Series No. 4110 
Roof Drain with 
Removable Mushroom Dome 








Series No. 5440 
Non-Clog Floor Drain with 
Removable Sediment Bucket 





JOSAM 
DRAIN 


Series No. 3610 
Leveleze Floor Drain 
with Adjustoble Top 








Series No. 380-J Floor Drain 
with Adjustable Strainer 
ond Backwater Valve 
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Today, more than ever, the best product of any type to meet your need 

is the one that handles the condition quickly, dependably, without waste 

of your time and within cost requirements. In the plumbing drainage field, 


that product is a Josam Drain. Regardless of the drainage requirement, 
there is a Josam Drain to meet that need exactly...quickly...dependably. 


You don’t waste time wondering which drain to use. Josam's 40 years 
of specialized experience go to work for you selecting the right drain 
for the purpose—a drain so engineered that it will install faster, perform 
better, last longer—yet cost you no more than the ordinary drains. 


Why take chances when it’s to your advantage to use Josam? Send cou- 
pon for free new Josam Catalog ““K’’—208 pages of handy information. 


JOSAM MANUFACTURING COMPANY JOSAM MANUFA 


DEPT. 0. E. * MICHIGAN CITY, INDIANA 
Please send free copy of CATALOG “K" 
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Series No. 0700-B 
Swimming Pool 
Recirculating Supply 
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SEY 4 ely 
eaters are cashing i on 


This entirely new Youngstown Kitchens 
promotion material is loaded with ACTION! 


Sink Special Promotion to new highs in kitchen profits. @ NEW transparent window poster. Entirely different . . . attractive... 
loaded with wallop to bring them in. 








Gét it in your windows! Get it on your floor! Get in step with the 
thousands of dealers riding Youngstown Kitchens’ giant 66” Cabinet 











* oi > 
Take a regular $189.95* sink value. @ NEW colorful sink display card. Gala, colorful . . . designed to zero in 
Offer customers more than $50.00 off! for the sale. 
Back the Special with heavy promotion and the most selling ‘and best @ NEW 2-col. ad mat plus 3-col. mat of art elements for preparing your 
B known name in kitchens... S own ad. Add fuel to this red-hot promotion . . . pile up prospects galore. 
i} : @ Radio scripts... 1 minute each, excellent for radio and for use on television, 
ply ...and no wonder they're buying! as well 
Main question is:—“Are you aboard?” @ Colorful, full-size broadsides are also offered—ask your distributor 
If by any chance you haven't acted—why not phone your distributor right 
eg am. | now and get at least one of these 66” Specials on your floor. 
ANY Don’t miss out on this sales-making, trafficemaking special. \SVUO EP Bes) Ee See: 5 
1 Mullins Manufacturing Corporation 
1 Dept. DE-154, Warren, Onie 
| 


Please have my distributor contact me about the new 66” Cabinet Sink Promotion 


ol 
Colif. ®: 4 pate BL 
f ; ary TONE 


tanede MULLINS MANUFACTURING CORPORATION ¢ WARREN, OHIO oon _ iin 
4 Werld’s Largest Makers of Stee! Kitchens ial 
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MASTER 

STANDARD MODEL 
MODEL 2A-700 
1A-25 


Veteran oil burner servicemen call General Fuel 
Oil Filters “the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service “call-backs” are eliminated, 
too, since the General 1A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 





OUTLET AND INLET 
AT TOP OF UNIT 






INNER MESH SCREEN 


CORE PROVIDES 
SECONDARY FILTER 











ALL-WOOL FELT 
FILTER TRAPS 
FINEST PARTICLES 
@ Finest filtration 


@ Easily replaced all-wool cartridge. 


@ Clogged fuel lines eliminated. Remember —Plugged 


Compact insta fi t heating dollars! 
° > anny fo See CLEAN RIGHT Soot Remever 
mov y r 
@ Double protection filter design. . 7 —— Pr. ba 4 
General Filters Are Underwriters’ Laboratories Approved " safely and Rood as ye 
Made for Genera’ ce ee 






Filters, Inc. 
cuemaceues GENERAL ‘si Filmes °*°3on0s0,uysh a 


Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 


“The Customer Is Always Right” 


‘\)/iusmire 


Water Heater! 





WHEN HE CHOOSES A 


rf 
/ | e4 . for the customer who chooses the WIL- bs 
ry IRE Automatic Water Heater there is no mistake c ; 
. he is right on all counts . .. for this fine product 





will live up to every estimate he has made in his 
GUARANTEE choice of water heaters. It is tailor-made to their 


So sure are we of he. super- 


job done by wit- order ... efficiency and economy of operation ... 


Suis” specialists that wit- 
SHIRE Heaters are backed 


(prorated)’ factory "guaran: instant response to required capacity .. . durable, 
tees most gener- 
oor 1s ins esenby. long-lasting with trouble-free dependability, Tak- 


ing these points together with 
a rn modern stream-line beauty, what 
more could one ask for? 
ealer CORPORATION AVAILABLE in 20, 30, 40, 50, 55, 
55HR, 75HT, 75, 75HR, 100 and 100HR 
133 PALMER AVE., COMPTON, CALIF. gallon capacities. 


r}- 




















— 





anuary, 1954 


id 


STER 
IDEL 
-700 








b}- 














Janua ry, 1954 


(Continued from center of page 163) 
mid-stroke, treaded water and shouted. But the 
sail had mysteriously disappeared. 

I churned out of the water, bolt upright and 
paddled slowly in a circle. Then I saw the sail 
.... the dark, protruding dorsal of a giant shark! 
The fin crested fully three feet above the surface 
—or so it seemed, and not more than a hundred 
feet away. 

Terrified, I reached for my escape gear and 
rummaged for its heavy, 3-bladed jackknife. I 
opened the biggest blade, clutched the knife and 


waited. But nothing happened. The monster shark 


halted, too. 

Frantically, the knife clutched between my 
teeth, I struck out for shore. Furtively, I glanced 
behind me. The sail on my bleak and water- 
logged horizon was following, no closer, no more 
distant than before. 

An hour passed. Then as I looked up from a 
stroke, as had become habit during my pursuit, 
there suddenly appeared two sails! Another shark 
had joined the first. Terrified, I clutched the knife 
harder. Just then a wave smacked me full in the 
face. My arm slipped, twisted, and the blade 
bored into my thigh. It was a superficial wound, 
but blood was coloring the water. Horrified, I 
recalled a hundred stories how blood maddened 
even the smallest sharks to frenzied killers, I 
tried to stop the blood, but it continued flowing. 
And all the while, the sea was growing pink-hued 
around my nearly naked body. But the sharks, 
perhaps because of the Mediterranean upbringing, 
took no heed. 

The precision cadence of those two black sails 
was both terrifying and marvelous. Spaced per- 
haps 15 feet apart, and never closer nor farther 


(Please turn to top of page 168) 
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“He doesn’t say or do anything, but it’s still the 
nastiest kind of competitor's trick I’ve seen!” 
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© FASY TO MAINTAIN 
e EASY TO CLEAN and 5 & 


© EASY To INSTALL when 
Zi CHAIR CARRIERS 


are specified 











Three of the many 


features that make a 
PLUMB-EASY JOB 


cnec 


FULL UNOBSTRUCTED FLOW THROUGH 
DESIGNED FOR 





FIXED BOLTS AND PRECISION LOCATED FACE- 
PLATE SLOTS INSURE ABSOLUTE SEAL WITH 
UNOBSTRUCTED FLOW WITH MAXIMUM VER- 
TICAL ADJUSTMENT 


=» =@=CLIP TO LETTERHEAD ~~" "= 


Gentlemen: 

Please send your 88 page Catalog 
with complete specifications and 
illustrations. 
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(Continued from center of page 167) 
from me than a hundred feet, they zigged and 
zagged in perfect unison. They were as precisely 
aligned as two locomotives moving abreast down 
parallel tracks. If I turned toward the north, they 
swung north. If I stopped, they stopped. Their 
movements were paced to mine. 

For hours that became days, I swam with un- 
relenting determination. Never did I stop for 
breath, never for relaxation. And always those 
silent, great sails trailed behind. 

Suddenly, toward noon, my 24th hour in the 
sea, I heard the unmistakable drone of an air- 
plane. I stopped, treaded, and bobbed up and 
down, trying to hold myself as high out of water 
as possible. A mile to the south, and not 20 ft 
above the waves, hovered a 3 engined seaplane. 
And it was headed in my direction. I waved and 


| screamed, vaulting and bobbing in the water. The 


| roar of engines beat against the waves, until the 


water tingled with vibration. The plane was so 
close now that I could see its insignia—the Brit- 
ishers’ huge bulls-eye. With a shattering roar the 
plane passed directly over me, almost at fingertip 


| level. Its slip-stream lashed up waves, swamping 


me, choking my frenzied shouting. But unseeing, 


| it roared off, and beyond my limited horizon. 


Sick at heart and exhausted, I cried piteously. 
My last hope was a distant drone. I was done for. 

Then, unconsciously glancing behind, I saw that 
the sails were gone. The plane had sent the sharks 
packing. 

Now it was 3 p.m., 27 hours since abandoning 
Big Jeff. Twenty-seven hours of misery and suf- 


| fering. My heart pounded like a clubbed fist. My 


legs refused to move. But I kept stroking, though 
feebly. I was slowly dying from exhaustion. 
Every immersion of my face in the brine was a 
searing hurt where the ruptured blisters were 
festered and inflammed, and my eyes were nearly 
swelled shut. But ahead loomed shore, now larger 


_ and blacker against the sea. 





Toward dusk, 7 p.m. by my watch, I made out 
lights through the hazy mist. But I knew I could 
go no farther. My feet, like concrete posts, pulled 
me down. My arms were dead things, and weak 
as rubber. Suddenly my feet sank . sank .. 
and I went under. And then I soumthad paieething 
hard and slippery and solid. I couldn’t believe 
it .... not land, not solid ground after 31 hours! 

A half-hour later I staggered ashore. I don’t 
know what happened after that. Except that I 
came to in an Italian fisherman’s house and a 
great blur of a woman was forcing egg-nogs down 
my swollen throat. When I told them I was Amer- 
ican, they understood, and the crowded room 
echoed friendliness. 

But the joy was short-lived. Minutes later a 


(Please turn to top of page 171) 
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id suf- On November 4, 1953, the Institute wrote to 688 plumb- Every master plumber knows sound reasons for this 
st. My ing inspectors in cities scattered all over the U. S. These overwhelming preference. Not only does cast iron soil 
though officers were asked about their preference in materials pipe resist the damage of settling, moisture and root 
n. for house sewers, running from house to street, or from penetration, but its lead-caulked joints and its fittings 
was a house to septic tank. take the rigors of rodding without dam- 
; were Of the 261 inspectors who replied, age. Leading rhaster plumbers feel that 
; sgl “rated: USE PERMANENT CLA SE a OIE 
nearly 244 said that for mechanical strength, their responsibility to customers in- 
larger root-proofness and permanence, they CAST IRON SOIL PIPE = cludes the recommendation of highest 
prefer Cast Iron Soil Pipe and Fittings. AND FITTINGS quality materials from vent to street. 
de out That’s the opinion of men whose job is That’s why so many of them urge the 
could to safeguard public health. use of cast iron soil pipe and fittings. 
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PORTABLE Holding “/ray 


TRIPOD VISES 


Now available with a new 
and better Chain Vise or 
the long-jaw Yoke Vise 


Reed Folding Tray Tripods are well 
known for their work-saving solidity and 
the ease with which they can be carried, 
set up or taken down. 


The Chain Vise Model is easy and 
convenient to use because the handle is at 
the side where you can turn it easily and 
——_ #3 ; naturally. The chain drops into position 

ae) y even on 4” pipe. You never have to hold 

| 















it with one hand while you tighten with 
the other. Hardened vise jaws have three 
faces for triple life. 


Improved Chain Vise features a The Yoke Vise Model features the 
convenient side handle which patented Reed long-bearing alloy steel jaws 
ends fumbling or skinned knuck- which provide a “wrench” action . . . so 





les. Capacity from Ys’ to 4” that a slight handle pressure holds any pipe 
makes it ideal for construction or from 1/" to 21/,""._ Reversible lower jaws, 
maintenance work. Special features to end lost motion. 


Patented folding tray locks legs solidly to end spring 
and recoil. Tripod folds compactly for convenient, 
one-hand carrying. Sets up or takes down easily. 


f 


Ask your jobber or write for free literature. 
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For full profit 
in your future valve business, 
stock the full pattern Tanner line: 
Precision made and triple tested, Tanner valves 
are full flow, full pattern, and priced 
to sell, Write for new catalog. 


"She Seat of the Elite - in Values” 
ANNER VALVES 






TANNER MFG. COMPANY ERIE, PA., u.s.a. 
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~ (Continued from bottom of page 168) 
German sentry burst into the room... and I was 
taken prisoner ... . but I was alive! 

I spent the rest of the war in Stalagluft III, 80 
miles southeast of Berlin. 

But I’ll never forget those 31 terrible hours in 
the Mediterranean. 

Nowadays, when it comes to figuring a marine 
plumbing installation, I leave it to the boys who 
like salt water. Me? Haven’t been near the stuff 
since repatriation. I’m leaving salt water strictly 
to the mermaids. END 


Appliance Shakedown Predicted 


DISTRIBUTORS SHOULD STRENGTHEN their dealer 
organizations and pick out one good outlet rather 
than retain three mediocre ones when they start 
their franchising program. John F,. McDaniel, vice 
president of marketing for Hotpoint told that to 
900 distributors and distributor salesmen, attend- 
ing the first national distributor convention of 
Hotpoint Co. in Chicago last month. 

McDaniel predicted that 1954 will bring a gen- 
eral shakedown in the industry. Many dealers will 
turn to handling single lines of appliances, which 
should help control some of the growing pains of 
the industry, he asserted. 

Elaborating on this idea, McDaniel went on to 
say that every dealer is concerned about low gross 
margins and has an earnest desire to make a 
satisfactory profit. ‘““We’re confident that a dealer 
who actively promotes a single outstanding major 
appliance line will realize greater profits and 
greater margins and here’s why: 

1. He will receive the full merchandising sup- 
port of the manufacturer and distributor he 
represents. 

2. He’ll be able to realize more turnover per 
dollar invested—better inventory control and 
of course, better discounts as a result of car- 
load buying. 

3. He’ll identify his store as a headquarters for 
one line, and in that way, a dealer can take 
advantage of local tie-ins with advertising, 
television and radio. 

4. One major appliance franchise means better 
trained salesmen. It’s far easier for a retail 
salesman to learn one product line thor- 
oughly than just part of many lines. 

5. Greater advertising impact will result in 
single line merchandising. A dealer with 
many lines finds its necessary to split his ad- 
vertising dollar so thin that small postage 
stamp advertising results.” 

McDaniel went on to say that other advantages 

a single line dealer can reap include more cus- 
tomer confidence, reduction in delivery and serv- 
ice costs, lower operating costs, more business per 
customer and greater profits. END 
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Be prepared for those 


EMERGENCY | 


Leader in the field for nearly 40 Years 


we” LIQUID is absolutely guaranteed 


"BOILER 
" LEAKS 
oe 
Use it wherever you find Sand Holes, Poor 


Threads, Split Nipples, Cracked Castings. 
Stock up now...get it from your Wholesaler 


“X"' Pipe Cut Oil, 
“X" Pipejoin, “X” Rustoff 


*X” LABORATORIES, INC. 


25 WEST 45th STREET, NEW YORK 36, N. Y. 


Other Famous “X” Products: 
“Xx” Flush, 






















































(Continued from page 108) 
builder has put in for us, give 
him confidence in the firm. He 
knows he will be buying those 
other items one of these days, so 
he’s glad to order them from us.” 

Bundas sells a disposer and 
dishwasher in about 20 percent 
of cases where they are not al- 
ready specified, and often adds 
cabinets and appliances as well. 
Occasionally, one of these home- 
owners has Bundas install a com- 
plete custom kitchen. 

Another item easy to trade up 
in size and quality is the auto- 
matic water heater. Specifica- 
tions usually call for a heater 
that will be barely sufficient, and 
may be made too small by the ad- 
dition of a dishwasher or a sec- 
ond bathroom. Trading from a 
40-gal. tank to a 50, and from an 
acceptable quality heater to a 
10-year model, are changes that 
appeal to practical-minded men. 
Their wives are usually most en- 
thusiastic over the switch to 
tinted bathroom fixtures or a 
glass shower door. 

In all, plus sales to homeown- 
ers who make this visit run from 





SPECTACULAR is the word for Joe 


How One Contractor Beats The Price Squeeze 


$50 to $500, sometimes higher, 
according to Bundas. He esti- 
mates that two-thirds of the own- 
ers on his jobs come in to the 
showroom, and only a small frac- 
tion of these make no improve- 
ments at all. 

A significant point about these 
plus sales, Bundas points out, is 
that they carry more profit per 
dollar than the installation con- 
tract, because the fair profit isn’t 
sliced away by competitive bid- 
ding. 

“That doesn’t mean that it pays 
to take a job at a price so low 
you'll just break even,” Bundas 
says, “merely in order to make 
an additional sale at a fair profit. 
Many owners don’t come in. 
Some do visit but don’t buy. The 
new home job has to include a 
profit in itself.” 


Store Has Other Functions 
Trading up on new home jobs 
isn’t the only function of the 
Bundas showroom, It’s also a 
major aid in the firm’s efforts to 
get repair and modernization 
business. Bundas had a display 
of fixtures and appliances when 


Bundas’ modern store in Cleveland. 


he started his business at an- 
other location in 1934, when 
many contractors were still sell- 
ing from catalogs. He has in- 
creased display facilities steadily 
as his business has improved. He 
moved from a large store next 
door into the current brick-and- 
glass showroom in 1951. 


They Want to Touch It 

“There is a world of good 
reasons for having a complete 
display,” Bundas says, “but the 
basic one is that it helps you sell. 
When a man goes to buy a car, 
he sits down in it, feels the wheel 
in his hand, drives it, and the 
showrooms are as nice as the cars 
in them. When a woman shops at 
the supermarket, she tends to 
buy things packaged in glass or 
cellophane, because she can see 
what she’s getting. You may in- 
stall a water heater in some dark 
basement where the customer 
will never look at it, but he wants 
to see it and touch it when he 
buys it.” 

With this in mind, Bundas has 
at least one sample of almost ev- 
erything he carries displayed on 
the floor. The 26 water heaters 
include one or more of each of 
the ten makes handled, and also 
include a variety of sizes, guar- 
antee terms and fuel types. Bath- 
room layouts show a variety of 
designs, colors, fittings. Two com- 
plete model kitchens show differ- 


ent fixtures and appliances. 


Just Looking Around, But... 
By changing displays regular- 
ly, Bundas keeps the ‘showroom 
interesting to the people who 
pass regularly. Movable illumi- 
nated partitions which create al- 
coves along the side walls help 
make any arrangement attrac- 
tive. A good many of the show- 
room visitors are in “just looking 
around,” but they think of this 
firm first when they need a con- 


tractor. 
The bathroom and _ kitchen 


layouts, Bundas adds, often plant 


the seeds for eventual moderni- 
zation sales. END 
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Hi. is oa, to Snstall the 


...and 
PROFITABLE TOO! 


ASTER PLUMBERS have not only 


learned how easy it is to install 
SHERWOOD No. 86-A Anti-Syphon 








| 


Ball Cocks, but the profit end has 
more than proven itself. For the 
SHERWOOD Ball Cock works as a 
perfect entree to more and possibly greater 
profits through additional jobs. 
This is all due to the fact that the SHERWOOD 
No. 86-A is a top-notch quality product in itself 
. thoroughly efficient, long-lasting and de- 
pendable. It safeguards against the possibility 
of back syphonage, against the waste of water, 
as well as assures trouble-free operation. More- 
over it operates on any city water pressure... 
a mighty good item to carry. 




















=<=SHERWOOD BRASS WORKS 


6331 E. JEFFERSON a DETROIT 7, MICHIGAN 
’ 
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Featuring the New Model WA 


Pre-Assembled and Wired 
BOILER-BURNER UNIT 


Here’s everything you need to make quick, profitable hot water heating 
installations! New Model WA oil-fired boiler-burner unit — completely as- 
sembled and wired for quick, easy installation—is available in two popular 
sizes. The G/A Model WA unit is compact. . . requiring only 3 square feet 
of floor space. It is economical... to install and operate. Like all General 
Automatic Products, the Model WA boiler-burner is quality built. All parts are 
readily accessible for easy maintenance, and constructed to ASME code. 
Shipped complete with circulator, flow valve and controls, assembled and wired. 






















e+e PACKAGED FOR PROFITS WITH 


HOT WATER 


LE RADIATION 

G/A Floorlevel Baseboard Radiation with all-metal back and snap- 
on all metal front panel and trim pieces. No screws or drilling necessary! 
Suspenion brackets snap into place without screws or fasteners, slip on in 
seconds. Installations are quick, easy and accurate! 









TYPE R-6 
HI-CAPACITY 
ELEMENT 






TYPE T-5, 
STANDARD 
ELEMENT 


MAIL THIS COUPON TODAY! 
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GENERAL AUTOMATIC PRODUCTS CORP. 


2300 Sinclair Lane, Baltimore 13, Md. I XN I | 4 ANF 
| would like ike . 


( ) Details on your specially priced Boiler-Burner Floorlevel Package, 


f 
| (_ ) Your representative to call y WO H 7 7 Wh C 





NAME 





ADDRESS 
CITY STATE 
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GENERAL AUTOMATIC PRODUCTS CORP 


2300 Sinclair Lane © Baltimore 13. Md 
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Diagram of typical Char-Gole “Gole-Aire” 
Ceiling Diffuser Installation. 
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Proper registers are essential to the 
proper operation of small pipe sys- 
tems. Char-Gale’s complete selection 
makes it easy for you to choose 








A circular outward thrust imparted to 
the air entering the register box, pro- 
duces a partial vacuum in the center 
of the cylinder. Room air is drawn up 
into the box and blended with the 
heated air to provide a gentle, effec- 
tive warming action. 


exactly the right register for every 
situation. 








“GALE-AIRE” CEILING DIFFUSER 
Newest Char-Gale register, the ‘‘Gale- 
Aire” Ceiling Diffuser is designed to 
provide effective air tempering and dis- 
tribution. The unit includes a cylindrical 
box, fitting ring, foam rubber gasket, 
and register. 











“GALE-AIRE” SIDEWALL REGISTER 





The “‘Gale-Aire” Sidewall Register 
distributes air evenly in all direc- 





“GALE-AIRE” 
BASEBOARD REGISTER 
Including all the features 
of the Sidewall Register, 
the ‘‘Gale-Aire’’ Angle 
Baseboard Register is de- 
signed especially for older homes. It is 
installed through a floor opening, with 

no wall cuts needed. 





tions along the wall. Adjustable, it 
permits complete balancing at the 
registers. Complete with register, 
box and a foam rubber gasket. 




















INDOOR COMFORT 





Remember: 


Char-Gale provides everything from plenum to 
register in the ‘‘Gale-Aire’”’ System. Also a com- 








“GALE-AIRE” FLOOR DIFFUSER 


Answers the need for an inexpensive meth- 
od of distributing air along outside walls. 
Vanes set at proper angles to achieve a 
fan-shaped diffusion pattern. 





plete line of registers and fittings for your con- 
ventional installations. 


Contact your jobber or write us direct 


CHAR-GAL 


MANUFACTURING 
COMPANY 


























NEW 





Appliance Products 





(For plumbing and heating products, turn to page 62) 


Mobile Dishwasher 

A new mobile dishwasher intro- 
duced by Hotpoint can also be used 
as a fixed unit if desired. Casters 
can be removed and plumbing con- 











nected if fixed operation is desired. 
The unit is equipped with drain and 
water supply hoses when used as a 
portable unit. The washer has a 
dual detergent dispenser and re- 
versible sliding racks. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Clothes Dryer 

A new clothes dryer that also will 
sprinkle dry clothes for ironing has 
been announced by General Elec- 





tric. The dryer features a lint trap 
with a double filter designed to re- 
move 98 percent of lint without 
outside venting. A conditioner dial 
can be set for high or low temper- 


atures. A third setting allows the 
dryer to operate without heat for 
sprinkling or fluffing. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 


Food Waste Disposer 

A new food waste disposer de- 
signed to fit most existing kitchens 
has been announced by Westing- 
house. The 30-lb unit features 
aluminum alloy construction and 
can be fitted into wall drain outlets 
only 7% in. below the underside of 
the sink. The motor housing can be 
rotated to any degree. The unit 
can be used for continuous load or 





single load operation and has a 
manually operated switch to re- 
verse the grinding operation. 


Manufacturer: Westinghouse 
Electric Corp., Appliance Div., 
Mansfield, Ohio. 


Food Waste Disposer 

A new food waste disposer is 
suspended in a rubber buffer ring 
for quieter operation. The unit 
cover is designed against leaking 
and acts as a safeguard because 
the motor will not start until the 
cover is in position. A rotating 
disc with short, quiet impeller arms 
is designed to pulverize waste. 
Pump action of the disposer forces 
water and refuse out through traps 
and drains with a swirling action 
to prevent clogging. 





Manufacturer: American Kitch- 
ens Div., Avco Mfg. Corp., Con- 
nersville, Ind. 


Built-in Range and Oven 

New, built in, electric range and 
oven units designed especially for 
the modernization market have 
been announced by Stiglitz. The 
two and four-burner surface cook- 
ing units of the range can be in- 
stalled in any multiple. The four- 
burner unit has two eight-in. burn- 
ers of 2,100 watts and two six-in. 
burners of 1,500 watts. The oven 
is built to recess into the top of a 
standard 24-in. steel or wood cabi- 
net that has had the top drawer re- 
moved. Another oven model will 

(Please turn to top of page 179) 





Viking Conditioner Will Cool 500 Square Feet 


A new window-type room air 
conditioner introduced by Viking is 
designed to cool 500 sq ft of living 
area. Air flow direction is adjust- 
able through plastic sectional lou- 
vers. Each louver section can be 
lifted up and angled down against 
an inside edge for access to filters. 
The 3% hp conditioner fits windows 
28 to 48 in. wide. The plastic es- 
cutcheon plate is edge-lighted for 
control adjustment at night without 
external lighting. 
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_ Manufacturer: Viking Air Con- 
ditioning Div., The National Radi- 
ator Co., 5601 Walworth Ave., 
Cleveland 2. 
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perfectly 


Look at ALL these advantages: 


(1) Available tailored to meet your every 
requirement: 
© Satin Finish or Brass 
® Regular Bonnet or Lock Shield 
@ Key or Wheel Handle 
© Lengths from 6” to 36” 
@ Connections either I.P. or Copper 
©@ Sizes 2” or 3,” 
(2) Kirkhill Non-rotating Seat Washer 
for long life 


(3) Flange is Notched for Wall Screws 
(4) Individually Boxed 


STERLING FAUCET CO. 


MORGANTOWN, WEST VIRGINIA 
Established 1907 


1S THERE AN 
Ww D r in your neighborhood? 


“MD” Stands for “MODERNIZATION DRIVE’’! 
Today, Master Plumbers are selling MODERNIZATION 
because they find it is a money-making operation! Sug- 
gest Modernization when you make your calls—iT PAYS! 
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Summer and Winter 


Ni 
bs 
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SSF 


FROST-FREE 
Lawn Faucet 


(S-990 SERIES) 


Vi 






Just tell your customers this new Lawn 
Faucet will NEVER FREEZE UP and they'll 
want one! What's more, installation is 


EASY and PROFITABLE! 


THESE STERLING LAWN FAUCETS 
have been 
“RE-designed to Please and 
Priced to Sell!’ 









No. $-90 
Y,'' Heavy Angle 
Pattern 
Wheel Handle 


Y," Heavy Angle 
Pattern 
Lock Shield 
Wheel Handle 


Above available through 
your wholesaler 
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BRONZE GEARS, BUSHINGS AND BEARINGS POSSESS 
LONGEVITY UNDER CONSTANT USAGE 


Heavy duty machinery, which requires rugged mechan- 
Toe] It=Yate Ul gel ala-Mal-14-1+-1h ich (-s-Melal-Maeli-ieh mi palehiclalel Paw aalian 
must perform for extended periods of time under 






severe strains. 

The use of bronze under these conditions is a must. 
Ola ana olaclar4-meae Laie ol-Ma cele lao Mial-MUlalelie le] Maelanl olalehivela 
of plasticity, durability, strength and wear resistance 





required. 
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R. LAVIN & SONS, INC. 


e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloys 
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Appliance Products 


(Continued from page 176) 
recess into a wall space 24 in. wide 
by 25% in. high. Both oven models 
have an automatic timer, thermo- 
stat with signal lights, interior 


BURNER 
ELECTRIC UNIT, 


lights and removable racks. Insula- 
tion is of glass fiber. Surface units 
and ovens are offered in porcelain 
enamel in a choice of colors, or in 
stainless steel and copper. 
Manufacturer: The Stiglitz Corp., 
2007 Portland, Louisville 3, Ky. 


Window-type Conditioner 
Coolerator has introduced a new 
window-type room air conditioner 
designed for windows as small as 
24 in. wide. The unit features front 
and rear venting only, allowing 
flush side hanging of draperies. A 
thermostat and other controls are 
at the front. Cooled air is sent to 


the ceiling by a high velocity dis- 
charge, to mix with warm air. The 
filter is designed for easy cleaning 
and replacement. Models are avail- 
able with 14, 4%, % and one hp. 
Manufacturer: Coolerator Co., 
128 W. First St., Duluth 1, Minn. 


Food Waste Disposer 
A new food waste disposer de- 
signed for maximum safety and in- 


stallation ease has been announced 
by General Electric. The disposer 
has a built-in switch that allows 
operation only when the shredding 
compartment is covered by the 
sink-stopper control locked in the 
“on” position. The unit can be in- 
stalled in 90 percent of existing 
sinks without alteration of drain 
connections. 

Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 


Refrigerator 

Westinghouse has introduced a 

new automatic defrosting refrig- 

erator designed for maximum stor- 

age space and operating ease. 
spe ayes ne 





Shelves built into the door are to 
store eggs and smaller items. The 
unit has an electric door-operating 
mechanism that activates by a 
slight touch on a plate that replaces 
a conventional door handle. A meat 
keeper can store 18 lbs and a low 
temperature chiller is provided for 
beverages. 
Manufacturer: 
Electric Corp., 
Mansfield, Ohio. 


Westinghouse 
Appliance Div., 


Window-type Conditioner 

A new window-type room air 
conditioner introduced by Perfec- 
tion cools, heats and ventilates. The 
unit features a thermostat for au- 


14 
Y, 


} 
} 


tomatic climate control and ad- 
justable grilles. The conditioner 
cools and reduces humidity. The 
unit is available in 42, %4 and 1 hp. 

Manufacturer: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 


Upright Freezer 

A new upright freezer with 665 
lbs of food storage space has been 
announced by Amana. The 19 cu ft 
unit features vertical food holders 
that store packages like a vending 
machine. As the bottom package is 
removed the others drop into po- 
sition. The holders are adjustable 
for packages of varying sizes. 


Manufacturer: Amana Refrig- 
eration Inc., Amana, Iowa. 
(Please turn to top of page 180) 





Cooling, Heating Conditioner Introduced by Hotpoint 


A new window-type air con- 
ditioner introduced by Hotpoint 
provides heating during cool 
weather, as well as its cooling func- 
tion. The unit features pushbutton 
controls for cooling, circulation, 
heating and high and low blower 
speeds. The conditioner is available 
in 14 models of %, % and one hp 
capacities. Fresh air and exhaust 
controls are on top, inside the filter 
access door. The unit can cool 55 
sq ft of room space. Standard 
models have rotary switches and 
deluxe models have the heating 
unit already installed. 
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Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 














Appliance Products 


(Continued from page 179) 
Window-type Conditioner 


A new window-type room air 
conditioner announced by Kelvi- 
nator features push button and 
thermostat controls, and heating in 
two deluxe models. The unit is 
available in 4%, %4, 1 and 14 hp ca- 
pacities. Fan speed of all models has 
been slowed for quieter operation, 
without sacrificing circulation ca- 
pacity. A newly-designed slinger 
ring is used to assure quick elimi- 
nation of condensation. The con- 








ditioner is designed to cool and 
ventilate from 300 to 900 sq ft of 
floor space. Simple mountings, put 
into place from inside a room, make 
installation easy. The conditioner 
is designed for double-hung or 
steel casement windows and for 
through-wall use. The 34, 1 and 
1% hp models have the push but- 
ton and thermostat controls and 
the %4 and 1 hp models have heat- 
ing elements for cooler days be- 
tween seasons. 

Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 14250 Ply- 
mouth Rd., Detroit 32. 


Refrigerator-Freezer 

A new combination refrigerator- 
freezer introduced by Coolerator 
has 6% cu ft of freezer space and 
5.6 cu ft for regular food storage. 
The two-door model has the freezer 
space at the bottom. The upper 





compartment has an automatic de- 
frost. The unit has adjustable 
shelves and a roll-out basket for 
bulky articles. Two shelves . are 
built into each door. 
Manufacturer: Coolerator Co., 


128 W. First St., Duluth 1, Minn. 





Window-type Conditioner 


Quiet Kool has introduced a new 
window-type room air conditioner 
designed for installation in smaller 





windows. The unit is 24 by 20 by 
15% in. and projects 12% in. inside 
the room and 7% in. outside. The 
conditioner is available in two 
series in 44, %, % and 1 hp. 

Manufacturer: Quiet Kool Corp., 
47 Oliver St., Newark 5, N. J. 


Window-type Conditioner 

A new window-type room air 
conditioner with electro-magnetic 
push-button controls has been in- 
troduced by Fresh’nd-Aire. Air 
control baffles also are adjusted by 
buttons designed to synchronize 
operation of the units. The unit is 
offered in %, 3%4 and 1-ton models. 

Manufacturer: Fresh’nd-Aire 





Co., Div. of Cory Corp., 221 N. La 
Salle St., Chicago 1. END 





Obituaries 


Carl E. Ander- 
son, 60, chairman 
of the board of 
the Leighton Sup- 
ply Co, Fort 
Dodge, Iowa, died 
recently. Mr. An- 
derson was a past 
president of the 
Central Supply 
Association, hav- 
ing headed that 


C. E. Anderson 


organization during 1946-47. He was 


with the Leighton plumbing and 
heating wholesale firm since 1918 and 
became president in 1945. He assumed 
the board chairmanship in May, 1953. 
He is survived ,by his widow, four 
daughters and three sons. 


Walter F. Knebusch, vice president 
in charge of manufacturing for The 
F, E. Myers & Bro. Co., Ashland, 
Ohio, died recently. Mr. Knebusch 
joined Myers last January. He was a 
member and past chairman of the 
general membership and seminar 
committees of the American Manage- 
ment Assn., a past member of Nation- 
al Metal Trades, executive committee 
of the works management group of 
the Cleveland Chamber of Commerce, 
and Associated Industries of Cleve- 
land. He is survived by his widow, 
four sons and two daughters. 


Chester M. Adams, 47, general 
sales manager of Bridgeport Brass 
Co., Bridgeport, Conn., died recently. 
He was with the Bridegport firm for 
31 years. Mr. Adams was past master 
of Washington Masonic lodge and 
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president of the Bridgeport plant 
senate and Quarter Century Club. 


Lucien C. Mitchell, 74, former presi- 
dent, treasurer and general manager 
of J. B. Wise, Inc., Watertown, N. Y., 
manufacturer of plumbing supplies, 
died recently. Mr. Mitchell resigned 
as head of the firm in 1946 after 47 
years with the company. His widow 
and a son survive. 


Lucius B. Searle, 63, executive vice 
president of the Sunbeam Heating & 
Air Conditioning Co., Chicago, died 
recently in Clearwater, Fla. He was 
an executive of Sunbeam for more 
than 30 years. He is survived by a 
daughter. 


Walter Schaffer, 77, who retired in 
1929 after 20 years in the wholesale 
plumbing and heating business in 
western New York, died recently in 
Buffalo, N. Y. He was assistant mana- 
ger of the Crane Co. in Rochester, 
N. Y, when he retired. 


Archer H., Mann, 78, former secre- 
tary of the Master Plumbers Assn. 
of Niagara Falls, Ont., died recently. 
Mr. Mann formerly operated the A. H. 
Mann plumbing firm in Niagara Falls. 
He retired in 1950. 


Frank J. Bieschke, 76, a master 
plumber in Chicago for 38 years, died 
recently at his Arlington Heights, III., 
home. He retired in 1945. He is sur- 
vived by his widow, a son, a daughter 
and a brother. END 
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THERE'S ONLY ONE Cowacue 


‘3UO WASTE 


$ 
ye. © CANADA 


SANITARY 
WALL 


Controls and guides, inde- 
pendently, drain flow of 
each compartment and food 
waste directly to wall outlet. 
Self scouring! Free flowing! 
No back-up! No odor! It's 


the “DUO" Sanit Wall! : 
glee ts designed, and 


made solely by 7Z#kLedt MFG. C0. 


The Genuine DUO” Waste construction features are the 
results of pioneering in sanitary design for the plumbing 
industry. Today, as in the past, we take pride in the fact 
that the “DUO” is accepted as the standard of perfor- 
mance by Master Plumbers from coast to coast. 

This contribution to the welfare of home owners is daily 
appreciated by them in the vast number of genuine 
“DUO” installations—for two compartment sink fixtures 
and food waste disposers. 

There’s only one Genuine "DUO" Waste! Look for the 
exclusive Sanitary Wall—it's your guide to good plumbing 
installations. 








TWO COMPARTMENT SINK 
FIXTURES 

ore made completely sanitary 
with the Genuine “DUO” Waste 
on the job. A style for every need. 


BS 


FOOD WASTE DISPOSER 


Manufecturers approve the gen- 
vine “DUO” Sanitary Wall for the 


| successful operation of their units. 
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“Better Housing Specifications” tells the “DUO” Storv! 
Write for your copy today. 
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SYMMONS SAFETYMIX because 


SAFETYMIR 


Symmons SAFETYMIX shower valves keep shower 
temperature constant, even with pressure fluctua- 
tions vp to 85',. With SAFETYMIX there are no 
sudd ;...or chills. When either hot or cold 
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water fails, flow automatically shuts down. 
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Write for catalog and prices 
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From head to toe, Pemco’s quality 





































catches your eye (and your customers!). 
Nothing flimsy about this 

heater. Stands soundly designed 
and solidly on 3 pressed steel legs, 
which are welded to the bottom 

pan and snugly bolted to the 

tank skirt. To prevent any 

possible loss of heat 

through the legs, we puta 4" 
fibre washer on the bolt. Plenty of 
space underneath the heater for 
cleaning, too. Table top models 
have no legs at all! Black 

steel base all the way around, 
with nary a dust catcher. 


7 


/ 
/ 


PEMCO QUALITY PAYS 
OFF FOR YOU! Tank of 
heavy duty, copper bear- 
ing steel, hot dip galva- 
nized for long life. Sur- 
face mounted thermostat 
gives positive control, 
efficient, economical op- 
eration. Pemco baffle 
prevents mixing of hot 
water with incoming cold 
water. Of course... it’s 
electric! 
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PHILADELPHIA ELECTRICAL 


a Mec. CO. 


1200 N. 31st Street, Philadelphia 21, Pa. 
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Oi Burner Servicing 


(Continued from bottom of page 87) 

the space between the teeth as they unmesh, or 
separate, at the point of contact. As the gears 
revolve between the close fitting stationary parts, 
the oil is held within these spaces, and is carried 
over to the discharge side of the housing. The 
action of the gears in coming together (meshing) 
forces the oil out of the spaces. Because there is 
no other place to go the oil is forced out of the 
pump through the discharge port, into the pres- 
sure-regulating mechanism. 

Fig. 4 (p. 87) shows another gear pump, the in- 
ternal-gear type. The outer gear has its teeth on its 
inner side, which mesh with the teeth of the 
smaller internal gear during part of the revolu- 
tion. There is a crescent shaped opening between 
the gears during part of the travel. A divider 
(usually called the crescent) fills this space, form- 
ing one of the stationary walls for the oil carrying 
gear spaces. In certain pumps the shaft drives the 
inner gear; in others the outer. A feature of this 
type is a longer contact between the gears as they 
rotate. Gear pumps are lubricated by the fuel oil 
passing through them. 

Oil burner pumps carry much more oil than is 
required by the nozzle. All oil not delivered to 
the nozzle is bypassed out of the pressure zone, 
either back to the pump inlet, or to the supply 
tank. While they are very effective oil movers and 
pressure builders, it is not practicable to build 
them to pump oil at very low rates. At standard 
shaft speed of 1725 rpm a gear pump may handle 
15 to 25 gph, while it may be required to deliver 
oil to the nozzle at 1 to 2 gph. White this might 
seem wasteful of power, it may be noted that the 
total power requirement of the average domestic 
gun type burner is ¥% hp or less. 


Shaft Leakage Minimized 


In earlier years the most vulnerable part of an 
oil burner pump was at the shaft. Leakage could 
always occur at the point where the moving shaft 
entered the housing. Stuffing boxes were used to 
seal in the oil at this point. This kind of gland was 
troublesome and if not frequently serviced, its 
leakage would become a nuisance, in fact, a fire 
hazard. Servicemen would sometimes draw up on 
the adjustment too much, increasing the load on 
the motor; in many cases causing it to burn out. 

Present day pumps for domestic fuels have 
metal-to-metal seals at the shaft. This has proved 
to be the ideal method of maintaining a leak- 
free shaft gland, and has contributed much to the 
safe automatic operation of domestic burners. The 
metal surfaces are machined to fit each other 
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perfectly at all points of contact. One member is 
solid, the other flexible. The flexible part is held 
snugly against the solid part by a spring. Flex- 
ibility is provided in some pumps by a metal bel- 
lows; in others by a resilient diaphragm of metal, 
or an oil resistant plastic such as neoprene. These 
surfaces remain in constant light contact whether 
the pump is operating or not, and the fuel oil itself 
is the lubricant for surfaces. 

Domestic oil burning requires that the fuel be 
sprayed at a constant rate. Variations would cause 
changes in the fire size, which might under differ- 
ing conditions result in objectionable noise, odor 
or smoke, or low efficiency. In the high pressure 
atomizing burner the spray rate is kept constant 
by maintaining a constant pressure at the nozzle. 
A pressure regulating valve does this job. 


How Smooth Pressures Are Maintained 

There are three accepted mechanisms capable 
of maintaining the smooth pressures necessary; 
the piston, the bellows, and the diaphragm. The 
last mentioned is found to a limited extent on 
modern burners, though it was used quite ex- 
tensively in earlier times. The present day use 
of the piston and the bellows for this purpose is 
about evenly divided. 

The operating principle of all three devices is 
practically the same. It makes use of the excess 
oil delivered by the pump. The oil is delivered by 
the pump into the closed chamber of the valve 
and presses against the moving member, one of the 
three mechanisms, held in the closed position by a 

(Please turn to top of page 184) 
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Fig. 8 illustrates a typical ignition system for high pres- 
sure burners. At top is a side view, with a top view 
shown below. Aim of the system is to place as much 
spark heat as possible close to the spray point without 
fouling the electrodes with oil or carbon. The following 
dimensions at the spark gap can be followed safely with 
most burners: (A) 1/16 in. forward of nozzle face for wide 
spray (80), ¥ in. forward for 60 deg, and 3/16 in. forward 
for 45 deg. (B) Gap width, % in. minimum and % in. 
maximum. (C) Height of gap above nozzle, 1% in. to 5% in. 
































Oil Burner Servicing 


(Continued from bottom of page 183) 


spring. Oil pressure builds up to a point at which 
the spring tension is overcome, causing the reg- 
ulating device to lift. This action opens a port in 
the valve, allowing some of the oil to be recir- 
culated, either to the pump inlet or back to the 
supply tank. The process of bypassing the ex- 
cess oil in this manner maintains a balance be- 
tween the oil pressure and the spring tension. 

Fig. 5 (p. 87) is a simplification of the principle 
as found in the diaphragm type regulator. Oil is 
discharged by the pump into a chamber beneath 
the diaphragm, causing it to be bulged upward, 
opening the bypass orifice to a point at which all 
oil not required by the nozzle is discharged into 
the bypass system. 

The diaphragm itself could be easily lifted by 
the oil flow; therefore, there would not be much 
pressure developed in the valve chamber. In 
order to secure the 100 lbs pressure needed for 
good fuel atomizing a spring is placed against the 
off-side of the diaphragm, so that oil pressure 
must build up to a higher point in order to move it. 

For the purpose of placing control of pressure 
in the hands of the serviceman, the tension of the 
spring is made variable by means of an adjusting 
screw against its upper end. It is possible to con- 
trol the size of the fire, within limits, by turning 
this screw. For practical purposes the oil pressure 
should not be adjusted below 80 psi or above 135 
psi. In the lower range, the oil spray is likely to be 
coarser, less easily ignited and burned. Too high 
a pressure might increase the load on the burner 
motor beyond its limits. This rule should be fol- 
lowed with any type oil pressure regulator. 
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“I’ve come to fix that old tub in the kitchen!” 
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Note in the same illustration a similar dia- 
phragm valve. This is the cut-off valve, which 
shuts off the oil to the nozzle when the pressure 
drops at the end of an operation. Its operating 
principle and adjustment are similar to the reg- 
ulator. Spring tension on the cut-off valve is set 
lower than that of the regulator to assure positive 
opening at each start. 

Fuel cut-off is an important element in the safety 
of the automatic domestic oil burner. In the high 
pressure burner it can be very positive because of 
the strong springs which can be used to close the 
valve when the burner stops. 

In former times, a separate cut-off valve was 
used on many burners. With diaphragm regulat- 
ors, this is still done, but with piston and bellows 
type regulators it has become the practice to in- 
corporate the cut-off function into the regulator, 
because of the greater movement possible with 
these mechanisms. 

Diaphragm type valves are generally dry-side; 
that is, the off-side of the diaphragm is “vented” 
to the atmosphere, or to a closed chamber hous- 
ing the regulating screw. If vented to the atmos- 
phere, a ruptured regulating diaphragm would 
leak oil into the furnace room. If the off-side is of 
the closed type, leakage would cause the pressure 
to equalize on both sides, preventing the dia- 
phragm from opening to discharge the excess oil. 
High pressure would be built up in the valve 
chamber and at the pump discharge. 


How Fuel Cut-off Is Accomplished 

The piston type valve for pressure regulation 
and fuel cut-off is illustrated in Fig. 6 (p. 87). A 
metal piston is free to move against spring tension 
in a perfectly fitting cylinder. As oil pressure from 
the pump lifts the piston, a bypass port is opened, 
allowing the excess oil to be bypassed. 

Note that there is a vent-passage between the 
off-side of the piston and the bypass tube. This 
construction is necessary with this type regulator 
because of the small but constant leakage of oil 
between the piston and the cylinder wall. If the 
off-side were not connected in some way with the 
bypass there would be rapid equalization of pres- 
sures on both sides of the piston. This would pre- 
vent the valve from lifting, and excessive pressure 
would be built up in the pump and valve cham- 
bers, because the oil could not leave the chamber 
as fast as it is pumped in. 

In this valve the cut-off mechanism is attached 
to the piston. When the burner is not running the 
regulating spring presses this needle point down 
into its seat at the nozzle port, preventing oil flow 
to the nozzle. 

Another type of cut-off is widely used. This con- 

(Please turn to top of page 187) 
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Now you can satisfy the needs of all water heater 
lator, 
‘ prospects, regardless of the fuel they use. The outstand- 
with VALUE — QUALITY — FAIRBANKS ing line of Sands water heaters now includes electric 
cod co synony- as well as gas-fired models. The same proven depend- 
: : . ability — from installation to daily service makes your 
side: Saas tt coos - iy! be ag selling and installing job easier — increases your profit! 
ited” ogressive valve de- | 
velopment and field service dependability. | Sands automatic gas storage / a 
10US- P P ty water heaters are made in 20, 30, 
mos- The 0260—300 pound Bronze Gate Valve—is a | 40, and 50 gallon capacities with ==, Seg, 
ould cppical valve, a typical value | Sandie veer suarmises They i 
is of tures that assure high recovery | 
sate - | and operating efficiency, 
> | 1 
ite. | The new Sands electric storage 
: | water heaters have the highly effi- 
s oil. cient HEAT BELT clamp-on type 
valve & heating elements, mica insulated 
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ARMSTRONG “One Trip” Traps 


Pelee ‘ 
for AIR VENTING 

WHEN you use an Armstrong No. 21 
Ball Float Air Trap to vent a hot water 
heating or supply system, you make 
only one trip — to install it. It works 
from the start — and keeps right on 
working for a long, long time. 


Hardened chrome steel valve! Stain- 
less steel float, lever and valve seat! 
Direct lever action. No dirt problems. 


This is a top quality guaranteed air 
vent that saves time, trouble and money. 
Send for BULLETIN No. 2062 today. 


ARMSTRONG MACHINE WORKS 
844 Maple Street © Three Rivers, Michigan 


Manufacturers of the well known ARMSTRONG STEAM TRAP 


Keep YOUR Eye 


.On Banaras 
od fod ROL ON Ee 
The Most Valuable Tools in the 


Plumber's Kit! This is true through the fact 
that plumbing primarily is based on piping 
and its services. And pipe-fitting necessitates 
pipe-cutting. And that is where GENUINE 
BARNES, with its 3 thin sharp cutter wheels, 
expertly heat treated to cut wrought, steel 
or cast iron pipe plays up strong... a big 
contribution to your profits in the Plumbing 











Game. 


THE BARNES TOOL CO., INC. 
NEW HAVEN 6, CONN. 















ORDER YOUR 
BARNES TODAY 








what you WANT in 


| Complete Line © Top Performance » Prefits 


It's MODERN today—for softeners 
z that SELL! Because MODERN gives 
be j you ... a@ complete line, finest 
. | quality materials and construction, 
exclusive features, dependable 
performance, profitable prices. 
Check MODERN—and see! 





— \ © Triple-duty minerals—te soften, 
remove iron, filter out sediment. 





ec lete li stomatic elec- galvanized inside and ovt. 
tric, single control, brine tank, Attractive, clean-lined designs — 
and dry salt models. handsomely finished in white 


© Domestic sizes from 30,000 to 4 
100,000 grains capacity. Com- ° Liberal 10-year written warranty. 


mercial sizes to 1,000,000 grains. « Every unit priced for profits. 


Also o complete tine of automatic electric water heaters 


January, 1954 





Write for MODERN WATER EQUIPMENT CO. 


Details and Prices Dept. DE, West Chicago, Illinois 





WATER SOFTENERS ¢ FILTERS + WATER HEATERS 





4 








FREE SERVICE FOR 
Manu facturers ” Representatives 








MANUFACTURERS’ AGENTS REGISTER NOW! 


on advantage of Domestic Engineering Maga- 
zine’s free service for your benefit. This service will 
keep you posted on lines suitable for you as they be- 
come available in your territory. Frequently, this gives 
you the inside track toward getting those desirable, 
non-conflicting lines that will make you real money. 
For years, Domestic Engineering has maintained aclear- 
ing house of information to bring the manufacturer and 
the representative together for their mutual benefit. 
Hundreds of agents will attest that this free service has 
been invaluable in the building of their business and 
their income. If you are not already registered with us, 
write today for necessary forms and complete informa- 
tion. There is no charge. Attach this advertisement to 
your letterhead and mail to Domestic Engineering, 
1801 Prairie Avenue, Chicago 16, Il. 


” 
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Oil Burner Servicing 


(Continued from bottom of page 184) 
sists of a neoprene insert at the piston base, which 
is held against the cut-off seat. This is a soft seating 
valve, adjusting itself to small irregularities that 
might be caused by erosion of the metal seat. 

There are several variations of the bellows type 
regulator, which in reality is an extension of the 
diaphragm principle, made more flexible by its 
accordion-like construction. The bellows, like the 
diaphragm, may be also dry-side, but in most 
valves its off-side is part of the bypass system, as 
shown in Fig. 7 (p. 87). 

This illustration presents a diaphragm view of 
the fuel unit as manufactured by a leading burner 
parts maker. Fuel units are a consolidation of all 
the oil processing devices in one housing: strainer, 
pump, regulating and cut-off valves. As presently 
built they are extremely dependable, and are 
found on the majority of high pressure burners 
now in service. 

The fuel oil enters the strainer from the inlet, 
and is drawn into the pump gears. The pump dis- 
charges the oil into the lower valve chamber where 
it presses upward against the bellows. The bel- 
lows is held down by the regulating spring against 
the top of a double-ended needle. During the off 
period the tension of the heavy spring presses the 
needle into the nozzle-port seat, also closing the 
bypass port in the bellows base. 

As the incoming oil lifts the bellows the needle 
also rises, opening the nozzle port. Further rising 
of the bellows lifts the bypass port from the top 
of the needle, allowing the excess oil to be by- 
passed through the bellows and into a passage 
carrying it back to the strainer inlet. 


Alternate Bypass Method 


A rearrangement of the bypass system (not 
shown) made by turning the strainer cover, con- 
ducts the bypassed oil to the return outlet and 
back to the tank. This alternate bypass method 
is used when the oil is drawn from a lower vacu- 
um in the suction system. 

The oil spray of domestic high pressure burners 
is easily ignited by a small electric spark placed 
close to the point of emission from the nozzle. 
The spark is produced by a transformer with an 
output of 10,000 volts. This kind of electricity 
must be guided to the spark-gap with care; it must 
be prevented from jumping at some point before 
the gap. 

In many burners the conductor leads between 
the transformer and the ignition assembly were 
heavily insulated stranded cables, similar to those 
used in automotive ignition systems, which like- 
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wise use very high voltages. Modern burner prac- 
tice, however, leans to the use of solid buss-bars 
for this purpose, uninsulated, but spaced far apart 
and far from any grounded parts of the burner. 
Still another type conductor is the thin steel coil 
spring, also uninsulated, but suitably protected 
against short-circuiting. 

The ignition assembly itself consists of two 
electrodes partly encased in long porcelain sleeves. 
They are generally spaced 1% in. or more apart. 
The porcelains are clamped or otherwise secured 
rigidly to a mounting bracket on the nozzle supply 
tube. In many burners the mounting bracket is 
also the air-swirler. Rigidness of the entire as- 
sembly is important, so that a constant relation 
between the spark-gap and the oil spray is main- 
tained. 

While manufacturers differ somewhat as to the 
various dimensions at the gap, the aim is to place 
as much spark heat as possible close to the spray 
point without fouling the electrodes with sprayed 
oil or carbon. Fig. 8 (p. 187) illustrates dimen- 
sions which can be followed safely with most 
burners, if the serviceman does not know the 
actual specifications of the burner manufacturer. 

In the matter of spacing the hot ignition parts 





ECCENTRIC HOUSING 
(AIR SCROLL) DESIGNED 


BLOWER WHEEL FOR SMOOTH MAXIMUM 
VANES CURVING CAPACITY 

FORWARD WITH 

AIR FLOW J 


FRONT END CHOKE 
TO INCREASE 
AIR VELOCITY, 


Sets ————* , 
ACCESS —<* in, BLAST TUBE 
PLATE ~ 
TO REMOVE ace 
NOZZLE STABILIZER FOR 
ASSEMBLY SPIRALING AIR STREAM 


Fig. 9: Shown here is a typical air delivery system in 
standard gun type burners. Arrows and legend indicate 
operation of the air delivery system. (Also see article). 





























from the grounded metal of the burner, some au- 
thorities rule that safe spacing can be as little as 
Y, in. This is a little too close for comfort in the 
opinion of many service experts. A % in. min- 
imum clearance is safer and should be used where- 
ever possible at the most critical point, the front 
end. 

Even a slight carbon formation could reduce the 
clearance to the failure point when set too close. 
Carbon can collect at the front-end for various 

(Please turn to top of page 189) 














Only 
WALKER 


Makes a 


Complete 
Range 
of Sizes 
of 
DRAFT REGULATORS 
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From Models for Check These 


Trailers to Models for 
te Farington Project | 2 POINTS 


exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with 
sealed protection against 
corrosion, dirt and dust. 


BALANCE PLATE—scientif- 
3 ically designed to maintain 
proper balance. 


SPECIFIC PIPE SIZES — in- 
sure correct capacity for 
every type of installation. 


ALUMINUM FRAME—rigid, 
long lasting. 
EASE OF INSTALLATION— 
collar and stub for quick 
attachment. 


ARMCO ALUMINIZED 
STEEL—for heat and corro- 
sion resistance. 


FACTORY SET —for "‘per- 
formance as perfect as pos- 
sible." : 


FREE FLOW of air in unre- 
stricted inside arez. 





WALKER 
ira or neh 


@ Fairlington Project at 
Washington, D. C., the na- 
tion’s largest housing project, 
saves fuel with Walker Ball 
Bearing Type Industrial Draft 
Regulators. This widely her- 
alded application is only one 
of thousands throughout the 
range of heating applications. 
Twelve Million sales speak for 
themselves...and give proof 
of Walker design, craftsman- 
ship, and engineering. You can 
be sure that there is a Walker 
Fuel-Saver for your application 
...and that it will provide 
fool-proof and long-lived “‘per- 
formance as perfect as pos- 


sible.” 

eet SEND FOR CATALOG 
Twenty pages show 
all types, sizes in full 
line. Applications and 
installations de- 
scribed. A valuable 
handbook FREE, if 
you write... 


WALKER MFG. & SALES CORP. 


1780'PENN ST. 
ST. JOSEPH, MO. 















EXCLUSIVE! PATENTED! 


Pointer and Calibrated Dial 
assures quick and easy adjust- 
ment of premium quality 
Walker Fuel-Saver Automatic 
Draft Controls. 





















if it’s anuary, 1954 
METALBESTOS 

the job 
is right! 
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METALBESTOS— 
the insulated vent 


assures permanently safe and 
efficient venting because it is 
designed solely for use with gas 
appliances. The latest and most 
comprehensive venting research 
yet undertaken proves conclu- 
sively that only a properly de- 
signed vent pipe will safely and 
completely remove all the prod- 
ucts of combustion. It demon- 
strates the importance of such 
factors as heat loss through the 
vent, the location and size of 
vents and the material from 
which they are made. 
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METALBESTOS IS DESIGNED SPECIFICALLY 
FOR VENTING GAS APPLIANCES 


insulated, double-wall construction 

inner hot stack carries off vent gases without 
condensation 

cooler outer pipe protects adjacent walls 

made of corrosion resistant aluminum, won't 
break or crack, lasts the lifetime of the house. 


METALBESTOS INSTALLS EASILY AND SECURELY 


* pipe sections automatically aligned by special 
couplers 

* joints tightly sealed, won't pull apart 

* adjustable fittings for fast, exact installation 







.§ Cc 
Write for free VENT INSTALLATION HANDBOOK ) 


Contains complete, up-to- 
Sel date information on gas ap- 
me pliance venting and many 
4 helpful installation tips. 
Based on latest authorita- 
tive venting research. 
For your copy write to 
Dept. C-1449-B 
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Oil Burner Servicing 


(Continued from bottom of page 187) 
reasons, and it conducts ignition voltage as easily 
as metal. 

The air required for effective oil combustion 
must be supplied with some velocity and control. 
Each gallon of oil to be burned needs about 1600 
cu ft of air for complete, smokeless combustion. 
This is an ideal minimum; in practice considerable 
excess air must be supplied, from 10 to 30 per- 
cent, to assure clean burning under all variable 
conditions. Factors which affect the oil-air balance 
are varying draft and changes in fuel viscosity . 

Air for all types of burners is generally de- 
livered by a fan or blower. The blowers used in 
high pressure burners are pretty well standardized 
to the multi-blade centrifugal type with forward 
pitched blades. This type rotates in a housing 
eccentric to the shaft, and is very effective in 
developing the pressures and velocities required 
for good mixing with the spray. The capacity of 
the burner depends basically on its ability to sup- 
ply air; therefore the size and design of the blower 
and its housing are large factors in rating a burner. 

The burner air tube (sometimes called the blast 
tube) is the part which gives the burner its char- 
acteristic name, gun-type. Air from the blower 
is delivered through the air tube to the combustion 
chamber. In earlier burners it was as simple as 
that, but designers soon learned that combustion 
could be improved considerably by processing the 

‘air ‘to some extent in the tube. Processing gen- 
erally meant spiraling the air stream by some 
means so that its travel into the combustion cham- 
ber would be widened to some degree, roughly 
coinciding with the shape of the oil spray. 

Most present day gun type burners use some 
means of spiraling the air stream,.in many cases 
a “stabilizer,” with three or four propeller-like 
blades, attached to the nozzle tube. This serves 
also to center the nozzle and support the ignition 
assembly. 

Another air processing device found in most 
gun burners is the front-end choke. This increases 
the velocity of the air stream as it enters the com- 
bustion chamber and also helps shape it to proper 
flame pattern. In some burners the air-swirling 
vanes are built into the choke. In this form it is 
sometimes called a “turbulator.” Choke-rings and 
turbulators vary as to the size of the outlet. For 
larger nozzles or wider flame patterns, the outlet 
diameter is larger. They are usually removable 
before the burner is installed, if a change is to be 
made. Manufacturers’ instructions should be fol- 
lowed regarding the correct size to be used for a 
particular flame shape or size. 


Chapter 5, covering service information for high pres- 
sure gun-type burners, will be presented next month. 
EN 
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Precision Made Fittings 


folate 
Valves 





Better Heat 


Control 
with 


Circulator 
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Balancing 
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For a 


PERFECT 
FITTING 


Every Time 
= ON 





Cpe FLARED 


AND 


COMPRESSION 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 
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EAGLE COPPER PRODUCTS CO., INC. 


600 JOHNSON AVE BROOKLYN 37;N.Y 

















OF THE MONTH 


Firms List Name, 
Office Changes 


Royal Heaters, Inc., Al- 
hambra, Calif., has changed 
its name to Royal Jet, Inc. 
The company makes a line 
of gas heating equipment 
and will have new heating 
products in production soon, 
according to R. T. Lowrie, 
Royal president. 


The Nebraska Retail 
Plumbers Assn. has changed 
its name to the Nebraska 
Plumbing & Heating Con- 
tractors Assn. The associa- 
tion’s address is 2565 St. 
Marys Ave., Omaha. 


Van D. Clothier, Inc., 
west coast representative of 
Wolverine Tube Div., De- 
troit, has moved its northern 
California branch to 19 
South “B” St., San Mateo. 
John A. Marshall will con- 
tinue as manager. 


Bert Watling (left) explains 
products of the Carlin Com- 
pany, Wethersfield, Conn., 
to a guest at the Greater 
Hartford Progress Show 
held at Hartford, Conn. 


The Trane Company, 
manufacturer of air condi- 
tioning, heating and venti- 
lating equipment, has moved 
its Oklahoma City sales of- 
fice to 819 N. Virginia St. 


Sarco Company, Inc., has 
established a new sales office’ 
at 35 Elmira St. San 
Francisco. The office will 
represent Sarco in northern 
California. 

(NEWS continued on page 193) 
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E. J. Pegelow 
Schaible Co, 


The Schaible Co., Cincinnati 
—E. J. Pegelow as sales mana- 
ger of the Disposer division 
and E. H. G. Maron as sales 
manager of the commercial 
food service division. 


Bruner Corp., Milwaukee— 
Lee Merkel as director of 
sales. 


Viking Air Conditioning 
Div., The National Radiator 
Co., Cleveland—W. B. Ecken- 
hoff as company representa- 
tive for blowers, fans, humidi- 
fiers and dehumidifiers in 
eastern Pennsylvania, south- 
ern New Jersey, Delaware, 
Maryland and Washington, 
D. C.; and W. L. Siebenthaler 
as representative in the Mis- 
souri-Kansas area. 


Combustion Control Corp., 
Boston—Arne Lovendah] as 
manager of the Philadelphia 
area office. 


Silent Automatic Products, 
Detroit—W. R. Seelbach as 
sales manager in western New 
York, western Pennsylvania, 
western Virginia and eastern 
Ohio. 


Perfection Stove Co., Cleve- 
land—J. S. McElwain as man-+ 
ager of the commercial and 
industrial room air conditioner 
sales division. 


Toledo Desk & Fixture 
Corp., Maumee, Ohio—G. D. 
Field as manager of sales and 
promotion of steel kitchens 
and bathroom vanities in the 
West Coast region. 


Penn Controls, Inc., Goshen, 
Ind.—William Few as chief en- 
gineer. 


Dayton Pump & Mfg. Co., 
Dayton, Ohio—Brand Laseter 
as representative in Florida 
and part of Georgia. 


Maid-O’-Mist, Inc., Chicago 
—R. C. Schneider Co., Wau- 
watosa, Wis., as representative 
in Wisconsin. 


Lee Merkel 
Bruner Corp. 





H. T. Stroop 


Avco Mfg. Co., Cincinnati— 
J. P. Jones as director of 
laundry research and develop- 
ment and D. M. Strathearn as 
director of engineering, with 
assignment to direction of the 
laundry engineering depart- 
ment at South Bend, Ind. 
Appliance & Electronics Div., 
South Bend—M. M. Werwa as 
central regional sales manager 
of laundry equipment for 
Crosley and Bendix home 
appliances. American Kitchens 
Div., Connorsville, Ind.—H. T. 
Stroop as advertising and sales 
promotion manager. 


Whirlpool Corp., St. Joseph, 
Mich.—L. M. Snyder as as- 
sistant sales manager. 


Crane Co., Chicago—J. D. 
Jentz as advertising and sales 
promotion manager, succeed- 
ing H. H. Simmons, manager 
since 1935, who has retired. 


Deepfreeze Appliance Div., 
Motor Products Corp., North 
Chicago, Ill—L. J. Sorenson, 
executive vice president, also 
as executive vice president of 
the parent company. 


Iron Fireman Mfg. Co., 
Cleveland—W. F. Strong as 
vice president in charge of 
manufacturing and R. V. Jack 
as manager of the electronics 
division, Portland, Ore. 


Marlow Pumps, Ridgewood, 
N. J.—Harold Hinnes as serv- 
ice department manager. 


Union Asbestos and Rub- 
ber Co., Chicago—E. T. John- 
son as director of production 
and engineering, 


Bush Mfg. Co., West Hart- 
ford, Conn—D. L. Adkins as 
head of the quality control 


department. 


Grayson Controls Div., Rob- 
ertshaw-Fulton Controls Co., 
Lynwood, Calif—H. F, Jac- 
obsmeyer as sales promotion 
engineer. 
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B. E. James 
American Kitchens McQuay, Inc. 





A. C. Drouillard 
Jackson & Church 


McQuay, Inc., Minneapolis 
—B. E. James, vice president 
in charge of engineering and 
research, also as a member of 
the board. 


Jackson & Church Co., Sag- 
inaw, Mich.—A. C. Drouillard 
as manager of furnace de- 
velopment. 


General Electric Co., Sche- 
nectady, N. Y.—K. G. Patrick 
as manager of educational re- 
lations services in the public 
relations services division, J. 
S. Smith as general public re- 
lations manager and R. B. 
Reid as manager of advertis- 
ing and sales promotion for 
the apparatus sales division. 


Minneapolis - Honeywell 
Regulator Co., Appliance Con- 
trols Div., Gardena, Calif— 
S. C. Bixby as _ operations 
manager. 


A. O. Smith Corp., Milwau- 
kee—Fred Mackey, vice presi- 
dent in charge of manufactur- 
ing, also as a member of the 
headquarters staff, and A. J. 
Ristow, former manager of 
the Rochester, N. Y. plant, also 
as a member of the _ head- 
quarters staff. 


Jay R. Smith Mfg. Co. 
Union, N. J.—Stan Schafer as 
company representative for 
chain carriers, drains, and 
grease interceptors in the Spo- 
kane, Wash., area. 


Wolverine Tube Div., Calu- 
met & Hecla, Inc., Detroit— 
Phil Powell as sales repre- 
sentative in the southwestern 


district. 


The Trane Co., La Crosse, 
Wis.—E. D. Sprang as repre- 
sentative in Harrisburg, Pa. 


Royal Jet, Inc, Alhambra, 
Calif—A. H. Banko as sales 


manager, END 
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Kedtant oi BURNER FOR RESIDENTIAL, 


COMMERCIAL, INDUSTRIAL USE 













A Complete Line . . . %-30 
gals. Shell Head Models 
%-10 gals. Unsurpassed 
burner performance . . 
competitively priced . . . 
factory guarantee ... easy 
installation . . . minimum 
servicing . . . low upkeep 
. « nationally distributed 
. . « protected territories. 













Kedeant OIL FIRED WINTER AIR CONDITIONER 


Superior in design .. . 
Economical in price — in- 
stallation — operation. 
Available in four models: 
Low Boy, Suspended Unit, 
Hi Boy, Counterflow. Fac- 
tory assembled and 
shipped complete. 






Kadeaut™ UTILITY PUMP 


Discharges waste water from 
laundry tubs, washing machines 
and other fixtures or appliances 
located below sewer outlets. For 
draining water tanks and swim- 
ming pools, circulating water in 
cooling systems, agitating and 
pumping water in displays, and in photographic labora- 
tories, etc. All bronze construction, dynamically balanced 
impeller, rotary type seal. 


Kadeaut™ AUTOMATIC ELECTRIC SUMP PUMP 
For al Drainage Problems—boiler, 


elevator and grease pits, cellar and 
| basement sumps, water transfer for 





irrigation. Permanent, silent, trouble 
free operation. All bronze construc- 
tion . . . dynamically balanced 
impeller . . . perfect alignment for 
minimum parts wear . . ..3200 gals. 
per hour. 





Write for complete literature on all Radiant Products 


~ 


yt HEVNER 


RADIANT® UTILITIES CORP. 


3809 18th Avenue, Brooklyn 14, NY 
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HANGER IRON 


coils 


Ta] 


product 
of 1000 
uses 


Milled, burr-free edges — kind to your hands. 


Two widths, %4” and %” electrogalvanized — 

clean to work with and rust-proof. 

¥s""-20 ga. sold in bulk, individual packages 

or handy 24-unit cartons; %”’-18 ga. in bulk 
coiled or straight lengths 


a) 
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THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 


Send for Complete Catalog 





Theres a complete line of PAINE products 
... made right to do the job right 


A ae % 
( ‘, 





“Spring-Wing” 


Pipe and 


900" Expansion 














Screw Anchors Conduit Clamps Toggle Bolts 
° hs? 
| 
| 
Pipe and Hanger Rings "Snugfit” 
Romex Straps and Bolts Pipe Hooks 





Send for Catalog of Paine’s Complete Line 


THE PAINE COMPANY 


9 Westgate Road, Addison, Illinois 
a 


5 





the best craftsmen always take pA E 
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...- BEFORE IT'S TOO LATE 
order your copy of the 


DOMESTIC ENGINEERING CATALOG 





RIGHT NOW make sure you reserve your personal 
copy of the new 1954 DOMESTIC ENGINEERING 
CATALOG DIRECTORY. Place your advance 
order today! 

When you place your advance order for the 1954 
edition, you assure yourself of getting a copy of the 
big, orange-colored book as soon as it is delivered 
from the bindery. You will have use of it for twelve 


full months. You get the biggest value when you 
get the longest service. Don’t wait! Order Your 
Copy Now. Approximately 500 manufacturers 
have placed their catalog material in the 1954 
DOMESTIC ENGINEERING CATALOG DIREC. 
TORY. Their pre-filed catalogs comprise the 
greatest concentration of buying and specifying 
data you can own. 





Saale in sMibviltel 
on the NEW 
1954 


Annual Edition 


ORDER re) 
YOUR $] Qoo 
Cc oO F Y Postpaid in U. S. and 
Possessions. Canadian 
TODAY wa" 


Each section of DOMESTIC ENGI- 
NEERING CATALOG DIRECTORY 
is, more than ever, complete and self 
contained. Each section alone is worth 
the price charged for the complete 
Annual Edition. See brief description 
of these ten sections on facing page. 


IMPORTANT: 
When ordering your copy please advise 


us of your busiress classification in 
any one of the following: 


Wholesaler ........... Government 
Engineer .............. Agency .............. 
Consulting ........ Mfrs. Represent- 

Specifying ........ ROW aise asciassase 
Architectural ..... Others (Write in) 
CARRIO 6 i nceiscas,. Soridesatscnadaae. 
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New 1954 
DIRECTORY 


ALL ORDERS ARE ACCEPTED ON A 
FIRST COME—FIRST SERVED BASIS 


Last year's edition was oversubscribed and 
we have already received an avalanche of 
advance orders for the 1954 edition which is 
scheduled for publication in January 1954. 


CEES 
Contains 10 SECTIONS 


thumb-indexed for EASY, READY REFERENCE 


Contains over 200 pages of Manufacturers’ Catalogs on 
Boilers, Furnaces, a Burners, Heating Controls, 
Air Conditioni i t, Refrigeration, Insulation 


and other allied Ben sor 


SECTION A 





Contains over 300 pages of Manufacturers’ Catalogs on 
Heating Specialties, Valves, Pipe, Fittings, Pumps, Tanks, 
Water Systems and other allied products. 


SECTION 


Contains over 170 pages of Manufacturers’ Catalogs on 
Plumbing Fixtures, Appliances, Water Heaters, Water 
Softeners and other Plumbing Accessories. 


SECTION 


Contains over 165 pages of Manufacturers’ Catalogs on 
Plumbers’ Brass and Speeialties. 


Contains over 175 pages of Manufacturers’ Catalogs on 
Drainage Pipe and Fittings, Allied Specialties and Lead 


Goods. 


SECTION 


Contains over 125 pages of Manufacturers’ Catalogs on 
Tools, Compounds, Oils and allied specialties. 


SECTION 
SECTION 


an FO A 


CLASSIFIED DIRECTORY of PRODUCTS .. . over 300 
PAGES of alphabetical listings with approximately 2,000 
main classifications covering all known products in the 
industry plus more than 3,000 er 
so that any product or item may = “sone easily a 
promptly. 


H TECHNICAL REFERENCE DATA .. . A comprehensive 
library of 180 pages of engineering and technical data. 
Handy tables and easy-to-read charts are but a few of 
the things in this section that establish this volume as 


a standard reference book. 





SECTION 


TRADE NAMES .. . The extensive list of approximately 
8,200 TRADE NAMES, covering more than 90 pages in 
this section, offers the most complete information avail- 
able on this subject. Trade Name listings of ADVER- 
TISERS are set in bold-face for quick identification. 


NAMES AND ADDRESSES .. . Approximately 4,500 MAN- 
UFACTURERS’ names and addresses alphabetically ar- 
ranged in this section of over 40 pages . . . complete 
with full address. ALL ADVERTISERS are listed in 
BOLD FACE type and reference shows page numbers of 
their catalogs in the MANUFACTURERS’ CATALOG SEC- 


TIONS. 


ALL TEN SECTIONS can be easily located by referring to the condensed 
index on the front cover and by use of the conveniently located thumb- 


index. 


SECTION J 


SECTION KK 


= 23" thick 


COVER SIZE: a 
WEIGHT: Approx. 


81,” Approximately 4” 


13 Ibs. 


Pleese address your order as follows: 
DOMESTIC ENGINEERING CATALOG DIRECTORY 
Dept. DE-154 


1801 Prairie Avenue ° Chicago 16, Illinois 
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News - «+ + continued 


Combustioneer Uses Burner Demonstrator 


The Combustioneer Division of The Steel Products 
Engineering Company of Springfield, Ohio, has intro- 
duced a novel method of demonstrating oil burners 
to dealers. 

The burner is mounted 
in a station wagon and can 
be transported to the cus- 
tomer with a minimum of 
effort. The demonstrators 
are made available to dis- 
trict managers, who are 
fully trained in use of the 
sales aid. 

H. W. Shirey, division manager, is shown here with 
the station wagon. He spends several days with each 
district manager, making calls to dealers to explain 
proper use of the demonstrator. 

The unit allows the dealer to see the operation of a 
Combustioneer oil burner as it will appear in a cus- 
tomer’s heating plant. 

The burner slides out on a rack, and an extension 
cord plugged into a convenient outlet provides power. 





Erie G-E Plant to Make Air Conditioners 


The 1954 line of General Electric window-type room 
air conditioners will be made in the Erie, Pa., plant. 
Transfer of conditioner manufacturing from the 
Bloomfield, N. J., plant is expected to provide for 
increased production. The conditioners eventually 
will be made at the G-E Major Appliance Division 
Appliance Park at Louisville, Ky. Refrigerators and 
home freezers also are being produced at Erie, pend- 
ing completion of the Louisville facilities. 


(Please turn to top of page 194) 


















































“Fester is in the basement, fussing with the 
plumbing!” 
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Men who have 
tried them all say: 





and do better 
work easier 
with 


Adaptable to 4 cable sizes ... all 
pipe sizes 1%4’’ to 12’’. Clears any 
obstruction at 700 RPM under instant 


control . . . through all traps and 
KOLLMANN K-100 bends. Fully portable ... easily 


handled by one operator. 


Handles up to 200’ of fully 
enclosed 15’ cable sections. Fin- 
ger tip starting, stopping, rever- 
sing for maximum safety and 
efficiency. Requires only 3 sq. ft. 
floor area. 


KOLLMANN K-300 


The perfect cleaning supple- 
ment to basic equipment. Does a 
man size job on sinks, bathroom 
drains, industrial supply lines. 
Safely drives up to 100’ of 712’ 
sectional cable at 600 RPM. Has 
same KOLLMANN operator 
safety features as Model K-100. 








ALL KOLLMANN equipment is designed to lower labor costs... 
reduce maintenance expense. For additional information ...see your 
jobber or write us direct. 


KOLLMAN 


MANUFACTURING 


COMPANY 


Peemen &@Vivranwia 
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News » + « continued 


Honeywell Official to Academy Position 


John E. Haines, vice president of the Minneapolis- 
Honeywell Regulator Company, has been appointed to 
the Building Research Advisory Board of the National 
Academy of Sciences. 

The board is a coordinating and fact finding organi- 
zation created to advance technical knowledge in all 
phases of the building industry. 

Members include executives of companies con- 
nected with the building industry, government offi- 
cials and members of engineering school faculties. 


Heil Salesmen Complete 4-Day Meeting 


Salesmen from each of the 11 district offices of the 
Heil Company of Milwaukee recently completed a 
four-day conference. The meeting was held to ac- 
quaint the salesmen with the heating division’s 1954 





merchandising program. George E. Hochstein, sales 
manager of the division, and William A. Matheson, 
Jr., sales promotion manager, directed the program. 


AGA Plans Ignition Device Promotion 


The American Gas Assn. has announced it is about 
to promote actively, gas ranges equipped with elec- 
tric and gas single point ignition devices. 

Eight leading manufacturers of gas appliances 
already have built automatic ignition devices into 
their gas range models, according to the announce- 
ment. Other manufacturers plan to follow their 
example soon. 

The ignition devices require no constant burning 
pilot light when the range is not in use. Promotion 
of the feature will include stress on the heat and gas 
bill reduction possible. 


G-E Splits Fractional Horsepower Division 


General Electric has discontinued its fractional 
horsepower motor department and has established 
four new departments to take over the former opera- 
tions. 

The new departments and their managers are: 
general purpose component motor department, Lisle 
D. Hodell; hermetic motor department, Ab Martin; 
appliance motor department, Carl W. Moeller; and 
specialty component motor department, Jack J. 
Clarkson. 

Moeller will be located in DeKalb, IIl., and the other 
managers will headquarter in Fort Wayne, Ind. 

Harold A. MacKinnon, vice president and general 
manager of the Component Products Division, an- 
nounced the appointments and also said the change 
was made to provide maximum direction efficiency 
and customer service. 

(Please turn to top of page 197) 
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MANSFIELD WATER CLOSETS and 
MANSFIELD NO. 0-11 “SILENT” BALLCOCKS 
Here is a combination that you can go for in a big way... 


with no more noise at flushing time than contented 
“purr” of a kitten or the silent tread of the proverbial 


“church mouse”. Choice of close-coupled free-standing 
units with the famous 3-Point Hitch; or the same straight- 
front bow! with a wall-hung tank in 10, 12, and 14-in. 
rough in. The 0-11 Ballcock is 
easily adjusted for any water pres- 
sure, simple in construction with 
few parts... the same high stand- 
ards for all Mansfield Brass Trim. 





That tank must 
have an 0-11 


ay in it 


you mean this 
“silent” Ballcock 
by MANSFIELD 







MANSFIELD SANITARY POTTERY INC., Perrysville, Ohio 


ee eee ae Ge ae Ye ee eS ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
| Write for this FREE BOOKLET TODAY! i 


| Mansfield Sanitary Pottery, 
pe Bac. ” Perrysvilie, onic ve | 
lemen: Without -_ Ai i eee “4 
| cen - me ligat am please send me a copy of your i 
! 


ESS RE ieee ee 

. 

| BGBIERE. cc ccccsccceceveseee City & State... .ccsccsccce 
[Name and address of your distributor................2ss00 , 
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The LIFE 
of Most 





Be it a bungalow, a 
factory or a skyscrap- 
er, there’s an APCO 
soil pipe and fitting 
for every job! This 
durable, flexible, eco- 
nomical pipe for 
house drains and sew- 
ers — for vertical or 
horizontal position — 
will withstand strain 
and corrosion. 
Throughout your life- 
time or in generations 
to come, you'll never 
have to replace it! 


A typical stack installation show- 
ing STRINGER waste, vent and 
revent fittings. 


...and “rough it in” 
the STRINGER WAY! 


Apco Waste and Revent Fittings—and the “STRING- 
ER SYSTEM” combined with Stringer Fittings of the 
same breed—Quality—save space and prevent need of 
cutting joists. Accurate tappings; uniform tolerances, 
and highest standards otherwise. There’s a shape for 
every purpose—an answer to every fitting problem— 
a fitting for every code and job! 
















This is a pipe dream 
come true—if you install an APCO Cast Iron sewer 
line you can set and forget!" 
APCO really is some pipe! Cast Iron Soil Pipe, you 
know, is practically everlasting when used as a soil 
waste or vent line, house drain, roof drain or building 
sewer. As a soil pipe, it withstands internal pressure 
caused by flash floods and external pressure of earth 
movement stresses. Even tree roots cannot penetrate its 
joints! ROOTS STUB THEIR TOE WHEN THEY 
REACH APCO! 
APCO also assures a long trouble-free job for flow 
mains or stream crossings. 

Write for your copy of the new Stringer Fittings Catalog! 


Your,/ 


APCO—made by the World’s Largest Producers of this Type of Pipe. 








ALABAMA PIPE COMPANY 


8 PLANTS TO PRODUCE — 8 DISTRICT OFFICES TO DISTRIBUTE 
ANNISTON, ALA. 


DISTRICT OFFICES 





MID-WEST EASTERN 
122 $. Michigan Ave., Chicago 350 Sth Ave., New York City 
S In Canada: WATSON AGENCIES, 628 Oakwood Ave., Toronto 





—— 
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ARBGESCT 


LAVATORY TANK 


f 


QUICK-TURN 

) «Straight Sweat-On 
; LAVATORY - TANK 
FDeiible SUPPLIES to Dhor 


ARBEST Flexible Supplies are designed 
to slip over and sweat directly onto 3%” or 











inating the need for adapter fittings. 
These supplies are plated with lustrous polished 


deep flanges to cover OVER sweat-on joint. 
Measurements for Cat. #413-S lavatory sup- 
plies are 36”. Cat. #415-S tank supplies are 21”. 





money saver for project work. 


Write for details or order ARBEST 
Line from your Jobber. 


G ~H Manufacturing Company 





3047-49 Amber St., Phila. 34, Pa. 








Floats 


The patented seam and spud 
e construction makes them really stronger. 


* GUARANTEED LEAK-PROOF 
@ “You Can Install ‘em and Forget ‘em’ 


Write for free folder on 
complete line. 








14”" copper tube rough at floor level, elim- | 


chrome on nickel base, guaranteed not to crack 
or peel at point of bend. Packaged complete with | 


Riser tubes on both these units are 1%” O. D. | 
flexible chrome copper tubing. A time and | 
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®@ Eliminate time-wasting ‘‘cail- 
“backs” by installing Reed-Cromex 
‘Legs and Bars — finest money 
can buy, Exclusive *LOK-FLANGE 

_ Take-up Escutcheon provides solid, 
permanent lock between leg and 
lavatory — without use of tools. 


Precision engineering, combined 
_with contemporary styling and 
superbly triple-plated chromium 
finish assures a life-time of satis- 
factory service for your customers. 


Available For All Makes of V.C., I.E., & 
Steel Lavatories in Two-Step, Straight Hex 
and Round Fluted Designs. 


With all their exclusive features plus UNCON- 








RC-25 DITIONAL GUARANTEE, Reed - Cromex Legs 
and Bars cost no more than ordinary types ! 
*Pat. Pend. % Ask Your Wholesaler For Literature and Prices NOW! 





REED-CROMEX CORPORATION 


CLEVELAND 21, OHIO 














_ has been proved ‘‘TOPS”’ in the field 


Fe Easily Cleaned 


| @ Capacity: 2.5 bushels 
“e Completely Automatic 


e Pilot Input: 1,000 B.T.U. 

e Main Burner: 10,000 B.1.U. ¢© Colors: Grey, Green, or White. 

e Weight: 160 Ibs. He A.G.A. approved all gases. 
This 7-STAR Program Will Help You Sell! 


% Rapid deliveries % Displays % Mailing and Handout Literature x Mat Service 


| te Co-op Consumer Program y Catalog Aids yy National Advertising Program 
Supports All Distributors and Dealers. 








115 E. Carson St., Pittsburgh 19, Po. 
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News - + « continued 


Kaustine Co. Announces Name Change 


The Kaustine Company, Inc., manufacturer of furn- 
aces, sewage disposal equipment and a variety of 
tanks, has changed its name to the Kaustine Furnace 
& Tank Corp. The name change was effected to in- 
clude the idea of products that make up the largest 
portion of the Perry, N. Y. firm’s output. 


F. W. Webb Mfg. Co. Adds Two Branches 


The F. W. Webb Mfg. Company of Boston, Mass., 
New England plumbing and heating wholesale dis- 
tributor, and the Johnson-Barker-Webb Corporation 
of Nashua, N. H., have acquired two branches of W. A. 
Case & Sons Company in Fitchburg and Greenfield, 
Mass. 

Addition of the branches round out a 10-year ex- 
pansion program designed to serve the trade better in 
central and western Massachusetts, according to Roger 
W. Pope, president. 

The Johnson-Barker-Webb company has changed 
its name to the F. W. Webb Company, to identify itself 
more closely with the F. W. Webb Mfg. Company. 

Managers of the several Massachusetts stores oper- 
ated by Webb include William Wells, Salem; Eugene 
Beal, Nashau; Thomas Jebb, Fitchburg; Elbert Jebb, 
Greenfield; and George E. Stephenson, general man- 
ager and manager of the Boston store. 


Economite Offers New Burner Display 


Heating contractors selling the Economite power 
gas conversion burner have been offered a new dis- 
play for use in promoting burner sales. The sales aid 
is made available by the burner manufacturer, Mid- 
Continent Metal Products Company of Chicago. The 
display is made in window and floor sizes and is in 
full color. 


(Please turn to top of page 198) 

















“That's an odd coincidence—you’ve run out of 
money and I’ve run out of patience!” 
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yVERSAL 
SINK 
BASKET 


cline of SINK STRAINERS 


Here is as fine a line of 
Sink Strainers as you'll 
find anywhere. Every con- 
zeivable type and style, 
size and material for con- 
sumer needs, Priced right 
to attract sales. Priced 
right to make you profit. 


1100G—MBC 3% 
inch grid strainer, 


pa 
stainless steel. 


838—MBC 114 inch 
stainless steel grid 
sink strainer, 


miversal Sink Baskets packed 6 per display box, 16 
per shipping cartons (96 baskets) 8. W. 31 Ibs. 
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~ 
NICHOLSON MAKES 


Steam Traps 
for Every Plant 


Use 
f\ Type A 





Because they drain 
completely when 
cold, these four 
types of Nichol- 
son steam traps are positively freeze-proof. Can be freely 
installed outdoors. Universally recommended for use in 
lines which need not be in continuous use during cold 
weather, because they are freeze-proof and because their 
2 to 6 times average drainage capacity results in minimum 
heat-up time. The non-air binding feature of Nicholson 
traps also notably facili- 

tates heat transfer in se- BULLETIN 853 
vere weather. Size %4” 190 Oregon St. 

to 2”; pressure to 250 Ibs. Wilkes-Barre, Pa. 


UEXNICHOLSONY Ly 


_ TRAPS- VALVES -FLOATS 





Type AHV Type AU 




























= L gwe my customers 
sy the BEST! 
HK 
Boston- Standard 
DRAFT 


CONTROL 





The World’s 
Most Accurate 


DRAFT CONTROL 


Ordinary chimney drafts fluctuate from .02 to .25 inches or more, 
due to varying winds, atmospheric conditions and temperature 
changes. A draft control should compensate for all of these 
changes and hold a constant pull on the heating unit correct 
for that particular heater. Without a good draft control, every 
variation in the chimney draft causes a change in CO: reading, 
resulting in increased cost of eperation. 

The BOSTON-STANDARD DRAFT CONTROL with its patented 
CENTER-MOUNTED GATE, will hold the proper draft on the 
heating unit constant. 


Write for complete details 





BOSTON MACHINE WoORKS COMPANY 


AA 


Lynn, Mass 


Oil Heating Supplies Division, Manufacturers 
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continued 


News. . . 


A-P Begins Merchandising Campaign 


A-P Controls Corporation of Milwaukee has 
launched a merchandising campaign directed at manu- 
facturers of oil burning heating equipment. 

A-P is offering manufacturers a package in eight 
sections that will include a binder with sales bulletins, 
a sales promotion book and price and installation 
sheets. 

The manufacturer’s name will be imprinted on the 
back and front of the binder, and a frontispiece mes- 
sage written by the manufacturer will be included. 

Four full-color displays for counter and window 
use, a six-page dealer bulletin in two colors, folders 
and stuffers, stick-on displays and mats for publica- 
tion or direct mail use also are available. National 
advertising will support the package. 


Willis Becomes A-S Distributor 


The Willis Plumbing Supply Co., Knoxville, Tenn., 
has been appointed a distributor of American- 
Standard plumbing fixtures and radiator heating 
equipment. William S. Willis, president of the Knox- 
ville firm, announced that products his company will 
handle include kitchen, bathroom and heating lines. 
The Willis firm serves 75 dealers in Knoxville and 
more than 150 in the surrounding trading area. 


Gas Water Heater Sales Continue High 


Shipments of automatic gas water heaters continued 
at a record pace during October, according to the Gas 
Appliance Manufacturers Assn. 

The 196,500 October, 1953, total exceeded by six 
percent the 185,000 shipped during the corresponding 
month in 1952. 

Water heater shipments during the first 10 months 
of 1953 were 1,843,300, compared to 1,564,700 shipped 
during the comparable 1952 period, for a 17.8 percent 
gain. 

The figures were released by Edward R. Martin, 
GAMA director of marketing and statistics. 


Heating Company Insures Advertising 


The Coleman Company, Inc., of Los Angeles is 
offering a $1,000 bond to insure performance of its 
central heating systems. The bond guarantees ad- 
vertising and sales promises and already has proved 
a good sales closer, according to L. R. Carney, gen- 
eral manager of the company’s southern California 
and Arizona operations. 


Webster Representatives Attend Meeting 


Sales division representatives of the Webster Elec- 
tric Co. of Racine, Wis., recently attended a three-day 
sales conference to learn about new trends in selling 
oil heating equipment, new products and servicing 
techniques. Sessions were held in Milwaukee and at 
the Lake Lawn hotel, Delavan, Wis. Company officials 
and sales and service officials conducted the discus- 
sions. 

(Please turn to top of page 201) 
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the two best ways 


Tempered Water Automatically 
to protect polished 


AUTOMATIC LAVATORY 



















ree has 
DISHWASHER 
t manu- re 7 
BLENDED 
in eight WATER 
ulletins, rix 
tallation HOT WATER 
} WATER 
HEATER 
| on the 
ce mes- AUTOMATIC 
uded. STRAP WRENCHES moe 
window : 
fold In the modern home, high tempera- 
bli "3 Its strong, woven strap pre- ture hot water is required for washing 
. i cee vents scratching. . . its curved machine and dishwasher. 
atonal = poeveuts crushing. . . +6 At the same time, in the bathroom 
Rendle is unbreskable. This a safe hot water temperature is 95 to 
Warnock is the ideal strap . per e is 
wrench for handling polished 110°F. 
pipe. You can have both temperatures 
. : automatically from one heater by installing a Sarco Water 
Tenn., The Warnock Simplex is an- : 
alates other strap wrench that will Blender as shown in the above sketch. The Sarco Blender, 
sles save you time and expense. by mixing cold with hot water, provides safe, tempered water 
K 8 Its simple construction allows for personal use. For the dishwasher and washing machine, 
cael extra fast and extra safe pipe the hotter water is supplied directly from the water heater. 
1 i : = ; = ‘ 
y will handling. The Sarco Water Blender is a quality tempering valve 
' line Pp 
| i sturdily constructed of brass with bronze disc. It modulates 
e and both hot and cold water flow and is tight seating. The price 
i. is surprisingly low. Write for Catalog 800-1 to Sarco Company, 
P pan: 
Re) JARs WrinMcH co. Inc., Empire State Bldg., New York 1, N. Y. Ad vt. 602 
WORCESTER 8, MASS. 
‘inued | 





e Gas 


9 a for Pressure Control Caress EQUIPMENT 


nding 
THE COMPLETE LINE FOR ALLG/@d NEEDS 
Forced Air and Gravity Circulators, Redient Heaters, Panel Heaters and Fas Type Usit 
Heaters. 68 Years of progressive od * hes 











onths this complete, tried and proved line—styles, types and sizes 

. for domestic, commercial or defense heating requirements. 

ipped 

Tceent 

artin, 

2s is ylewise, Qualitywise ond Pricewise 
PEERLESS Line Is Best for Every 




















f its MODEL 200 , ij — eating Requirement — For Small 
ad- & 0 wat * RTL, TRE Homes, Apartments, Housing Projects 
| r Systems. 1% ~ go gl hg Defense Housing, Churches, Schools 
oved ——— J} sn stor Courts, Stores, Offices, Shops 
gen- i iam ast. 
rnia it's BROTHERS 
A dependable filler and relief valve for control- 
ling pressures in hot water heating systems. All 
bronze construction. Factory settings 12 Ibs. 
7 delivery and 30 lbs. relief. 
day ' SALL Fittings greatly im- 
“sotfag prove efficiency of entire 
ling hot water system. Only one 
. fitting on return line is 
Ing needed. This directs free 
1 at flow of water through ra- 
Z diotor. 
ials 


“3 BROTHERS COMPANY 


2324 Kishwaukee © Rockford, Illinois PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KENTUCKY 
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CAST IRON : 

Bu 

PLUMBING FIXTURES ms 

e e e ” an 

Will Last a Litetime pr 

One of the Nation’s largest manufacturers of modern len 

1 Set of Dies and distinctive bathroom facilities and kitchen sinks I 
recently had this to say to its sales force: ant 


Threads 1’ to 2" Pipe “When you sell our enameled Cast Iron 
fixtures, you’re selling good products.” : 
@ Instant change to 1”, 14", 1144” or 2” pipe , . F 

regardless of position of quick-opening lever. Selling good products is also good business for pro- 
gressive plumbing contractors. Enameled Cast Iron 
, plumbing fixtures are superior to any other kind 
because they give a lifetime of service. 


e@ Wide open easy-to-read size bar . . . adjust- 
able to over and undersize threads. 


@ Quick-opening lever retracts dies instantly : . 
without stopping power drive—no slow back- Enamel on Cast Iron is a heavy, fused surface, which 
ing off. adheres to the base by a strong bond. This makes 

a uniform, thick coating, with all the smoothness 

and beauty of any other finish, that will resist abra- 

sion and chipping due to impact or pressure. 





@ 4-jaw workholder centers pipe for accurate 
threading—no lead screw to jam. 


For unmatched, easy, fast, clean threading 
with your power drive, buy precision-made 
RIfHa(b> 504 at your Supply House. Our Company does not make plumbing fixtures. But 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO it sells Cast Iron to many of our Nation’s largest 


* * * 





manufacturers of beautifully styled, modern plumb- 
ing ware. Plumbing contractors can recommend 
enameled Cast Iron to customers with confidence 
that there will be no complaints. 











Woodward Iron Company 
WOODWARD, ALABAMA 
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News + + » continued 


Wayne Rewards G-M Fire Hero 


Edwin Trombley, a hero of the General Motors gear 
plant fire at Livonia, Mich., has received a water 
system and water softener from the Wayne Home 
Equipment Co., Inc., of Fort Wayne, Ind. 

Wayne presented the equipment to Trombley at a 
recent “Wheel of Fortune” television show. H. S. 
McFarland of General Motors made the presentation. 

During the fire, Trombley led many General Motors 
office employes to safety after helping to place warn- 
ing calls. He is an employee of the Michigan Bell 
Telephone Company. 

The Trombley presentation was a part of a Wayne 
program of making awards to persons in the news. 
The company is giving similar gifts at the rate of 10 
products a week over radio and television networks. 


E. W. Farley, Jr., Heads Richmond 

Ernst W. Farley, Jr., is the new president of Rich- 
mond Engineering Co. of Richmond, Va. The firm 
makes sheet steel, aluminum and copper types for 
heating, cooling and refrigeration equipment. Farley 
replaces Thomas J. Starke, who has left the company. 


Bush Increases Product Research 


Cecil Boling, president of Bush Manufacturing 
Company of West Hartford, Conn., has announced 
an expansion of the company’s product development 
program. 

Dr. M. L. Ghai, a native of India, will head the re- 
search and experiments on basic heat transfer prob- 
lems. ; 

Bush manufactures air conditioning, refrigeration 
and heating products. 


(Please turn to top of page, 202) 
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“It’s my fault, Mr. Crumff—your wife said to 
keep an eye on you or you’d mess things up!” 


DOMESTIC ENGINEERING 





































ow ‘Be 


Ein clearing root-blocked sewers for 





= your customers by using... 


ROOTO 





















The patented chemical with eleven years of outstanding 

performance throughout the United States and Canada. 

NO DIGGING OR MECHANICAL EQUIPMENT IS NEEDED 
Your man merely pours ROOTO into the opening 
nearest the blockage. When he returns, if necessary, 
a few hours later, the sewer is usually free flowing. 
No need to pump out flooded basements before 
using ROOTO, either. Get ROOTO from your jobber 
today. It is unconditionally guaranteed. 


Here is the advertisement that is running in daily newspapers 
to tell the ROOTO story to your customers. 


Y 
Twice A 
vent ROOT BL 
wise prope y 
Rooto ao 





ROOTO Corporation 
17319 Wyoming Ave. ¢ Detroit 21, Mich. 
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Fire pot designed for double duty 
service as Bench type or Tank 
type unit. Heavy cast iron burner 
— easy lighting; extremely wide 
range of flames; unsurpassed for 
high-speed melting efficiency; eco- 
nomical; burns at full tank pres- 
sure (no regulator required); 
gives full, solid, smooth flame 
which will not pop or sputter; 
clean — no grease, soot, smoke. 
Specially designed heavy-duty 
tanks (1.C.C. approved) available 
in 20-lb. and 11-lb. sizes. 
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LT, hil Su p10, /§ W4, 


TURNER 






LIQUEFIED PETROLEUM 






















Torch designed with 3 burners — needle-point 


medium, large —to meet practically all job requirements 
Burner heads are used interchangeably with handle tube 


assembly. Pistol-grip handle made of molded, heat-resistant 


tough and durable rubber. All burners may be used without 


pressure regulator; easy starting — can be lighted with 


spark lighter or match. Easy one-hand operation adjusts 


flame from idle to full open. All brass construction. See 


your jobber 


THE TURNER BRASS WORKS 


SYCAMORE ILLINOUS 
SINCE 1871 
\ y) 

















News » + + continued 


Warns Against Corrosion Damage 


Costly air conditioning equipment can be reduced 
to junk in a short time by corrosion damage if not 
properly cared for, Henry L. Shuldener, president of 
Water Service Laboratories, Inc., warned recently. 

Shuldener used as proof of his statement a corro- 
sion research exhibit maintained at the laboratory’s 
main office in New York City. 

“Cooling water, circulated through the cooling 
towers, evaporative condensers and air washers of 
air conditioning systems, is even more corrosive than 
ordinary water,” Shuldener said. 

“The water used in cooling repeatedly absorbs cor- 
rosive gases from the atmosphere as it is sprayed. 
Spray nozzles, with their small aperture, are particu- 
larly vulnerable to corrosion and clogging,” Shuldener 
continued. 

He advised continuous and properly executed water 
treatment to prolong the life of air conditioning 
equipment, as it has done to conventional water pip- 
ing systems. 


Norman Boosey Co. Moves Office 


The headquarters of the Norman Boosey Mfg. Co. 
general sales office has been moved from Chicago to 
Detroit. The drainage specialty company, with facili- 
ties in Detroit and Racine, Wis., has promoted C. N. 
Klasges from general sales manager to vice president 
in charge of sales. E. Dennis Arwood has been named 
manager of engineering and sales promotion for the 
general sales office. 


Thor Corp. Lists Contest Winners 


Thomas R. Chadwick, general sales manager of the 
Thor Corporation of Chicago, has announced results 
of a recent national sales contest held among Thor 
distributor salesmen. 

Leading distributor sales by divisions were: Home 
Products, Inc., Cincinnati, central division; National 
Sales Co., Rochester, eastern division; Charleston 
Wholesale Furniture, Charleston, W. Va., southern 
division; and Emerson Central Valley Distributors, 
Fresno, Calif., western division. 

Appliances made by Thor were prizes. 


Veterans Honored at Sid Harvey Dinner 


Thirty-three long-time employees of Sid Harvey, 
Inc., of Valley Stream, N. Y., were guests at the 
second annual dinner-dance meeting of the “Faith- 
ful Old Folks” held recently. 

The organization is made up of persons who have 
been in the Sid Harvey employ for 10 years or more. 

New members were presented with an engraved 
silver bowl by Sid Harvey, company president. 

Initiates include: Leslie E. Lewis, treasurer of Sid 
Harvey; Walter Reeves, manager of the Newark store; 
Marguerite Olson, head of the addressograph depart- 
ment and Barton Lynch. 

(Please turn to top of page 204) 
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WHAT MAKES A SUMP PUMP FAIL? | 
DIRT?—LACK OF LUBRICATION?—RUST? | 
e reduced Specify the pump that is built to survive these hazards 
wwe if not —The Marine Products Fully Automatic Electric 
esident of 
ecently. 
a corro- D 
0ratory’s | 
U | 
- cooling : i 6U GS MP 
ashers of | 
sive th | 
" @ COMPLETELY SELF-CLEANING | ; 
. | , SWITCHES 
orbs cor- @ COMPLETELY SELF-LUBRICATING 2 CLASS HES / 
sprayed. 
particu- @ ALL RUST-PROOF 
huldener MARINE PRODUCTS PUMPS ARE 
“Built for the Sea” 
ed water 2 
litioning The Marine Products Sump Pump is designed and produced to high 
ter pip- and exacting Marine standards. It is built the only way a SUMP PUMP ; 
oe be ye ae the best possible sanitary protection at the FLANGE-MOUNTED 
ist cost and inconv 
it semaines centinvovsly dependable sanitation service and at the eee “6 0 —— 
erecoral son gaa i Write for Bulletin 550, Square D Company, 
4041 North Richards Street, Milwavkee 12, Wisconsin 
fg. Co. SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 
icago to 
1 facili- MARINE PRODUCTS CO. 
d C. N. DETROIT 14, MICHIGAN 
esident 
named 
for the 
: TO SIMPLIFY CUT-INS 
We'll Top the Score 
in ae a DRESSER 
results in 54 Sen ae 
Thor 9 COMPRESSION FITTINGS 
- |\P onc ELIMINATE 
ome ot : I 
anne THERE CAN BE NO QUESTION IN an PIPE UNIONS 
leston YOUR MIND WHEN YOU =, 
ithern SPECIFY THE "INDEX LINE” 
utors, 
IT DENOTES THE BEST IN 
QUALITY AND FINISH. 
LET YOUR CUSTOMER COMPARE 
AND YOU WILL AGREE IT IS 
rvey, THE LINE OF DISTINCTION. 
t the 
_ Specialists in Custom Die 
ities Castings and Finishing. 
nore. e 
aved 
oa MIDDLEVILLE ENGINEERING See your local supply store 
a AND for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 
net MANUFACTURING COMPANY 
MIDDLEVILLE, MICHIGAN Od && @ rs 
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THE NATIONAL 


PACKET-BASEBOARD 


Home Heating System story 
is being told to 
home-building prospects everywhere 








Hundreds of thousands of folks who are 
planning or actually building homes will 
read about the advantages of this complete, 
modern, counter-height National Packet hot 
water heating unit—and National Art Base- 
board, as a perfect combination system for 
real home heating comfort. Cash in on the 
interest stimulated by this National adver- 
tising. Ask your Wholesaler about the New 
National Packet Display Unit offer . . . or 
write Department K-DE. 


Tue Nationat Raowator Company 
Johnstown, Pa. 


Complete Heating for Homes, Commercial Buildings and 
Industry since 1894. 


BRANCH OFFICES: 


BALTIMORE © BOSTON © BUFFALO 
CHICAGO © CLEVELAND © DETROIT 
NEW YORK ° PHILADELPHIA 
PITTSBURGH * RICHMOND © SAN 
FRANCISCO * WASHINGTON, D.C. 


LLL ALLEL LLL 


yu NATIONAL 





DOMESTIC ENGINEERING 











News - » + continued 


Plant Produces First Refrigerator 

The first refrigerator has been completed at the 
new Westinghouse multi-million dollar appliance 
plant in Columbus, Ohio. 

The plant is still under construction and will 
eventually have 2,000,000 sq ft of floor space. A force 
of approximately 500 employes is now working in the 
plant. 

Company officials estimate that between six and 
seven thousand workers will be employed in the 
completed plant. 


G-E Lists Plans for Trenton, N. J. Plant 

Part of the 1954 line of General Electric home heat- 
ing and cooling equipment will be produced at Tren- 
ton, N. J., in a new plant acquired last year, accord- 
ing to S. J. Levine, general manager of the G-E home 
heating and cooling department. 

General Electric absorbed the 300,000 square foot 
Trenton plant last July, to supplement production at 
the Bloomfield, N. J., plant. 


Gas Range Shipments Top Last Year 

Gas range shipments during the first 10 months of 
1953 were 4.8 percent above the comparable period 
for 1952, according to the Gas Appliance Manufac- 
turers Assn. 

Shipments last year were 1,897,100 units, compared 
to 1,810,400 in 1952. 

October, 1953, shipments fell 10 percent below 1952, 
dropping from 239,700 to 215,800. 

(Please turn to top of page 207) 


























“| know it seems silly, but | keep hearing a faucet 
ripping!” 
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Plan NOW for summer profits... 


from 








ow your customers dial 


rMQUNTAIN-C -CO0L 
COMFORT we 


cool air. 





















RHEEM MANUFACTURING COMPANY 


Sparrows Point 19, Maryland 
7600 $. Kedzie Ave., Chicago 239, Ill. 
1025 Lockwood Dr., Houston 20, Texas 
4361 Firestone Bivd., South Gate, Calif, 
800 Chesley Ave., Richmond, Calif, 
2693 §. Marginal Way, Seattle, Wash. 








v mer d 











vertising +selling 
<gampaign for the new 


ROOM AIR 
CONDITIONER 


Here is a new opportunity. Let this page _— points, great selling points. And they 


“aca vo hgh start you planning NOW for a big new deliver all that they promise in the big 
your liking! | profit! Don’t wait for the summer rush. —_ advertising campaign, now ready for sum- 
fresh 2 filtered The new Rheem Room Air Conditioners, | mer use in newspapers, radio and co- 
a os famous products of a famous manufac- _ operative sales literature. Send the coupon 
ool! e = orpollen!| turer, have no superior in the air condi- _ now for full details of profits, product and 
clearett vo odor tioning field. They have great advertising advertising support! 
no 


Send coupon today—sure profits this summer! 








ce Gente ens tas Sema Gents Ges eth nn Gin cea demi cans Gimme exten cet nS Gnas aD GED ERED eaNND D cEEED 4 
RHEEM MANUFACTURING COMPANY °14 | 
Send your request to nearest Sales Office, addresses of which I 
are listed at left. | 
Please send full information on Rheem Room AirConditioners. 
NAME | 
ADDRESS | 
city. STATE | 
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watch for our 1954 





model 
announcements 


@ World's most widely ay 
ontrols. 


used Barometric Droft C 
@ The controls preferred by manvufac- 
turers, jobbers and dealers. 


@ Publishers of the first draft contro! guide for in- 
stalling deolers. 


FIELD CONTROL DIVISION 
of H. D. CONKEY & COMPANY © Mendota, Illinois 
AFFILIATES 


CONCO BUILDING PRODUCTS, INC. © Brick, Tile, Stone 
CONCO MATERIALS HANDLING DIVISION © Cranes, Hoists 



























in your HOT WATER GENERATOR 


TAN KS Here is a Hot Water Generator that will give you 


the maximum in efficiency! More hot water at less 
SMOKESTACKS 


operating cost. Quality of constructions is your 

assurance of the maximum operating efficiency 

from your FINNIGAN equipment. Adaptable to 
P| PI NG any type operation—built to your specification in 
capacities from 66 to 5,000 gallons, FINNIGAN 
WATER HEATERS Hot Water Generators are made from the finest 
material and contain copper removable-coil heat- 


cone ing element They are equipped with are sae tap 
BOILERS " 00. 
eer aa (ED = 

obligation. 


41 E. 42nd St. 
New York 17, N.Y 


4108 C. St. 
Little Rock, Ark 


P.O. Box 2527 
Jacksonville 4, Fla 
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EVERYTHING IN AIR CONDITIONING 


usAlRce 


CENTRAL STATION 
PACKAGED 
AIR CONDITIONER 


REFRIGERATED KOOLER-AIRE 


MODEL RK 


10 SIZES 
3-50 H. P. 





The usAIRco RK combines 
air conditioner, compressor and 
evaporative condenser in one 
package. Evaporative conden- 
ser continually recirculates 
water, saving 95% on water 
consumption. With addition 
of heating coil, RK is con- 
verted to a heating plant. 


Write Dept. DE-14 








IN ESTIMATING 
IN BUYING 
IN SELLING 
IN BILLING 


IN CHECKING 
INVOICES 





Let Bradfo 
be your Gude! 


In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 

gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. 


be’ | e WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
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TATION News . . . continued | St eal Mone y fi t Om 
vi Airtemp Div. Announces New Conditioner the Chimney 


TIONER 

Descriptions and prices of 1954 room air condi- 
tioners made by the Airtemp Division of Chrysler 
Corporation were announced recently at a meeting of 
300 Midwest salesmen at Chicago’s Sheraton Hotel. 

J. F. Knoff, vice president and general sales man- 
ager of the division, made the feature address. 

Knoff said the newest in the company’s line is a 
one half horsepower unit designed for casement win- 
dows. The unit is 35 inches high, 16 inches wide and 
12 inches deep. 

It fits flush against a window frame, entirely within 
the room. The casement window can be closed and 
locked when the conditioner is not in use. 

Also presented at the meeting was a new one-half 
horsepower model to be added to the company’s 
three-quarter and one-horsepower models of con- 
ventional room air conditioners. 

A heating feature will be available on the three- | 
quarter and one-horsepower models by use of a re- 
verse cycle feature that extracts heat from outside 
air and directs it into the room. 


Philadelphia Assn. Installs Officers 


Maxwell Feldman, president of the Max-Arnold 
Company, was seated as president of the Philadelphia | 


Manufacturers Representative Assn. at a recent meet- | C ay * h em eo * ? ve Las € re) 43 t 


ing. 

William Gray, vice president of the William Gray | % 
Company, took office as vice president and Hall 2° to 36 9 
Michelman, secretary-treasurer of M & M Associates, | 


uary, 1954 














Fuel dollars that ordinarily go up the chimney are kept in the 


was seated as secretary-treasurer. | a pocketbook when a Sun-Ray Series “S” Oil Burner is on 
ae" the job. That’s why more Sun-Ray burners are being installed 
Josam Names New Distributor than ever before. Want proof? Then... 
F. H. Van Dyk & Company has been appointed by | Check These Sun-Ray Features 


Josam Canada, Ltd., as representative for western 


























d ss 1. Sun-Ray Aerodynamic Housing. 
Ontario, Canada, according to an announcement by | 2. Sun-Ray Combustion Head. 
W. C. Fletcher, Josam manager in charge of sales. | 3. Delayed Action Oil Brake. 
° ° 4. Precision Construction. 
The Van Dyk firm of Lambeth, Ontario, is headed | 5. Burns Catalytic or Distillate Oils. 
by F. H. Van Dyk and R. Saunders. 6. Ideal for Conversions or New Furnaces. 
GAMA Reports on Heating Shipments Against These Performance Results 
1. Highest CO,, 
The Gas Appliance Manufacturers Assn., Inc., re- 2. naan temperature. 
i “ i 3. Less draft required. 
ports that shipment of gas-fired central heating ra «<n 
equipment during October, 1953, was 6.1 percent less 5. Cleaner combustion — always. 
/ than for the same month in 1952. 6. Most economical heating. 
October, 1953, shipments totaled 94,200 units. A ’ 
} aan , nd You'll Want to Sell Sun-Ra 
. Shipments of the units during the first 10 months of Yy 
BOOK, 1953 were 438,100 units, a 17.4 percent increase over Outstanding leader in quality, popularity and profit potentials. 
eit a Write today for complete information. 
Se 1952. 
ll find 
—_ Walton Laboratories Spurs Humidifier Sales Sun-Ray Models from 0.5 to 25 G.P.H. 
_item Walton Laboratories, Inc., of Irvington, N. J., has 
-_ begun a new promotion program to spur sales of its 
portable room humidifier. A window streamer asks 
the question, “Have You Ever Felt Cold Steam?” 
An accompanying counter card may be placed next 
to the dehumidifier to illustrate the benefits of 
NK humidification. The humidifier produces a water vapor SUN-RAY BURNER MFG. CORP. 
that can be seen and felt. 
— (Please turn to top of page 208) 139-28 Queens Boulevard, Jamaica 2, N. Y. 
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New Improved MONEL Model! 


New Deluxe Design 


with All Metal Parts of 
Corrosion-Resistant MONEL... 


Exclusively for the 
Plumbing Trade! 





New 
Features 








the 
MODERN | ALL MONEL METAL PARTS 
... Corrosion-resistant even in 
way to salt water! 
stop MONEL SPRING-TEMPER- 
‘ ED CLIPS grip firmly, will 
running will never lose original tension. 
toilets! POLYSTYRENE CYLINDER 
guides ball to valve seat. New 
over design—new fool-proof instal- 
lation—cylinder can’t slide down 
2,000,000 —ball can’t pop out! 
installed! MONEL KINK-PROOF 
CHAIN —tripied life! 
IMPROVED BALL of highest 
quality rubber. Seals in any 
position, even off center, be- 





cause it’s round! 


COMPLETE! NEEDS 
NO GUIDE ARM! 


*@®international 
Nickel 


Co. 





Freel cou - Pree 
TANK BALL & GUIDE 


saves you installation time... 
no costly callbacks 


for adjustment! 







“ALERT” 


"LIFE 


send customers to you! 


f approved 
WCA-S2-101 


Plumber-tested & approved 
3-YEAR GUARANTEE 


Order now from your jobber 
or write AROMORE PRODUCTS CO., ARDMORE, PA. 











continued 


News. . . 


General Electric Plans New Factory 


H. A. MacKinnon, vice president of the General 
Electric component product division, has announced 
plans for a multi-million dollar expansion of facilities 
at Holland, Mich. 

The plant will house the hermetic motor depart- 
ment. It will be a single story structure, with much 
of the manufacturing area air conditioned. 


Douglas Kitchen Caravan Tours East 

Promoting the idea of planned kitchens to home- 
owners has been carried out by “Kitchen Caravan” 
tours of Eastern cities—a house trailer with three 
model kitchens. The Douglas wholesale plumbing 
firm of Washington, D. C. promotes kitchen sales for 
dealers in Maryland, the District of Columbia, north- 
ern Virginia and part of West Virginia. 


Sid Harvey, Inc., Adds New Store 

M. P. Bernard, president of Sid Harvey of Mass., 
Inc., Boston, has announced the company has ab- 
sorbed the business of the County Supply Co., Inc., of 
Worcester, Mass. 

County Supply formerly was a Harvey jobber and 
carried most of Harvey replacement parts for auto- 
matic heating. County Supply will carry a full stock 
and will be operated as a Harvey branch. END 


Five Minutes with Bergie! 


(Continued from bottom of page 154) 
1900! Our Grand Rapids friend made no provi- 
sion for indoor plumbing or central heating. To- 
day, plumbing and heating are as much a part 
of a home as the roof and walls. Of course, the 
lesson we learn from all this is to make certain 
our basic understanding is up to date. 

What does all this mean to us in the plumbing 
and heating industry? Why bring it up at all? 
What’s it got to do with selling? 

Well, in a practical sense, it means that our 
search for better ways, better products, better 
service must go on and on without let-up. It 
means keeping an open mind and an itchy curi- 
osity. If we cannot or will not adopt this atti- 
tude, we begin to wither on the vine. 

Every day the tempo of business increases in 
intensity. Some of our pet theories and habits 
are relegated to the scrap heap, only to be re- 
placed by something better. Let’s all of us resolve 
to keep our minds open to change. Sure, there 
will be times when we will disagree with some 
new thing, but let’s not arrive at hasty con- 
clusions. 

Let’s resolve to look it over first and then form 
our opinions. 

In our series of chats together, let’s see if we 
can, a little at a time, develop a climate within 
us that is in keeping and in tune with the world 
in which we live. END 


January, 1954 
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“Plumbing Species 


wt? 





F110 


GREASE and SEDIMENT TRAPS 


Recommended for small restaurants 
and for residential usage. Very ef- 


fective and a protection to waste 


lines. Made in two sizes, 25 & 40 


gal. flow per min. 


Tae WILMINGTON CASTING Co. 


om Rime) 


se” 
we 


WILMINGTON, 


Dd 
9Y 
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HéA OAKUM 


CombinesTop 
Quality with 
Convenience 








Oakum and Packing for every purpose. Made from select a 
materials, carefully prepared. Single or eight-strand— 
Tarred, Untarred or Dry Unoiled—also Square Braided 
Jute. Put up in various style packages designed to make 
the contents both easy to use and convenient to handle. 
Particularly popular are our attractive 5 lb. red box and 

50 lb. cartons that fully protect the goods, prevent wastage 
and help to keep surroundings clean. H & A Oakum and 
Packing are distributed by leading jobbers everywhere. In- 
formation mailed on request. 


Complete stocks carried at mill 
and at all branches. 


THE HOOVEN & ALLISON COMPANY 


**Spinners of Fine Cordage Since 1869"' 





XENIA, OHIO 
9h & Douglas St. 740 Washi Ave 
OMAHA, NEB. MINNEAPOLIS, pt 





1322 West 13th $. 
KANSAS CITY, MO. 








Just what’s wanted 


in home incinerators! 






2 COLE HOT BLAST 
HOME INCINERATOR 


meets homeowners’ every de- 

mand for top value and per- 

formance. Here are just a few 
of the Cole features: 

@ Economical gas operation 
with exclusive, patented, air- 
jet combustion. Genuine re- 
fractory tile lining . . . rust- 
proof, clog-proof, permanent. 

@ Smokeless and odorless. 

@ Dependabledisposalofevery 
scrap of food, however wet. 


Write today for complete specifications 
of both Deluxe and Standard Models. 


COLE HOT BLAST MFG. CO. 


CHICAGO 9, ILLINOIS 





3817 S RACINE AVE 
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TETER wot water HEATERS 
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basi: 
sent 
NATURALLY MEET 
man 
' The: 
TETER: The Name 
owt: THE NEW UTILITY LAYOUT TRENDS | _,.., 
Guality Peres Grafts: 
manship. , _ RII ey 
They Helped Develop It! yeai 
MAGNESIUM ROD: 
assures - maximum we 
protection against Yes. Ever since TETER came out with the hon 
’ . streamlined, RED BAND TANK and the 
_ TABLE-TOP TYPE, you can bank on the and 
RED BAND TANK: . *1s 
Heavy copper bearing fact that new and revolutionary utility lay- mal 
thick. Water tested outs were bound to come. They Are Here 
piace neue Today and Now! And they are spelling out eve 
i aa new efficiency and greater ease for the Amer- P 
low | wattage, ‘Diack ican housewife. So, look to TETER for the 
Ground esting’ ile- last word in Water Heater requirements and <8 unc 
— dependability. - TETER Water Heater which ave 
ee a Sizes range from 3 to 83 gallons .. . types Se ee ee 
thick ‘blanket of gen.  Tanging from standard uprights to table top «ree Mr 
io dimensions. WRITE TETER FOR FULL 7 “sig all 
DETAILS TODAY! | ; 
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ee, Oe ee TETER BANTAM, Right: The pop-  ] q 
cold water t ideal for  smaii ular  TETER 4 7 
Prevents drop in home capacity rang Tabie Top Ty, 
wate: mp. Bottor ing from 3 to ranges from 20 
drain conveniently lo- gallons. to 30 gallon $50 
cated. capacity. : 
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TONGS 


“Reversible”, “Standard” and 
“Ideal” types, in all sizes. Jaws 
are drop forged from special steel, 
are carefully milled, heat treated, hard- : a 
ened and tested. The Handles are forged spring iy 
steel. The Chains are proof-tested to %3 catalog 
strength (1,200 Ib. to 40,000 Ib.). “Reversible” Jaws 
give double jaw life. “Standard” jaws have extra tr 
bearing on the handle and forged-in 











chain guides. The “Ideal” Tongs have * 

oias V shaped teeth for a sure grip on irregu- Cc 

To be sure—install Burks Pumps. Write today for FREE catalog as j lar shapes—fittings, etc. ti 
DECATUR MSTRONG BROS. TOOL CO. - 

“The Tool Holder People” d 


PUMP COMPANY 5223 W.A 


33 ELK ST., DECATUR 70, ILL. 


RMSTRONG AVENUE « CHICAGO 30, iLl. 
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A Leaf from the Bay City Story 


(Continued from bottom of page 99) 


| 
| 


basis for his limited selling program. He likewise | 


sent for mats and other advertising aids from 
manufacturers whose lines the company carries. 
These materials formed the foundation of his own 
program of promoting modernization jobs. 
“Probably half the homes in our trade are 25 
years old or older,” Mr. Hilker points out, “and 
we feel that the owner of each of these older 
homes is a potential prospect for a new bathroom 


and other plumbing fixtures. We see it as a bigger | 





market, profitwise, than any building boom we | 


ever participated in.” 

Presently, after the modest program has been 
under way only a few weeks, the company has an 
average of three remodelling jobs going at once. 
Mr. Hilker expects this number to increase gradu- 
ally as more effort is thrown behind the program. 
It has gone amply far to prove its merits. 

The average remodelling job amounts to around 
$500, he says, and the net profit from such a job 
is more than that from a $2,500 contract obtained 
in competitive bidding. 

“The beauty of remodelling work is that it is 
created work. You’re not bucking a competitor to 
get the job. When you get out and work up a 
remodelling job, you’re not taking it from any- 
body. Nobody is after the work but you, and if 
you didn’t get it, likely it would go undone for 
another several years,” says Hilker. 


The first thing the company did after receiving | 


its advertising material in the “kit” and from 
manufacturers was to start sending out envelope 
stuffers with monthly statements featuring re- 
modelling. Activity was confined to this for two 
months, as the management wanted to feel its way 
and see what the response would be from this low- 
cost promotion. 

The stuffers brought several inquiries each time 
they went out; and out of each batch of inquiries 
developed several jobs. 

Then the company started using the kit ma- 
terial and suggestions, together with mats fur- 
nished by a fixture manufacturer which featured 
remodelling and which tied in closely with the 
kit, to draw up its own modest remodelling ad- 
vertisements. 

This remodelling copy runs an average of once 
a week in the local newspapers and it produces 
inquiries consistently. 

Another source of leads comes from manufac- 
turers who have featured remodelling in national 
advertising that has elicited inquiries. These 
come to the Hilker organization through dis- 
tributors in the territory or direct from the man- 
ufacturer. These leads. however, are not as pro- 
ductive, Mr. Hilker declares, as those obtained by 


(Please turn to top of page 212) 
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“As far as I’m concerned, 
Chicago Faucets are the best item I carry. 


They mean business to me.” 


That’s what a lot of plumbers say about Chicago 
Faucets. Why? For one reason, because they build 
good will. Your customers want the best, and with 
Chicago Faucets, that’s what they get — leak-free, 
casy-operating faucets that stay that way with just 
occasional re-washering. If ever necessary, the 
entire operating unit, or any part of it, can be 
replaced as easily as a light bulb. That means 
long economical service. 


And thatmeans satisfied, steady customers for you. 


THE CHICAGO FAUCET COMPANY (~~) 


CHICAGO 39, ILLINOIS 





Chicago Faucet Products ore distributed 
through the plumbing trade exclusively. 
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au For Protection 
and Control— 


Install 
PATROL 


Diaphragm 
Relief Valves! 











Feo only need to look at the 


design, engineering and construction 

| of the PATROL Diaphragm Relief 
Valve to have the inside story on 
temperature protection and pressure 
control for range boilers and storage 


hot water heaters. 


Positive protection is assured by a 
sensitive large-surface diaphragm— 


a non-sticking bibb washer—a 


reseating fusible plug which can be 


replaced without removing valve. 


Positive control is assured by a test 
lever—large waterways for quick 
relief—a high BTU rating—a 
standard pressure setting of 125 
pounds and a temperature setting 


of 210 degrees. 


Ask for the inside story on the full 
PATROL Diaphragm line—the 90L, 
the 90AL and the 90XL—today. 


THE PATROL VALVE CO. 


2310 Superior Avenue e Cleveland 14, Ohio 
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local newspaper advertising. 

Appliance salesmen are asked to turn in leads 
which may ultimately result in the sale of a bath- 
room remodelling job, and up to now the outside 
men have been cooperative without special re- 
numeration. However, Mr. Hilker believes that 
eventually the company will work out some sort 
of a bonus plan, whereby outside salesmen may 
receive at least token payment for their aid in 
locating prospective remodeling jobs. He believes 
that such a plan would be profitable. 

The company also obtains remodelling leads 
from its journeymen plumbers. Each workman is 
supplied with cards, to be filled out when he an- 
swers service calls. The card lists the appliances 
and other fixtures in the home, their age and con- 
dition, and the condition of the bathroom. The 
journeyman receives 25 cents bonus for each such 
card he turns in. 

“We have to keep reminding the workmen to 
do this, however,” Mr. Hilker declares. “Other- 
wise they gradually forget the cards, particularly 
since the bonus is not a strong inducement. We 
have had some excellent remodelling leads from 
these cards, and if we keep the men reminded 
regularly to fill in the cards, we are assured of a 
steady supply of leads.” 

In addition, Mr. Hilker makes an occasional 
tour in personal search of remodelling jobs. He 
has done enough of this type of selling to know 
that when the time comes for it, it will be profit 
able to hire a good outside salesman to specialize 
on remodelling. 

“We're going into this thing gradually, because 
it is so new to us,” he explains. “But we have 
gone far enough to know that it is highly desirable 
business, and we believe eventually we shall have 
one or more men out knocking on doors of older 
homes and talking new bathrooms.” 

In the meantime, envelope stuffers and a week- 
ly newspaper advertisement is producing a nice 
volume and a nice profit from remodelling. END 


Warm Air Meeting 


(Continued from bottom of page 146) 

ties, F. L. Meyer of the association’s research ad- 
visory committee explained that the warm air 
group was responding to research needs on air 
conditioning with the same success that led to the 
development of attic fans 20 years ago. He also 
told members that this year’s prices would be 
from $10 to $150 below 1953 prices because of a 
buyers’ market and increased competition. 

The NWAHACA convention, attended by more 
than 500 guests, elected new officers for 1954. C. 
B. Phillips, vice president in charge of sales for 
the Surface Combustion Corp., Toledo, was named 


(Please turn to top of page 215) 
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“A HARD-WORKING SALESMAN 






He Sells the Idea 


Yes, here’s a salesman that works for you 24 hours a 


day. He'll get into more of your prospects’ homes 
than the rest of your sales force combined. His name 
is Modernization Sales Kit. 


And he’s not just selling merchandise—he’s selling the 
basic idea which will make people want to buy your 
products, your service, your ability. He will help you 
win the battle of ideas in your local market, to give 
you the jump on competition. 


Actually, he’s an advertising-sales promotion manager 
as well as a salesman. He’s a constant and fertile source 
of sound, sparkling ideas which build a reputation for 
you in your community as a good man to do business 
with, a modern merchandiser, a civic leader. If you had 
to pay someone else to create this material it would 
cost you more thousands of dollars than you'd care to 
think about. 


He can do all these things because he knows the facts 
—the facts uncovered in Domestic Engineering’s Bay 
City Story, the greatest survey ever made in this indus- 
try. He uses these facts to move merchandise, to stim- 
ulate the consumer’s desire, to make him want to buy 
from you. 


He Believes in Fair Prices 


Not only does he want you to make a reasonable profit, 
but he explains to your customer why this is best for 
everyone in the long run. He lets the shoppers in your 


FOR $15 A YEAR?” 


area know that it is they, in the final analysis, who 
regret it the most if they pay too much attentio 
the price-cutter’s sales pitch. He points out the ad 
tages of doing business with a contractor-dealer w 
profit margin is adequate enough to give com 
customer satisfaction after the sale is made. 


How He Operates 


How does he do all this—this tremendous mercha 

ing and public relations job? First of all, he has 
up a Modernization Timetable, listing what should 
done every week to best sell specific seasonal rem 
ing equipment. He has 250 pieces of material rea 

use which cover all phases of a year’s merchandi 
program. This includes: Newspaper ads, sales let 
jumbo post cards—all of which are complete with 

and art work. He has sales-compelling posters to 

impact at your showroom. He has weekly, persona 
radio commercials—and press releases to give you 
your firm local publicity. 


He Trains Employes, To 


Not only does Modernization Sales Kit take care 
your day-by-day, week-by-week sales activities, bu! 
also has educational material to help you and your 
ployes learn more about the broad phases of 
chandising. 
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] 1801 PRAIRIE AVE., CHICAGO 16, ILL. 
i ATTENTION: MODERNIZATION EDITOR 
I Please send me......seeeeeeeseee Modernization Sales Kits for 
JE emolose $.. 2.6 csccscccccccees I understand that, if I pay the full 
got $15.00 per kit I will receive the current installment immediately 
that the next three quarterly installments will be sent to me automati 
|i also understand that, if I order the complete kit (eash with ord 
g wall receive a copy of the $5.00 Idea Book free of extra charge. 


| NAME 


DEE Cds cvedcabewed sed cdeeb ew SLECSER ORES eS ese oc 6 6HERE 
| DEE 0.0 obs CHS 5 ob ond kee REEb 665s thls bebo b eH s 00 be cso Gaee 
GREE -cebbcnasdivesceeesee seas BOM. ccccece STATE.....-++++**' 
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(Continued from bottom of page 212) 
president to succeed W. D. Redrup of the Majestic 
Co., Huntington, Ind. 

First vice president is G. W. Denges, vice presi- 
dent and sales manager of The Williamson Heater 
Co., Cincinnati. F. L. Meyer, president of the 
Meyer Furnace Co., Peoria, Ill., was named second 
vice president. George Boeddener was re-elected 
managing director and secretary-treasurer. 

The following are excerpts from Mr. Chamber- 
lain’s talk: 

It is generally agreed that one of the most pres- 
sing problems to private enterprise and the profit 
system in America today is that of saving and im- 
proving the 30 million existing urban homes. Our 
220 billion dollar housing investment is slowly 
wasting away, because today blight is marching 
across our cities faster than any present program 
can cure it. Millions of home owners and indus- 
tries are moving out of cities into the suburbs and 
day by day more of the poor, who pay a small 
percentage of the taxes, are being left behind in 
the spreading slums. 

The general solution to this problem can be 
found only by reversing this flight to the suburbs 
and making in-town living once again attractive 
enough to hold a tax-paying population and giving 
new hope and confidence to those who would 
prefer to live in the city. The ramifications are 
extremely complex, and there can be no quick, 
no cheap, or no easy solution. 

It is felt that the general term “modernization” 
also includes— 

1. Rehabilitation of housing that is below local 
standards, since test areas have proven that 90 
percent of the existing housing areas can be re- 
habilitated or modernized. 

2. Demolition of the remaining 10 per cent and 


(Please turn to top of page 216) 
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“We were just passing by when we decided to 
drop in and look around!” 
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INSTALLATION 


is only HALF THE JOB! 
aaa 


Lasting 
Performance 
is the 













Model “TV” 
Tempering Valve 


Non-Ferrous thermo- 
static element is 
powerful acting . 
gives quick, positive, 
accurate tempera- 
ture control. Easily 
adjusted to desired 
temperature 
between 140° 

and 200°F. 


Customer satisfaction is the foundation of YOUR 
REPUTATION. And customer satisfaction depends 
upon one thing ... excellent performance for years 
after the installation! 

Lawler’s “Performance-Tested” design combines 
pioneering experience with engineering leadership 
The use of specially chosen metals assures YOUR 
customers years of positive accurate temperature 
control with lowest maintenance cost... .. the 
best insurance YOUR REPUTATION can have! 


LAWLER TEMPERING VALVE 





: w~ Complefe Line Through 4” I.P.S. Size. 
List the facts... 


Check them off... 
Lawler comes out 
first every time! 

YOUR REPUTATION 
is protected! 


w Powerful Bellows Type Thermostat, 
Hydraulically Formed and Liquid-Filled. 


Only One Direct Acting Moving Part 








# Completely Non-ferrous ‘Thermostat. 








‘‘Performance- 
Tested” for a Dig ar 
Longer Life aa bs sie 


— “i 


STEAm TEMPERATURE PEGULATORS SHOWER MIXING VAivVES Wwall® CONTROLLERS 


LAWLER AUTOMATIC CONTROLS, INC. 
453 North MacQuesten Parkway | Mount Vernon, New York 
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‘\ YOu 


amt... 


A line of fine Quality sinks reasonably 
priced... 


A line of sinks that appeals to dis- 
criminating housewives... 


A line that has gracefulness plus 
utility... 


A line that’s styled ahead for lasting 
good-looks... 


A line that will give you satisfied 
customers... 


A line manufactured the MODERN’ 


way... 


A line thot’s considered the fastest 
growing line in the industry today... 


A line that protects its dealers . 
A line that commands respect . 


A line that’s well accepted through- 
out the land... 


THEN WRITE TODAY for details on how 
YOU can become an ACTIVATED dealer 
of ACTIVE QUALITY WARE. 


| ACTIVE 


ae ae 


888 CLAIRPOINTE AVE. 
DETROIT 14, MICH. 
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(Continued from bottom of page 215) 
re-planting, re-zoning, and re-building these areas, 
as well as sites that have been vacant for many 
years. 

3. Public improvements to schools, parks, 
sewers, and other facilities. 

4. Improvement of credit facilities for property 
owners and municipalities. 

The penetration of such a huge modernization 
market requires a complete teamwork by the 
federal government and all local and state ad- 
ministrations, as well as builders, architects, 
realtors, financing institutions, property owners, 
and all associated trades. 

The National Assn. of Home Builders is de- 
veloping two important programs relative to 
modernization and rehabilitation, and has ex- 
perimented with them in several national cities. 
The first is that of block rehabilitation in which 
the home builders buy up a row of aging houses 
and rehabilitate them. 

The second is the “Trade-in-Home” program 
which would allow the builders to modernize in- 
dividual dwellings that are in good or fairly good 
neighborhoods. In the second program, the used 
home is accepted as part payment for a new one, 
and the builder remodels it for re-sale. This 
seems natural because a similar plan has success- 
fully been used by the auto industry for years. 
With the “trade-in home,” the builder modernizes 
such important features to the “house hunters” 
as kitchens, baths, and heating plants and then 
sells the home faster and at a higher profit. All of 
this modernization work is done by the trades, 
part of which are represented in this area, with a 
resultant new and extra profit for your industry. 

The realtor is usually closest to the property 
owner and appears to be important to the builder 
in his “trade-in home” and block development 
programs, relative to handling the re-sale of the 
houses taken in trade. 

The complete program must also require law 
enforcement powers as exemplified by a recent 
survey conducted by the “Build America Better 
Council.” This survey covered 226 cities and 
pointed out that over 40 per cent of them main- 
tained only partial enforcements of ordinances; 
while approximately 20 per cent maintained little, 
if any. 

One of the major reasons that homes are not 
kept up and modernized, is the high cost of financ- 
ing improvements. Home owners need something 
much better than existing FHA Title I, three-year, 
$2,500 personal loan at 9.7 per cent interest. The 
rate is too high, the time is too short, and the 
maximum amount may prove too small to en- 
courage all of the requirements of modernization. 

One of the ideal financing plans today, is the 

(Please turn to top of page 219) 
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THE BIG NAME 


‘in Tubular & Cast Brass, Nipple, Fitting, Specialty 


PLUMBING PRODUCTS 


JAMECO 
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z > ality 7 
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TWISTED JUTE 
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Learn ae it always pays to specify JAMECO 
Write For It Today! 


JAMAICA #2 5:5 


Fitting Mfg. Co 
1209-1223 DeKalb Avenue, Brooklyn 21, 






manufacturers 3—<t a) S>—~ for 125 years 


Nipple Mfg. Co. 


Specialty Ming: | THE THOMAS JACKSON & SON CO., READING, PA. 


N. Y. 
FOR THE REST OF THEIR LIVES 


Your Customers Will Want 


SILKAUF SEATS 


The Seamless Molded Toilet Seats! 


@ Black Open Front Industrial 








“A HARD-WORKING SALESMAN | 
FOR $15 A YEAR?” | 


The Modernization Sales Kit 
Puts Him on Your Payroll! 


Ct yO 


Ea Cover Your Profits Against Loss with... | , 


| 
ve ROTECTUB sins rroncin 
Impro BATHTUB PROTECTOR | 


@ Baked Enamel (white and colored) 
@ Sheet Covered (white and colored) @ Plastic (marbleized colors) 
@ House Trailer Seats 


@ Bath Stools 


@ Pear! (18 colors) 
@ Elongated (in above seats) 


Sold Exclusively Thru Jobbers 


| 
| 
a PRODUCTS OF CALIFORNIA 








SEE PAGE 214 
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Strataflo yarb 
AND WALL HYDRANTS 






Greater 
mse 


PREVENTS 
Damage after 
Tubs are 
Installed. 
Eliminates 
cleaning. 














Made to fit Cast iron 
and Stee! Bathtubs 


Place your order 
today — Specify 
dtc Mode! 







WRITE FOR 
BULLETIN 701 


@ Also the Economy Liner GUM-A-TUB 
@ OVER 200,000 INSTALLATIONS 


If not available at your local jobbers—write to Dept. DE STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


PROTECTUB Inc. 71 LUDLOW ST., NEW YORK 2, N. Y. | *rder from your Jobber 
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JUST 


FOR THAWING frozen pipes in homes, factories 
INDISPENSABLE end on the farm... THERM-O-TRON saves tim) Ze 


BOILER EQUIPMENT FOR ie ae a pony. It is the dependable eco. h 
, nomical safe method of meeting winter emer 

GOOD QUALITY pp Seaust MOM sia tc sched of evi wnt cars| th 

wie STEAM-FITTERS als 


. FOR COMMERCIAL installations in plants requir- 
FARMERS ing a steady free flow of liquids THERM. O- = 
STOCK RAISERS will thermostatically controf the temperature of pipe , 
lines carrying such fluids, thereby releasing the con- ter 


ata 





f = HOTELS gealed area. 
air price HOSPITALS INDUSTRIAL PLANTS where brazing and solder. 7” 
FACTORIES ing applications are a major requirement in main- th: 
* tenance, THERM-O-TRON once again effects 
INSTITUTIONS countless savings, proving itself invaluable for di- 


WON Rdtitaeea §=9=versified repair jobs. } 


1F YOUR JOBBER CANNOT Works on IRON peer pomme report bigute profits me to faster han- 
bad ‘ ing of emergency freeze up calls. FARMERS 
SUPPLY YOU-SEND YOUR COPPER and LEAD valuable time and expense handling Ganergencies = Jay 


ORDER AND HIS NAME TO: PIPES the farm. me 
© SUPER INDUSTRIAL ARG WELDERS e 


Trindl manufactures a complete line of electric. sare welding equip. | 

ment. “A WELDER FOR EVERY REQUIREMEN nging 

sizes from 75 AMPS to 400 AMPS Cap. rind! Weiders, Welding b 
i] t and A jes are They Save You Time and y 


Money! 
WRITE US TODAY—JOBBER & DISTRIBUTOR INQUIRIES INVITED! ce 
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600-602-604 W. LAKE ST., CHICAGO 6, ILL. 




















HORIZONTAL 


for ALL sizes 
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Slim tube - Tube - Wall- 
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Column Radiation. Style m 
> Ans gy — This factory assembled 
RAD 1%” from wall without Dye ol _— ‘hae 
1ATOR baseboard adjustment— Y £ re 
Style “H” as shown, serve valuable floor space 
HANGERS 2%” from wall with in commercial] and indus- 
baseboard adjustment. trial buildings. It is an 
W it f oil- — Waterbury a. : fe 
rue for Widely used by Heat- witii all parts accessible tet enet | unit from the complete Waterbury line Ei 
= Contractors from the front for eas Ypica ? 
details, over 25 years. seal inspection, cleaning pers =“ sod oe 2 
servicing. 10 Year Guarantee 
HEALY-R ti 
- UFF Company Strie € ys ealgly he Jaterman- Waterbury Co. u 
710 Hampden Ave. St. Paul 4, Minn, HEATING 1141 Jackson St. N. E. © Minneapolis 13, Minnesota . 
— 0 
bd . . . 
MODERNIZE with STEDCO — wise dealers insist on | 
$ a 
Neptune 
I 
I 
One important feature is dominant in Americo’s ‘ 
Leading Line of Sump Pumps: an inbuilt ruggedness ’ 
that dependably delivers high output through } 
years of use. Neptune Sump Pumps are designed 
HIGH CAPACITY BEAUTY AND EFFICIENCY and assembled to simplify tough jobs, to | 
RADIATION, COM- deliver maximum pumping performance on 
PACT CONVECTORS ' ) all assignments. 
FOR RESIDENTIAL, | ) / " 7 / duct @ Write for literature and prices today. 
COMMERCIAL, IN- eee ti 
DUSTRIAL INSTAL- KING BON PENNA NEPTUNE PUMP MFG.CO. 
LATIONS WILKES BARRE PENNA 4912 N, 6th S¢., Philadelphia 20, Pe 
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| “open-end” mortgage, which is now approved by 
Veterans Administration as well as most savings 
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and loan associations and many large institutional 


» lenders. All states should modernize their mort- 


gage loans to include the “open-end” feature with- 


i 
? out red tape and cost of a new title search. 


Under today’s FHA policies, the old home has 
a minimum of 20 per cent down payment; while 
the new home has as little as 5 per cent. 

Temporary FHA changes have included dual 
commitments on “trade-in” homes; the first com- 
mitment as purchased, the second when modern- 
ized, with an immediate loan of 90 per cent of 
the cost of modernization. Other proposals may 
also include: 

1. Modification of FHA Title I to allow an ex- 
tended payment time of five to ten years, with 
maximum loans of $3,600 at lower interest rates 
than at present. 

2. Income Tax incentive by the amendment of 
existing federal and state government revenue 
laws to allow depreciation of new capital improve- 
ments. 

3. Amendment of the Nationa] Housing Act, 
by Congress, to allow FHA to work out pro- 
cedures to extend its insurance to “open-end” 
mortgages. 

I personally feel that the FHA and the Federal 
Government will plan to have definite, proposed 
changes ready for Congress during the January, 
1954, session, so that the old and new housing will 
be treated alike in an effort to encourage your in- 
dustry, as well as others, to get into the profitable 
modernization, rehabilitation business. 

What is the direct modernization potential 
relative to those in the heating industry? 

We have today approximately 45 million non- 
farm homes in existence, and statistics from Dom- 
ESTIC ENGINEERING’S Bay City survey show that 
23 million or approximately 50 per cent of these 
houses are at least 30 years of age, with an addi- 
tional eight million to be added between now and 
1960. These homes were built before the advent 
of convenient, work-saving, automatic equipment; 
and a relatively small percentage of them have 
ever been upgraded or modernized. 

Nevertheless, with only an average amount of 
promotion and merchandising, approximately 412 
billion dollars was spent for alterations, additions, 
repairs, and maintenance in 1952, with a realistic 
estimate of 61% billion predicted for 1953. Since 
1952 also revealed a figure of 13 billion dollars 
having been spent to build a little over one million 
new homes, I cannot feel that it is unreasonable 
to say that modernization is capable of great ex- 
pansion. 

One of the most important factors that con- 
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“NEW 


Majestic 
Indoor Incinerator! 


Gas Fired 
A.G.A. Approved 









Backed By 
25 Years 
Experience 
in Building 


Incinerators 














Turns Small 
Display Space 
into 


Good Profit 















Here's your No. 1 profit-maker for 54! The biggest 
home-appliance value you can offer the thrifty house- 


she'll quickly see 


it’s the real answer to the garbage nuisance! 


wife! And it isn’t hard to sell... 


How’s this for a perfect sales picture? Automatic heating 
prevents burning refuse in the furnace. So almost evcry home 
needs a new Majestic incinerator! All your past heating cus- 
tomers are prospects ... and you already have the list! This 
gas-fired, A.G.A. approved Majestic incinerator ge ts rid of all 
wet and dry garbage and trash-burner waste! Household 
refuse is simply loaded in unit “til full; then ignited! 
Patented downdraft design, Jet-Air Action dry contents before 
and during burning! Easily connects to furnace flue in 
kitchen, basement, utility room. No grinding or grating .. . 
no moving parts to jam or wear! White enamel finish .. . 
compact, modern design blends nicely with other appliances. 
Ideal tie-in on new furnace sales or call backs. Write for full 
details today! Or contact your jobber. 


Todays Most-talked-about Chore-Saven! 
™ Majestic », i. 


400-A Erie Street Huntington, Indiana 
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Here’s how Electrol’s 





(Factory records indicate that this 
burner was manufactured in 1925. 
It’s still in use.) 


I just want to mention that 
17th year for operating this 
it has given perfect satis- 


this is my 
burner and 
faction in all that period. 





It’s no accident that Electrol Oil Burners provide 
heating satisfaction year after year. 


The manufacturer not only builds them to last, 
but works tirelessly to find new ways of making 
them last Jonger. 


For example... 


Back in 1921, the company which is now known 
as the Electrol Burner Manufacturing Co., Inc., 
of Rutherford, N. J., started using a few parts 
made of nickel. They found these parts strong and 
tough, able to withstand intense heat or constant 
moisture, able to resist corrosive fumes and gases. 


So Electrol did the natural thing—they put 
more nickel and nickel alloy parts into the new 
models they developed. 


Today, there’s the Thermo-Loop, the curved 
tube that carries and heats air for the master 
control. Pure nickel tubing, the Thermo-Loop is 
highly resistant to corrosion and completely safe 
from rust. And there’s Electrol’s exclusive drip 
eliminator—for quick cut-off and positive preven- 
tion of afterdrip. It has a valve needle of tough, 
long-lasting Monel®. 

Other nickel alloy parts include the spark elec- 
trodes of heat-resistant Nichrome?t, the flame 
director ring of nickel-chrome steel, the nickel 
silver silencer disc and practically the entire 
clutch assembly. 

When a manufacturer relies on nickel for so 
many parts subject to heat, moisture, wear or 
corrosion, you can be sure he’s doing his level best 
to turn out a product you and your customers can 
rely on. That’s why it pays to look for nickel in 


the products you handle. 
tReg. by Driver-Harris Co. 


THE INTERNATIONAL NICKEL CO., INC. 
67 Wall Street New York 5, N. Y. 


a 
INCcO 


Nickel ... always a sign of quality design 
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| tribute to the modernization potential is the 


| higher nature of consumer demand which up- 


grades the motivations for buying, namely, com- 
fort, safety, economy, pride of ownership, beauty, 
and utility. I personally feel that the increase in 
the level of education is partly responsible for 
this higher consumer demand, since our records 
show that 80 per cent more people have high 


| school diplomas today than in 1940 and 450 per 





cent more than in 1930. Americans have gotten 
used to high standards of living and will not ac- 
cept antiquated houses when they can purchase a 
modern, up-to-to-date home. 

They do not want a bathtub on legs, a grand- 
mother’s kitchen, or an ugly octopus-type gravity 
furnace that is outmoded. Existing homes do have 


| several features that “house hunters” are inter- 


ested in; namely, larger rooms, established neigh- 
borhoods, schools, and churches, developed land- 
scapes, transportation ease, utility services, and 
shopping districts. In a high percentage of cases, 
the people that need more space are unable to 
afford the exorbitant monthly payments and high 
initial down payment of new homes, and they 
are likely prospects for older homes when the 
kitchens, bathrooms, and heating systems are 
modernized. 

Recent years have revealed important changing 
elements, such as increase in home ownership and 
family sizes, increase in women working outside 
of the home, and a decrease in domestic servants: 
Each of these will play an important role in our 

(Please turn to top of page 223) 


























“Well, besides me, what would you like to see in 
a bathtub, sir!” 
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ae at AS vt We 7, and address—is your guarantee that only the finest materials have been 
< igane Sy “lp fashioned by the most skilled workmen into a finished product that 
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able to PRIER stands fully behind the materials and workmanship 
nd high yo a of every PRIER product. And we prove it by clearly and 
id they — ‘ permanently identifying every single one. 
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mm “8 ‘PRIER BRASS Manufacturing Company 


7801 Truman Road, Kansas City, Missouri 
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ON NEW HEAT-| FOR ME-I USE 
QUALITY N ING SYSTEMS-| KEK IN 





EVERY JOB 













tHe Standard of QUALITY 
for Over 30 Years! 


There's alwa less Hi 
effort needed ye - se 
KAINER—the name t, for 
tr 30 a. has ewe the 

spec lew 
Felder on Governors sent upon 


dak Ye Your Jobber About 
The KAINER LINE! 





Even new steam of hot water systems need 
C-3 cleaning. Use KEK to remove —— matter (oil, 
compound, etc.) and seve call ck expense. 


MADISON, 
LAB. wc 


~ Again Available Wesco 
Solid Copper Tube Straps 
TIT 








BAINER & LO. 244266 0.: 











Made of solid = with 
Tit in sizes 4” ef 


LL 
GUARANTEE steak Proof DRAINAGE LINES! other sizes ominable without 


Test your drainage lines the quick and simple 
MUTUAL way, with these proven devices. 
Guarantee every job leak-proof. Write for 
details on the complete line of MUTUAL 
TESTING DEVICES. 


Wing Nut 
Test Plug Ratchet Test Piug Wrench 


MUTUAL MANUFACTURING CO 






ae f Dele A F 


WESCO (Tit) Tube Straps SAVE TIME, 
cuT LABOR COSTS. e quick, easy 
“SNAP-ON” a leaves hands free to 
oy and nail. Use WESCO Hangers on 
our next installation. You'll be amazed 
it your INCREASED EFFICIENCY. 
Ask Your Jobber for Wesco Hangers 
& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO 
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GREASE 
TRAPS 


RESULTS FROM 
THESE 5 BIG 
REASONS! .. . 





1 DESIGNED 
RIGHT 





















































| CERTIFIED 
IN 
3 | PRICED RIGHT PERFORMANCE 
MADE 
DELIVERED 
“| ber 4\ Richt 
TIME 


Get the complete story today, and you will see why no MURCO 
Grease Trap has ever been returned because of operational failure . . . 
all MURCO Grease Traps are rated by independent laboratory tests NOT 
our factory tests. See DOMESTIC ENGINEERING Catalog Page E-39. 
MURCO Grease Traps are sold only through plumbing wholesalers. 


D.J. MURRAY MANUFACTURING CO. 


MANUFACTURERS SINCE 1883 


WAUSAU WISCONSIN 
WIN GOODWILL WITH PROFIT 


G. M. CALL 
INTERCEPTORS 


END WASTE STOPPAGES 


You bet ow ll thank you! You'll end their most 
stoppage problem permanently. Pre- 

vent ~ en no before entering drain. Prevent loss 
which can be retrieved by side 








clean-out plug. 

Ww ‘ou install G.M. CALL INTERCEPTORS—on 
service calls, alterations, or ad construction—you'll 
win customers and extra busine: 

by a Hotels and "institutions, G.M. CALL 
INTERCEPTORS guaranteed. They bear the Seal 
of Approval of the Board of Standards and Appeals 
of N.Y.C. as well as other cities. 

All standard sizes. gene ‘Plated Polished Brass, 
Polished Brags and Rough B 


New York Piumbers’ Specialties 
Co., Inc., exclusive distributor = y 
New York City and in 150-m 
radius in Connect 
York State. 


aso es 


Patent No. 2,132,983 (aay 
C. & H. PLUMBING SPECIALTIES 
3148 Bruckner Blvd. © New York 61, ¥. Y. 


SEWER GLEANING MACHINE 


. . » prepares you for the 


cut and a 











Essential to Your 
Service Department 


TOUGHEST 
PLUMBING 
JOBS! 








More and more plumb- 
ers are able to take care 
of their own sewer calls 
with the help of a Clean- 
Rite Sewer Cleaner. 
The credit for this re- 
markable machine is 
due to constructive de- 
velopment over many 
years in the sewer STURDY 
cleaning business. The MOBILE 
Clean-Rite does a more 

thorough job at far less PORTABLE 

cost. Approved and GROVE MACHIN 

warranted by all pro- E Al RKS 
fessional sewer clean- 
ing operators. 








DEPT.D,P.O.BOX 136 BOWLING GREEN, OHIO 
















Display stands and sand- 
carved designs are free, 
and the door or tub en- 
closure in the stand car- 
ries your usual discount. 


Sle Daron Company 


OF AMERICA 





WATCH this water system! 


It’s going places ... and 
you can get your extra 
profits by ordering to- 
day from your Goulds 
distributor. 


Watch the other depend- 
able Goulds pumps... 
the complete profit-line 
for 54. Hop on the Goulds 
brand-wagon! 












Goulds Pumps Inc. 
Seneca Falls, N.Y. 


GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 














NEED Good FLOAT BALLS.’ 


KEYSTONE 
PLASTIC FLOAT BALLS 


give long and satisfactory 


4” x 5” standard 
closet tank float. 
Precision molded of poly- 
styrene... rigidly inspect- 
ed end guaranteed for 
one year. 

, ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR 


KEYSTONE BRASS WORKS ERIE, Fe 


service under all operating 
conditions... equal in every re- 


spect to the bes? copper floats. 
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; (Continued from center of page 220) 
modernization program. 

Today, 60 per cent of the homes are owner- 
occupied, compared to 40 per cent in 1940. In- 
dividual desires and needs tend to make any 
homeowner more responsive to modernization 
than the landlord would be. 

Younger couples today are expanding their 
families, which necessitates moving into a larger 
home or expanding the living quarters of their 
existing home. The average new home require- 
ment today is three bedrooms, compared to two 
bedrooms ten years ago, since families with three 
children have increased 77 per cent since 1940. 
This means modernization, and I feel that this ex- 
pansion can result in converting the basement into 
recreation, game, or bedrooms, which will, in the 
majority of cases, require a replacement of the 
heating system and accessories, to obtain the re- 
quired square footage and additional heat re- 
quirement. 

The statisticians also tell us that approximately 
20 million women are working outside of the home 
today, compared to approximately 8 million in 
1920, when 50 per cent of your existing homes 
were built and equipped on the assumption that 
the housewife would have a full-time job of house- 
keeping. This factor means additional family 
buying power and a need for dependable work- 
saving household equipment. 

Because of a 50 percent decrease in domestic 
servants since 1940, the home owners involved are 
committed to do their own housework, which 
again accentuates automatic home equipment. 

At this point, it would be logical to ask, are 
these home owners financially capable of pur- 
chasing in the form of cash or credit? 

“Time payment”, Domestic ENGINEERING says, 
‘is as American as ham and eggs,” and regular 
finance plans such as FHA, Title I, “open-end 
mortgage,” regular lending institution loans, mail 
order financing, and re-mortgaging, make it rela- 
tively easy for the average home owner to pur- 
chase, although time-payment plans require more 
flexibility as discussed earlier. 

Even though time payment has become a by- 
word in recent years, our calculator friends find 
that a sizable percentage of the people still pay 
cash for their regular purchases. Liquid assets 
owned by consumers today are twice the amount 
owned in 1940. 

All of the foregoing reasons for our confidence 
in the modernization market would be worthless 
if we didn’t have a sufficient amount of dealers 
capable of cashing in on these opportunities. 


The dealers with merchandising “know-how” 
are a major part of the key to the “modernization 
boom” and a high degree of the program’s suc- 


(Please turn to top of page 224) 
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/a\. PLUMBERS! 


“AN OUNCE OF PREVENTION .. .” 
WINTER — BOILERS 


Use Sulflo Boiler Water Treatment to prevent 
rust, scale and lime deposits in your customer’s 
boilers. A special, carefully devised formula 
for eliminating boiler water troubles which 
cause heat loss and deterioration of equip- 
ment. A quart can takes care of the average 
installation! 


By the Makers of 


SULFLO 


THE PREFERRED OIL OF MASTER PLUMBERS 


Try These Other SULFLO Products 


@ Fuel Oil Treatment © Boiler Seal 
® Pipe Joint Compounds @ Soldering Fluxes 
®@ Penetrating Oil 


ORDER THRU YOUR FAVORITE SUPPLY HOUSE 
SULFLO, INC. * ELIZABETH 4, N. J. 

















TESTING KIT 


L LY FITTED 
ea FOR GAS BURNER SERVICE 


PRESSURE 
GAUGE 






















INDICATOR 





STACK », NEUTRAL PRESSURE 
DRAFT GAUGE POINT INDICATOR 


sales tool in canvassing for pros- 
pects and closing sales. The instru- 


STACK 
THERMOMETER 


For service work these instruments 
are real time and money savers. 
Their use reduces installation time, ments are fool- proof and easy to use 
enables men with limited experience in making a heating survey which 
to do a good job and safeguards aap indisputable evidence of need 
against costly callbacks. Everything for a new furnace or modernization 
is included for testing and adjusting of the existing plant. The test results 
any make and type of gas burner in also provide convincing proof of the 
accordance with AGA Standards advantages of new coonens in 
and Municipal Ordinances. terms of lower fuel bills and better 
For salesmen the kit is a valuable heating performance. 
beat tion- instruments (CO: Indicator and 
Bras ee 4 =, yy wy on Gauge. Stack Draft Gauge, 
po 5 Soca Po A "ladientor and Nant oer igh The Oxygen vipa 


is needed on installations which must mee 
ing a flue gas test for Oxygen as well as tor CO2. The Neutral Pressure Point 


Indicator is needed to hy 7-73 the draft bead « on gas ¢ conversion burners; this adjust- 
ment is specified in 











ASK — JOBBER OR WRITE FOR LEAFLET 826. 


IN BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


Since 1909 Mokers of Testing Instruments and Other Precision Devices 


@ TELEPHONE MONTROSE 1-0702 


TRADE MARK 


7301 PENN AVE., PITTSBURGH 8. PA. 


! 
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With a complete line of efficient, 
dependable, and attractively 
priced Electric Water Heaters . . . 
ranging from 4-gallons to 82- 
gallons . . . a size for every need 
and purpose . . . plus, a line of 
proven efficient Water Softeners. 


Write today for descriptive litera- 
ture and prices of complete 





SPEED-O-MATIC line. 











How ACE Heavy Duty Marble Protection Paper 


HELPS YOU MAKE MONEY! 











Bathtubs and other enamelled 
and porcelain surfaced fixtures 
need protection. Abuse by other 
tradesmen during construction 
make it a must! 


ACE Heavy en | Marble Pro. 


ACE Protection Paper comes 
in gummed back rolls. ACE is so 
easy to use, a tub can be com- 
pletely covered in 5 minutes! 


| Free 
P 


rofit Story 


For the complete 
price and profit 
story on ACE 


ACE Pa 
426 W. 


Marble Protection Name 
Paper, fill in and 


mail the coupon. 
Act now! 


Sew e2eeae eae ag 











And Ace, though strong and dur- 
able, removes with plain water. 
What’s more, it never stains. 
What does this mean to you? 
if you are a jobber: ACE gives 
you a Heavy Duty Marble Pro- 
tection Paper whose performance 
and price advantages make it a 
natural profit item. 
if you are a plumber: ACE pro- 
vides new, low-cost protection 
from damage for your 
installations. 


r Co., Inc., WAlker 5-7400 


roadway, New York 12, N. Y. 


Please send me FREE price and profit informa- 
tion about ACE Marble Protection Paper. 


0D We are jobbers 0D We are plumbers 





cess or failure rests in the dealers’ hands. 

Until recently, a modernization program could 
not possibly have been successfully launched, be- 
cause far more merchandising progress has been 
made in the past few years than in the last half 
century. The estimated merchandising dealers 
today are in the low thousands, which is far more 
than those that existed five years ago. If we could 
ultimately count on 10 per cent, we would have a 
representation of about one half of the total sales 
potential since the top 20 per cent of the dealers 
are selling and will be expected to sell, approxi- 
mately 80 per cent of the heating, ventilating and 
air conditioning equipment and accessories. 

The largest per cent of the existing dealers did 
not go into business because of their financial, 
business or merchandising ability, but because 
they had mechanical “know-how.” This means 
that the industry’s manufacturers, wholesalers, 
publications and other affiliates must appropriate 
more merchandising and sales money, time, and 
effort to assist and train the aggressive, potential 
dealers. 

Minneapolis-Honeywell as a control manufac- 
turer has also been vitally interested in this tre- 
mendous existing home modernization and 
rehabilitation market and, as you know, we have 
carried on a national publicity campaign for 
almost four years. Our consumer advertising has 
attempted to create home-owner dissatisfaction 
with “out-of-date” heating equipment and acces- 
sories. During the spring of this year, we decided 
to go one step further and form a separate division 
within our company sales department to directly 
penetrate this market through a personalized ap- 
proach. We directed our initial experimentation 
in this program to several of the metropolitan 
areas that seemed to offer the most immediate 
sales possibilities and also the best usable findings 
for future reference. 

As a result of our specialized dealer operation 
and other affiliated activities, we realize that our 
industry must find the “keys” to merchandising 
success just as the appliance industry found its 
“keys” in beauty and romance. Our solution is not 
glamor but good common sense, which makes it 
much more difficult; but I personally feel that 
today we have four basic “keys” to success. 

1. Tremendous impact and “rebound” from the 
promotional efforts of our affiliated activities such 
as the National Assn. of Home Builders, as ex- 
emplified by its recent “Trade-in Home” program; 
the National Assn. of Real Estate Boards, as in- 
dicated by its “Blueprint for Neighborhood Con- 
servation,” and Domestic ENGINEERING for its 
“Bay City Story.” 

2. Assistance of the lending institutions and 


(Please turn to top of page 226) 
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add a PLUS” to your | 


heating installations 
~~ build good will 


HEAT-TIMER 





A 
GUARANTEED AIR VALVES 
mar-rner THERMOVALVE 


makes it possible to dial for 
precise temperature desired in 
each room. Has built-in thermostat. 
Will work on any 1-pipe steam system 
without interfering with existing con- 
trols. Noiseless operation. Angle or q 
straight shank. List $3.95 


war-rmer WARIVALVE 


brings the heat quickly to ‘‘hard- 
to-heat’’ radiators, mains and 
risers of 1-pipe steam systems. This 
quick-vent valve has venting orifice, 
variable 0” to 5/16”. Angle or 
straight shank. List $3.45 


HEAT-TIMER CORP’N 


657 Broadway, New York 12, AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 
Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm, 
Fire-Chief Fire Alarm and other outstanding products. 





precision-made; 
long-life; brass, 
chromeplated. 














INDLEY'S 


PLUMBERS’ 
SPECIALTIES 


—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to use 
in emergencies—prerequisite in fin- 
ishing many a plumbing job. 


53 John St., Valley Falls, R. I. 


ie ONE 
FILTER 
and PURIFIER 


ee ODORS 


DISCOLORATION 
The Diamond Filter and Purifier actually 


TASTE 
removes objectional substances and pro- 
vides clear, sperkling peleteble fresh 
water. WRITE FOR CATALOG. 


























OSHKOSH FILTER & SOFTENER CO. 


DOMESTIC ENGINEERING 
























bo 
bo 
un 


Established 1913 


METAL PRODUCTS 
C 


5000000] 
KINKLESS 

ALL PURPOSE 

Hanger Strapping 


Available in black 3%” by 20 
gauge to 11%” by 12 gauge, 





clad steel, and genuine copper 
. «+ « in 10” coils and straight 
lengths in bulk or box. Also 
in d 100’ coils in Handy 
E-Z Pull Cartons. 


BETTER BUILT 
Laundry Tray Stands — 


HYDRANT 
RODS 


* 
STOPCOCK & 


SPOON KEYS 
GRAPPLERS 














Send for 
Catalog, 
price sheet 





Heavy on fi 
construction: col- 
Easy to set 

up All sizes for 1 and 
2 part porcelain or cement trays. 


TINICUM METAL COMPANY, INC; 


B5th St & Tinicum f hiladelpt 4 











Cheaper in price — but not in quality ee 


HANDY 


SOLID WITH 


cover TUBE STRAPS “tit 
ee 
R 


HANDY solid copper tube straps 
—with the reinforcing rib—do 
everything your present straps 
do—and do it for less! HANDY 
solid copper tube straps are 
priced to sell! Boxed in units 
“ of 100 or in bulk. Write on 
% your letterhead for samples and 
prices. Please state quantities. 


» CO 


NEW YORK 12, 


LOOK FOR oor 
THE 
REINFORCING 











= cut soap costs 
steel eo ina ah « ibe ee 
Their economy and efficiency are} 
being utilized to excellent advan-/ 
tage today in industrial plants, 
schools, hospitals, hotels, airports, | 
| service stations, public buildings, etc. | 
THE IMPERIAL BRASS MFG. CO 
1231 W. Harrison St., Chicago, Illinois 


Write for : 
Catalog 47! 





or centra 
puildings © 
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x | (Continued from bottom of page 224) 

iT'S HERE ‘ the federal government to provide more flexible Pc 
IT'S NEW ee * . | existing home modernization time payment plans r 
wataihihe | Rigg . : | such as the “open-end” mortgage. oul 

. 3. Cooperation of the heating, ventilating, and er’: 
OF oe - air conditioning industry’s manufacturers, whole- fen 

_ salers, trade associations and other affiliates to ap- en 

XK propriate a higher merchandising dollar and more jec 

% * merchandising time and effort to assist and train inal 
the dealers at the retail level. ee 

- &@ my | 4, Addition and growth of young, energetic , 

* * men at the dealer level who grew up and were | 
x e : ; of ' 

2 ucated during our present high-standards-of- ia 

living and merchandising age. Ra 

LIN DY We hope that the heating industry will regard Th 

* % Honeywell’s new department as an expression of in 
a A . S. our confidence in the modernization market and 
enn AUC i in the dealers’ ability to penetrate it. Although all 
A NEW TANKLESS WATER HEATER | we receive a small percentage of the heating du 

Wor, HoT WATER dollar, we do not regard this modernization pro- ; 

FOR SMALL HOMES AND RESIDENCES WITH 1 to 6 BATHS gram as a mere “fill-in” or just a cushion against te 

FOR SMALL APARTMENT HOUSES, 2 to 6 FAMILIES any possible decline in new construction. Our act 

MADE IN TWO SIZES FOR FAST-FLOWING, ABUNDANT, HEAVENLY HOT WATER | company, like many others, can only advance with = 
ee 10 NEW FEATURES | the industry; and nothing is ever finally merchan- 
‘=. Gesclaen | dise until it is sold and installed at the retail do 

| = level. END nol 
= to 
INSULATED METAL JACKET sean anand Yes toll | om 

ALSO AVAILABLE a en (ict ° 

LINDY HEATERS, INC. - 2370 HOFFMAN ST. - NEW YORK 58, N.Y. ” N A H B Convention Set for Jan. 17 * 

Tue Natronat Assn. or Home Burpers will dis 

HEAT IN A HURRY jan observe its 10th anniversary convention and " 
oe exposition with the largest building products show in 

ANYWHERE bla peed in its history, the association’s convention com- air 
with the a (REPRE LE mittee has announced. A record attendance of 
——— 20,000 builders, architects, phumbing and heating by 

OIL-FIRED ad | OP contractors and others are expected to attend the cul 
ly & big annual meeting in Chicago’s Conrad Hilton mi 

U | IT HEATER remap OE and Sherman Hotels, Jan. 17-21. sh 
offices and partitioned portions of the building Top convention attraction will be the many by 

SOF The DELED HORIZONTAL SUSPENDED FURNACE “how-to-do-it-better” features, consisting of in- SO} 

available in many sizes ’ a 5 i 

a formative technical presentations designed to ac- y 

DELTA HEATING CORPORATION quaint builders with up-to-the-minute wee of mi 

ieee, a “heewe cil the trade” and the latest developments in con- ver 

struction methods. rac 

An NAHB spokesman said that part of the prc 

ALSO A COMPLETE LINE OF show would include complete information about dis 

eee the costs, selling features and installation and use of 

| of the various types of residential air conditioning ter 

TYPE “E" equipment available. 

Another headline attraction will be an all-day age 

sales and merchandising show. Anticipating the dic 

need for aggressive selling in the year ahead, the In 

wD committee is assembling a battery of outstanding sal 

foe ees FOR & SEES é sales and merchandising specialists for what prom- the 
j ises to be one of the most complete and inform- ' 
ative features of the convention. Special stages, dh 
"* ee visual material and other special effects will be ” 
TVPE “KX” SPECIAL NUTS (ole %” size! men for Sotoleg ia used throughout the fast-moving, idea-packed am 
session. END - 
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. flexible Pollution Control Aids Air Conditioning 
nt plans THE SUCCESSFUL WAR ON AIR POLLUTION is re- 
: sulting in easier air conditioning, from the design- "You can cut the clowning 
Hing, and er’s standpoint. Cleaner incoming air, due to Finley. | know KEY-TIT; k 
3, whole- improved methods of purification, means that only pa sei i” A — - 
es to ap- enough outdoor air is now needed to avoid ob- pipe assembly a cinch. 
nd — jectionable carbon-dioxide concentration. The re- 
ind train sult will be reduced sizes of refrigerating equip- 
ment and ductwork. 
nergetic This was brought out by Norman Sharpe, head 
nd were of the Air Conditioning and Refrigeration Depart- 
lards-of- ment, California State Polytechnic College, San 
Peiard Luis Obispo, Calif., at the semi-annual meeting of 
: The American Society of Mechanical Engineers 
ssion of in Los Angeles. - 
‘ket and 2 } : Vy, 
Mhough Suitable ways have been devised for removing | 
eating all objectionable pollens, smoke and atmospheric | \ 
my pro- dusts with accompanying bacteria and odors. Im- | f or 
“against proved dry filters, electronic precipitators, and | The perfect sealer for pipes 
= Ger activated carbon adsorbers play important parts carrying water, gas, low-pres- 
Mee with in complete air purification, he said. sure steam. 
erchan- Using ego recirculated air rather than out- | Write for FREE sample 
e retail door air for ventilation not only eliminates the | 
END non-recoverable loss of cooling the outdoor air | SEALS TIGHT... 
to the room condition, but also enables the engi- _ BREAKS RIGHT! 
neer to design the system for maintaining lower | A Product of KEY COMPANY 
md relative humidity in the rooms. | 2661 McCasiand Ave. @ East St. Louis, {Nlinois 
Studies of ventilation for inhabited rooms have | 
ERS will disclosed that in the ordinary quiet respiration cairecatead!  Deske: ke 
on and of human beings no volatile poisonous matter is | 
>ts show in the expired air, other than carbon dioxide. The | M A S T E R F L A M E 
ym com- air expired from the lungs has no odor. | % 
ance of The air in an occupied room is contaminated | PACKAGED OIL-FIRED UNIT 
heating by many sources besides the expired air of oc- | Completely wired and assembled 
end the cupants, These contaminants are in the form of | Constructed of 14” steel plate in ac- 
| Hilton minute particles of dust. Tests in a hospital room | cordance with ASME code 
Pp p | AND ° P 
showed that in this dust (which could be removed | re ae Se installations 
> many by a filter) there were micro-organisms, including | . With 
of in- some of the bacteria which produce inflammation. | Ss aeanragp a need 
1 to ac- The concentration of carbon dioxide and di- au 
ricks of minution of oxygen, found in crowded, poorly Limit Control 
in con- ventilated churches, schools, theaters and bar- | Operating Contrpl 
racks, is not enough to account for the discomfort Circulator 
of the produced in many persons, he said. Neither is ; 18 si — haat 
1 about discomfort caused by bacteria nor, usually, dusts 1 peace gi 
and use of any kind. The main causes are excessive Expansion tank 
tioning temperature, humidity and unpleasant odors. io 
In most buildings the normal infiltration leak- the MASTERFLAME DeLuxe 
all-day age provides enough oxygen to keep the carbon Oil Burner 
ing the dioxide concentration at a sufficiently low level. Name brand components used 
ad, the In tightly insulated buildings two cubic feet per a Packaged for easy 
tanding minute of outside air per person, depending on | ainda ACT - EFFICIENT 
t prom- their activity, is sufficient. WRITE WINSTON FoR : ECONOMICAL x 
inform- FULL DETAILS TODAY! 
Tobacco smoke presents a greater problem 
ate than body odor. About 25 cubic feet of outdoor | W | N STO N C O IN a 
i i rson is required where < , 
net, Skies malewed wile 12 No, enough to 33 Bradston Street 165 Nye Avenue 
or control body odor in ventilation, he said. END Boston 18, Mass. Newark 8, N.J. 














What the Leaders Say 


(Continued from page 83) 
optimism reiterated by practically 
every address delivered at the 40th 
annual convention of the associa- 
tion in December, 1953. 

“Warm air heating can be ex- 
pected to maintain, or even in- 
crease, its position in the new 
home market, inasmuch as most 
indications point to another one 
million new homes in 1954. 

“Home modernization, with an 
estimated over-all worth of approx- 
imately seven to nine billion dol- 
lars, is virtually untapped. The 
heating and cooling dealer who will 
seriously investigate this market 
will find that the possibility of mod- 
ernization work is unlimited. 

“Increasing demand among home 
owners for central air conditioning 
has opened up another tremendous 
potential for the industry. Across 
the nation, heating contractors are 
starting to ‘warm up’ to this cool- 
ing market and they are finding 
that this is only the beginning for 
central air conditioning for both 
new and existing home jobs. 

“But, we cannot sit back and wait 
for these opportunities to come to 
us. These new potentials can only 
be attained through aggressive, 
concentrated selling. Competition 
from other industries for the home- 
owner’s dollar will grow keener 
during the coming years. There- 
fore, in order for our industry to 
get its share, it must increase pro- 
motion and merchandising.” 


Copper and Brass: 


A. T. Veltfort 


General manager, Copper and 
Brass Research Assn. 


“THE BRASS MILL INDUSTRY looks 
forward to 1954 with considerable 
confidence. While there has been 
a limited decline in some of the 
important indices of business ac- 
tivity, the background of our econ- 
omy is sound. 

“Some moderate downward ad- 
justment after the long climb from 
the early 30’s would be natural 
enough, but it need not be more 
than a brief interruption in the for- 
ward surge. Our population is 
growing steadily and so are our 
standards of living and the produc- 
tivity, employment and income 
which assure the increased ability 
of our people to consume. 

‘The enormous progress being 
made in many fields also means 


more brass products. Two such 
promising fields are the develop- 
ment of air conditioners and heat 
pumps. 

“In addition, the brass industry 
is further refining its own products 
in composition and structure. One 
of the increasingly important pro- 
ducts of the industry is copper 
water tube. By close tailoring of 
this product to the needs of plumb- 
ing and heating, copper tube is 
rapidly advancing from its original 
use in water supply lines to waste, 
soil and vent lines and in radiant 
and other forms of heating. 

“Our civilization has advanced 
on a magic carpet of copper and 
our ever-rising standard of living is 
reflected in an increasing consump- 
tion of copper per capita. There are 
sound reasons for confidence that 
this trend will continue.” 


Air Conditioning: 


AN INCREASE OF MORE than 100 
percent in industry sales of central 
system air conditioners for the 
home in 1954 was predicted last 
week by S. J. Levine, general man- 
ager of the General Electric Co. 
heating and cooling department. 


He estimated central system 


home cooling units would be in- 
stalled in more than 120,000 new 
and existing homes next year, com- 
pared with some 50,000 such instal- 
lations this year. 

Mr. Levine said 1953 will wind 
up as the biggest year in the air 
conditioning industry’s history. The 
most significant trend during the 
record year, he said, has been the 
rapid development of the market 
for systems for cooling the complete 
home. 

“It is on its way to becoming the 
biggest single market for air condi- 
tioning equipment,” Mr. Levine 
stated. “Sales of central system 
home cooling units should pass 
those of packaged cooling equip- 
ment sold for installation in com- 
mercial and industrial establish- 
ments in 1954, and by 1955 they 
should overtake room cooler sales 
in dollar volume.” 

Pointing out that G-E sales in 
1953 were greater above the 
Mason-Dixon line than in the 
South, Mr. Levine said interest in 
home cooling was not restricted to 
any particular region. 

“There is hardly a place in this 
country where it doesn’t get un- 
comfortably hot during the sum- 
mer,” he said. 


Gas Heating, Water Heaters and Appliances: 


Sheldon Coleman 
President, Gas Appliance Manufac- 
facturers Assn. (Also, president of 
Coleman Co., Inc., Wichita, Kan.) 


“THE GAS APPLIANCE INDUSTRY 
has been doing a pretty thorough 
job of upsetting ‘economics.’ ”’ 

“To hear many of our leading 
economists tell it, the lines on our 
sales graphs should long since have 
begun to dive. Instead, the charts 
show that our industry as a whole 
has made good its forecast of a ban- 
ner year in 1953, and now we have 
no qualms whatever about predict- 
ing even greater volume in the year 
ahead. 

“Four quick reasons for this en- 
thusiasm are, of course, projected 
new-home construction, mass re- 
modeling of older homes, rapid ex- 
pansion of the nation’s natural gas 
system, and continued conversion 
from other fuels. 

“Naturally, all appliance and 
home furnishings producers look to 
the building of new homes—which 
may come close to one million in 
1954—as an obvious source of new 
business. But it is significant that 
the great majority of gas appliance 


228 


sales in 1953 were to homes under- 
going a complete or partial remod- 
eling. 

“The drive against obsolescence 
in kitchens, laundries and heating 
of more than 22 million American 
homes which have passed the age 
of 30 will not only provide the prin- 
cipal market for gas appliances in 
1954 (and for at least five years 
thereafter) but should give consid- 
erable impetus to all related indus- 
tries. 

“Sales of domestic gas appliances 
in all classifications showed a sub- 
stantial increase in 1953 over the 
preceding year. House-heating 
equipment of all types, including 
central heating systems and indi- 
vidual room heaters, totaled over 
3 million units, an increase of 6.1 
percent. 

“Domestic gas range shipments 
came to about 2% million units, up 
3.4 percent; gas water heaters, 2.2 
million units, up 15.1 percent; and 
a greater rate of increase applied to 
shipments of gas clothes dryers and 
on-the-premises gas incinerators, 
both comparatively new members 
of the gas appliance family.” END 
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The Heat is On... 






COPPER TUBING 


Connection Available 


CONTROL the OUTPOSTS iis Se. ih 
of Many 





















q on Pe Important 
CONNECTION Boa ting lil 





For Hot Water Heat 









Systems! 


It’s nothing new for MARSH VALVES (by the 
thousands) to be supporting the reputation of 
good heating systems all over the country. For 
MARSH VALVES have long proven their unfail- 
ing operation and dependability in safeguarding 
the comforts of people seeking temperature regu- 





lation in homes, office buildings, apartment hotels, Contact Your 
schools, hospitals and factories. MARSH-DUNKIRK 
For water or steam—High pressure or Low pres- Jobber Today 


sure—Spring Packed or Gland Packed—Marsh of 
Dunkirk makes the valves for you. Catalog #52-A. 





MANUFACTURED BY 


MARSH VALVE COMPANY 











Dunkirk, New York, U.S.A. 


Extra Features at No Extra Cost! | Makes Any Fire Fire Door 


IN NEW YORK - HOTEL SHELTON OFFERS | A “SAFETY VALVE"! 


—> FREE TELEVISION IN EVERY ROOM | INLAND Safety Door Closer 
—> FREE USE OF SWIMMING POOL | For Gas and Oil Conversion 





| BURNERS 
1200 ROOMS WITH BATHS | Used by Thousands of Utility Companies 

Single from $5 Double from $8 and Contractors for Years 
Replace the regular boiler or furnace door 
(GRAND CENTRAL ZONE) hinge pins with the Inland Door Closer, file 


down the door catch and you have an extra 
“Safety Valve” on the job. Gentle spring, 
tension allows door to swing open on slow 
or faul . nition of burner and then — 


C. Fitzgerald, Resident Manager 














. Wedge door o when necessa 
easy to laston with the NEW $S' RING 
HOLDER. 
MADE IN 3/16"—1/4”"—5/16”—3/8” 
HOTEL ®- Or ahion DOOR PIN SIZES AND PRICED AT 
$1.10—$1.15—$1.20—$1.25 . 
} See your jobber or write us. Pat. #2,605,097 
LEXINGTON AVENUE AT 49TH ST. * NEW YORK | INLAND MFG. CO. j20N. CICERO, CHICAGO 51, ILLINOIS 





ASBESTOS 
JOINT 
RUNNER 










Investigate the...NEW 


SWIRL-O-WASTE 


Continuous Feed—Model 1805 
FOOD WASTE DISPOSAL 
Write to; 


WELLENS MFG. CO. DEPT. D-1 


9809 W. JEFFERSON BLYD. | © — LOS ANGELES 16, CALIF. 





me * DOUBLE JACKETED FOR 
FULL-LIFE SERVICE 


* INDIVIDUALLY BOXED 


* MERCHANDISER DEALS 


WRITE FOR INFORMATION 


B ATLAS ASBESTOS COMPANY *",22" 
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SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALES MANAGER 


Hard - hitting, promotion - minded go- 
getter with plenty of sales imagination 
and ideas wanted by leading brand- 
name top quality shower cabinet manu- 
facturer. National distribution, unlim- 
ited potential, home office in East. Must 
be willing to travel. Tell us your story 
in first letter, include photo. All replies 
in strictest confidence. Address Key 
205-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


EXPERIENCED PLUMBING, HEAT- 

ing and or air conditioning estimator 
wanted, State qualifications. BROWN- 
LOW’S, INC., P. O. Box 5067, Winston- 
Salem, North Carolina. 


SALESMAN WANTED: MID-WESTERN 

manufacturer with products going to 
the plumbing, heating and air condi- 
tioning trade has opening for a full 
time salesman to do missionary and 
sales work. Give resume of qualifica- 
tions. All replies held confidential. Ad- 
dress Key 183-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SALESMAN CALLING ON PLUMBING, 

heating, and oil burner contractors, 
etc. Complete line of electrical con- 
struction material (wire, cable, wiring 
devices, etc.), for wholesale national 
distributor; commission; state terri- 
tory and line carried. Address Key 
191-E, “DOMESTIC ENGINEERING,” 
110 East 42nd St., New York 17, New 
York 





SITUATIONS WANTED 





AUTOMATIC HEATING REPRE- 

sentative with many, many years ex- 
perience in covering wholesaler jobbers 
desires a connection with a good re- 
liable manufacturer of boilers: oil burn- 
ers, direct fired furnaces and other 
automatic heating accessories; has a 
splendid following with wholesaler job- 
bers in the New England States and 
northern New York State: Also is 
equipped to give full field engineering 
service to the wholesalers and their 
trade accounts: Send all information, 
ete., to: Key 187-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





WANT TO REPRESENT MANUFACTURER 

SELLING PLUMBING AND HEATING 
JOBBERS IN SOUTHERN WISCONSIN, 
EASTERN IOWA, NORTHERN ILLINOIS 
INCLUDING CHICAGO. 


Formerly District Sales Manager for this 
same territory for prominent plumbing fixture 
manufacturer. 

Well acquainted with entire trade and will 
give you good thorough coverage. Address Key 
198-E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 














REPRESENTATIVES WANTED FOR 

the territories of New Jersey, New 
England, eastern Pennsylvania, Balti- 
more, Washington, and New York State. 
To sell black, galvanized and brass nip- 
ples to plumbing and heating supply 
houses, for a well known manufacturer. 
Excellent opportunity for the right 
men, Address Key 190-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois, 





WELL ESTABLISHED MANUFAC- 

turer of fin-tube radiation needs rep- 
resentatives familiar with heating. Key 
marketing areas open. Excellent op- 
portunity. Address Key 192-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent oppor- 
tunity for eager manufacturers’ representative 
to take advantage of the incinerator market. 
Sixty-three years of manufacturing experience 
behind you. Many good testim is. Sizes for 

aaa = — Rn 
sive territories if 


Good c 
Address Key 159-E. DOMESTIC ENGINEER. 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 








AGGRESSIVE, WELL-KNOWN, NA- 

tionally advertised tubular goods 
manufacturer has North and South 
Carolina, Virginia territories open. 
Seeks representatives calling on whole- 
sale plumbing supply jobbers only. 
Offers exclusive protected territory. 
State present lines handled. Replies 
held in confidence. Write today on your 
letterhead. Addyess Key 184-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Manufacturer of well-established line 
of plumbers brass goods consisting of 
complete line of low-pressure valves, 
various types of deck faucets and con- 
cealed fixtures, desires representatives 
who call on the wholesale plumbing and 
heating jobbers in the following terri- 
tories: 


Virginia - N.Carolina - S. Carolina 
Tennessee - Alabama - Louisiana 
Mississippi - Georgia - Florida 

Address Key 189-E, “DOMESTIC 


ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 











MANUFACTURER’S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 184, 221 West 4ist 
Street, New York City. 








Rates For Classified Advertisements 
Light face advertisements, fifteen cents | 
per word, incuding heading and address. | 
For keyed address count seven words. | 
Minimum advertisement, $3.00 per in- | 
sertion. Rates for bold face advertise- | 
ments, $6.00 per inch. Address all ad- 
vertisements to Classified Advertising | 
Department, DOMESTIC ENGINEERING, 
1801 Prairie Ave., Chicago 16, Illinois. 
All Classified Advertisements are payable 
in advance! 














REPRESENTATIVES WANTED 





SALESMAN PLUMBING SPECIALTIES 
to sell for established New York firm 
to plumbing contractors and hardware 
stores exclusive territory. Commission. 
Replies confidential. Address Key 155-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





LONG ESTABLISHED WEST COAST 

manufacturer of cast brass plumbing 
fixtures looking for aggressive repre- 
sentative for various territories, par- 
ticularly Texas and Midwest. Only live 
wires need apply. Commission only. 
Address Key 197-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


AGGRESSIVE MANUFACTURERS 

agents to represent an established 
water heater firm with line that will 
meet all markets for the states of 
southern Illinois, Iowa, Missouri, New 
England States, Texas, Michigan, Ken- 
tucky, Tennessee and west Pennsyl- 
vania. Address Key 196-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave. 
Chicago 16, Illinois. 








AGGRESSIVE, WELL-KNOWN, NA- 

tionally advertised tubular goods 
manufacturer has Alabama, Mississippi, 
Tennessee and Georgia territories open. 
Seeks representatives calling on whole- 
sale plumbing supply jobbers only. 
Offers exclusive protected territory. 
State present lines handled. Replies 
held in confidence. Write today on your 
letterhead. Address Key-188-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Manufacturer of plumbers cast brass 
goods and heating specialties for oil 
burners desires representatives in fol- 
lowing states: 

er & Southern New Jersey 





Virginia 

West Virginia 

Ohio 

Illinois 
Address Key 117-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 232 AND 234 
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GAMA Award to Frank Adams 


Frank H. Apams, president of Surface Com- 
bustion Corp., Toledo, was given the distinguished 
service award of the Gas Appliance Manufac- 
turers Assn. last month for his achievements as a 
“pioneer in the development of gas as a tool now 
employed in more than 26,000 industrial pro- 
cesses.” 

The award was made by the trade group’s in- 
dustrial gas equipment division during the annual 
meeting of the American Gas Assn. in St. Louis. 

The citation named Adams as “one of the first to 
foresee the potential of gas in industry,” and as 
an “outstanding leader in the development and 
implementation of gas as a fuel for all types of 
industrial processing which require precise con- 
trol.” 

Adams entered the gas industry in 1922 as 
treasurer of the Combustion Utilities Corp., a re- 
search subsidiary of the Henry L. Doherty Co., and 
has directed the development of Surface Com- 
bustion Corp., the successor company, since 1927. 

He is a past president of GAMA and the In- 
dustrial Furnace Manufacturers Assn., and was a 
director of both associations for many years. He 
also served on the board of directors of A.G.A. 
and has been a member of the A.G.A. Approval 
Requirements Committee for 20 years. rnp 


It's the Law 


Contractor's Mechanic Lien Is Valid 

Recentty A Reaper Askep this question: Can 
a contractor get a mechanic’s lien to secure pay- 
ment on personal property or chattels, such as 
plumbing appliances not permanently connected 
with the real property? 

The answer is yes as shown by this case: testi- 
mony showed that a contractor installed appli- 
ances under a conditional contract whereby he 
retained ownership until paid for by the property 
owner. He also procured a mechanic’s lien on 
the appliances to make sure he’d be paid. 

When the homeowner failed to pay at the 
specified time, the contractor attempted to collect 
on the lien. The homeowner contested its validity 
because he contended that a mechanic’s lien 
attaches exclusively to real property. 

The higher court held that the contractor had 
a valid lien, saying, “The great weight of authority 
is to the effect that the reservation by the con- 
tractor of the title to the material and equipment 
used in the improvement of the real property 
does not preclude him from asserting a mechanic’s 
lien on the property improved.” 

Citation: Floyd v. Rambo, 33 So. (2d) 360. 


Additional legal decisions of interest to 
plumbing and heating contractors can be 
found on page 46 of this issue. END 
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100,000 


100,000 


Kitson 


That's right... hundreds of 
thousands of homes throughout 
the country enjoy perfect safety 
from water heater explosions... 
because there’s a Welsbach-Kitson 
relief valve installed for their 
protection. And more and more 
are being installed every day. 

There's a Welsbach-Kitson 
Emergency Relief Valve for every 
domestic water heating need. 
And you're sure of Quality, Econ- 
omy and Dependability when you 
insist on a Welsbach-Kitson valve. 
Write now for g catalog covering 
the complete Welsbach- Kitson line. 








relief valves 
precision-built to 
WELSBACH- : 


) 3 D 


THE WELSBACH CORPORATION 


1500 Walnut Street, Philadelphia 2, Pa. 
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REPRESENTATIVES WANTED 


LINES WANTED 





LINES WANTED 





SALES REPRESENTATIVE, JOBBER, 

dealer, learn about L. P. Burner with 
patent air-cone, nozzle, etc. Drives fan 
air to center of oil-mist. Better flame, 
less parts, lower cost. Exc lusive terri- 
tory. Address Key 194-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 

SSTABL ISHED MANU FAC TU RER- OF 

domestic pumps: domestic and indus- 
trial water conditioning equipment and 
electric drinking water coolers has 
openings for manufacturers’ repre- 
sentatives in several areas. Address 
Key 195-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





TERRITORIES OPEN 


for 
Manufacturers’ Representatives 


Several territories open January Ist to 
recognized manufacturers’ representa- 
tives covering the wholesale plumbing 
trade to sell perforated hanger iron and 
steam gauge siphons on commission 
basis. Full protection representing one 
of nation’s largest manufacturers of 
hanger iron. Write HOFFMAN COM- 
PANY, P.O. Box 606, York, Penna. 


SALES REPRESE INTATIV E w ANTED 

by manufacturer of quality line of 
east iron screwed pipe fittings, for 
western Pennsylvania, Ohio and West 


Virginia territories. Address Ke ay 202-E, 
“DOMESTIC ENGINEERING,’ 1801 
Prairie Ave., Chicago 16, Illinois. 





MANU FACTU R ER OF COMP ETITIV E 
tubular brass products. Many terri- 
tories open. Write giving lines handled 
and territory covered. Address Key 
170-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





LINES WANTED 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 
Manufacturers’ Agency Selling 


Important Mid-Northwestern Jobbers 





DISTRIBUTOR AND 
manufacturer's agent of plumbing 
and heating products, covering Dela- 
ware Valley, Philadelphia and sixty 
(60) mile surrounding territory, cov- 
ering 200 wholesale supply houses. 
Write or call Mr. Gitterman, ALAN 
HEATING PRODUCTS, 1410 North Dela- 
ware Avenue, Philadelphia, Pennsyl- 
vania. 


WAREHOUSE 





M. L. QUEEN 
410 N. Poplar Street 


Dexter, Missouri 


Established —_ plumbing jobbers in the states 
of N ky, and southern 
Illinois, ~ Fog prompt coverage to manufac- 
turers ‘represented. 





MANUFACTURERS’ REPRESENTA- 





tive established in the _ state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
burg, Florida. Address Key 181-E, ““DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
CAPABLE MANUFACTURERS’ REP- 

resentative, over twenty-five years’ 


experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 810-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


TOP YOUR VOLUME 
by engaging our A-1 established and 
go-getting sales agency covering Illi- 
nois, Indiana and Wisconsin. Repre- 
sentation as you like it. Address Key 
988-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Cileage 16, Illinois. 





ee AE TE a 


SAM HEXTER & ASSOCIATES 
9254 West Third St. 
Beverly Hills, Calif. 


Warehousing Nationally-Known Lines 


REPRESENTA- 
New 





MANUFACTURERS’ 
tive actively covering northern 


Jersey is interested in taking on one 
additional line. Address Key 175-E, 
“DOMESTIC ENGINEERING,’ 1801 


Illinois. 


Prairie Ave., Chicago 16, 
" 


MICHIGAN > 
HUNTER & COMPANY 
2842 West Grand Blvd. 

Detroit 2 


Well Established 
Manufacturers’ Representatives 








LINES WANTED 


THE DON C. HALL COMPANY, 4055 
N.W. 17th Avenue, Miami, Florida, 
representing manufacturers, with years’ 
of experience and successful results, 
selling to the plumbing and heating 
wholesalers, and jobbers in Florida. We 
are seeking additional lines for this 
state. 
MANU FACTU RERS' REPRESENTA- 
tive with a good reputation and fol- 
lowing. Wants additional lines to sell 
plumbing and heating wholesalers in 
the following territory: south Jersey, 
Philadelphia, eastern Pennsylvania, 
Baltimore and Washington. Address 
Key 193-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Ill. 








MANUFACTURERS’ REPRESENTA- 
tives, established over twenty years, 
selling the New England wholesaler. 
Well financed, with office and Boston 
warehouse with rail siding, seeking one 
additional line. Address Key 144-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MARKETING 
MANUFACTURING 


If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES.- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 








TOPS IN REPRESENTATION COVER- 

ing wholesalers Maryland, District of 
Columbia, Virginia remind top manu- 
facturers now that 1954 is approaching 
to consider US if. contemplating a 
change. Address Key 146-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


BE PREPARED... 
to get needed volume from fertile New 
York, New Jersey and Connecticut de- 
spite effects of the tapering boom. 


IT PAYS... 


to engage us as your representatives! 
Our 30 years of know-how will guide 
you to greater volume than you ever 
dreamed possible. Our Plumbing Sales 
Division especially seeks cast brass, 
sweat, drainage, or malleable fittings. 
Our Heating Division can successfully 
promote anything from a _ thermostat 
to a furnace. Warehouse facilities avail- 
able. Address Key 101-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 











MANUFACTURERS REPRESENTA: 
tive—rated Dun Bradstreet. Thor- 
oughly experienced selling jobbers New 
York—New Jersey. Want one additional 
line. Straight commission. Address Key 
200-E. “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Tlinois. 


PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 


697 Market Street, San Francisco 5, 
California 

Lines for plumbing, hardware and industrial 

jobbers, only. erfect coverage in California 

and Arizona for past twenty years. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 230 AND 234 
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SSS 
Challenge Steel Nipples 


} 7 








Challenge “Corrosion: Potectet Nipples 


Why take a chance on nipples rusting in stock when 
you can buy “corrosion-protected’” Challenge Steel 
Nipples? Each 1/8” to 2” Challenge Steel Nipple is 
dipped in a tough protective coating to preserve its 


carefully machined threads against rust. When you're 
ordering nipples, it’ll pay you to specify quality-protected 
Challenge Steel Nipples. Why not call or write us today? 


CHALLENGE NIPPLE DIVISION 


® ° 117 Sandusky St., 
Prrithe Lendeay Ca. Pittsburgh 12, Pa. 





Challenge Stee! Nipples 











NOW AVAILABLE 


with Conventional or Sliding Escutcheon 


ROYAL DIVERTER BATH AND 
SHOWER FITTING 








H-747-A Cast-in-one piece manual 
operated built-in diverter bath and 
shower valve, 8” centers, with ‘“‘by 
Pass channel’’ and ‘‘floating valve’’ 
sleeve, with renewable valve units 
and renewable bronze seats. 


The diverter control handle not only 
serves as a volume control, but can 
also be set in a neutral closed posi- 
tion while either the hot or cold 
water valves, or both, are open. It 
can be turned right or left for di- 
version of flow to shower. Valves 8” 
y centers 





H-716-A Cast-in-one piece 
built-in valve body, 8” centers, 
double outlet tee, with renew- 
able valve units and renewable 
bronze seats. Can be furnished 
with over rim spout for tub fill 
or with shower head assembly 
for a shower fitting and also 
with over rim spout with In- 
tegral automatic: diverter for 
H-748-A. 
































CLEVELAND 3, OnIO 


1420 €. 43r6 STREET 


| 
| 
} 
| 
| 
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on 
; LINE 
THE EE —<oe 


NO. 5200 








PEERLESS POTTERY INC. 


EVANSVILLE, INDIANA 











DEALER-PROFIT 






CAP: 95,000 to 





99 
ie dial 





SHEPARD 
BOILERS 





PRIVILEGE 






-.. witha 
boiler that 


has QUICK SALES PICKUP 


Profit-wise—it’s an exclusive privilege to 
handle DEWEY-SHEPARD BOILERS. For 
here is a mechanically improved boiler— 
highly efficient and long-lasting—that has 
a broad, waiting market. And that means 
a broad sales potential where the pleasure 
(in profits) is all yours 


Check these remarkable features: 

® Retails at good competitive low price 
95,000 to 1,000,000 B.T.U 

Quick heat pickup—‘‘Tube Within a 

Tube” construction 
Siphonic, swirling 
80% of fire box heat is 
20% less heat escape up chimney 


Consumes less fuel 


percolating action 
absorbed by water 


requires less repair 
Collects no lime or scale 

Boiler Automatically Welded 

Oil Burner Underwriter Approved 
Built-in Coils Optional 


CODE CONSTRUCTED 


DEWEY-SHEPARD 


BOILER COMPANY, 


1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND 
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LINES WANTED 


LINES WANTED 


FOR SALE 





MANUFACTURERS' 
REPRESENTATIVE 


covering Connecticut, northern New 
Jersey, New York outside city limits to 
Poughkeepsie Kingston, offers active 
coverage and contact with best jobbers 
to two additional long established manu- 
facturers. Twenty-five years substantial 
experience among plumbing supply job- 
bers this area. Particularly interested 
plumbers brass goods, soil pipe, plastic 
pipe, iron, brass, copper valves and fit- 
tings, toilet seats. Address Key 182-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





LEADING FLORIDA MANUFACTUR- 
ers’ representative sales organiza- 
tion, now covering Florida only, desires 


few more lines. Years of experience 
plus leadership in sales records, plus 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


CHICAGO 

and surrounding territory. Experienced 
manufacturers’ representative with lu- 
crative following desires lines with 
merit. Address Key 162-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


LONG ESTABLISHED ALABAMA MAN- 

ufacturers’ representatives, ample 
capital, desire good lines, plumbing and 
heating. Good steady producers. Box 
3318, South Highland Station, Birming- 
ham, Alabama. 


FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 


Nebraska, Kansas, Oklahoma, Missouri, 
Arkansas, Colorado. 


BOSTON 
manufacturers’ representative with 
long experience selling to New England 
plumbing and heating supply jobbers, 
can give personal aggressive representa- 
tion to additional quality line. Address 
Key 180-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


TEXAS — LOUISIANA 
ak kk 
EDWIN B. SMITH & ASSOCIATES 


Box 274 
Tyler, Texas 


Warehousing Nationally-Known Lines 





| 


FLORIDA: BY CONCENTRATING OUR 
efforts in Florida we have been able 
to produce excellent results for our 
manufacturers. Perhaps we could do as 
well for you. Address Key 201-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





DEL L. RAMEY & ASSOCIATES 


Manufacturer’s Representatives 
4005 Wrightwood Road 


Austin, Texas 


Covering the Southwest 


FOR SALE 


Well established plumbing and heating 
business in Lincoln, Nebraska. Well 
equipped shop and show room in new 
stone building 40 x 100 with two de- 
luxe apartments on second floor. Lot 
size 72 x 300 with ample parking and 
storage space. Owner has been in the 
plumbing and heating business over 
forty years and wishes to retire. Ad- 
dress Key 165-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 








REPRESENTATIVE 

for plumbing and heating selling 
wholesale jobbers in Idaho, Montana, 
Wyoming needs additional lines. Ad- 
dress Key 199-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


EXPERIENCED 


PACIFIC NORTHWEST 
Washington-Idaho-Oregon 
Eight years experience, can offer com- 
plete coverage for plumbing and heat- 
ing products. Warehouse available for 
quality lines. Address Key 171-E, 
“DOMESTIC ENGINEERING,” 1801 

Prairie Ave., Chicago 16, Illinois. 


MISCELLANEOUS 








BUSINESS FOR SALE: ESTABLISHED 
wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway in 
New Jersey. Selling due to illness. For 
further information Address Key 952-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





FOR SALE 
Plumbing, heating and appliance busi- 
ness. Established 32 years. With or 
without building. Santa Cruz County, 
California. Address Key 186-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





BOOKKEEPING AND ALL TAX SERV- 

ices. Weekly-monthly-periodic audit. 
A-Z BOOKKEEPING AND TAX SERV- 
ICE, 4016 Lincoln Avenue, Chicago 18, 
Illinois. Telephone Eastgate 7-9628. If 
no answer, phone in evening. 





FOR SALE 





FOR SALE 


Heating, plumbing, sheet metal and ap- 
pliance business. Located in medium 
size city with good trading area of 
100,000 to 125,000 people less than 100 
miles from New York. Own building in 
fine location with large showroom, 
shops and trucks. Established over 50 
years with excellent reputation and fine 


BOOKS 





“PRACTICAL PLUMBING” GIVES YOU 

the short cuts to all of your plumbing 
installations. Makes your job easier. 
Helps you do a better job in less time. 
Many drawings, illustrations, charts, 
graphs simplify the use of this book. 66 
Tables have pipe sizes and weights, 
tank capacities, etc. All material pre- 
sented in an easy-to-understand man- 
ner. 6 big sections and 27 chapters cover 
every phase of plumbing, including the 
drainage system, hot and cold water 
supply, miscellaneous services, special 
installations, electricity in plumbing 
work, and plumbing fixtures and ma- 
terials. 409 pages, size 54” x 84”. 
Beautifully bound. Price postpaid $3.50. 
Book Department, DOMESTIC ENGI- 








clientele. Good buying tions. 
Needs new aggressive management to 
build up volume. Present volume of 
around $135,000 with a potential of 
$250,000. Well balanced inventory of 
approximately $45,000 and equity in 
building of over $40,000. Will sell com- 
plete or sell business and rent building. 
Open to cash offer. Address Key 185-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 230 AND 232 

















NEERING, 1801 Prairie Ave., Chicago 

16, Illinois. 

“LABOR AND MATERIAL.” ESTI- 
mates for plumbing and heating. 


Adaptable for making estimates for any 
type of residence or multiple-story 
building. Stop losing jobs and money 
because of bids that are either too high 
or too low. This book gives you all the 
facts you need to make the right bid. 
Helps you avoid the pitfalls of hidden 
labor and material costs that frequently 
mean the difference between profit and 
loss. Diagramatic drawings clarify the 
installations discussed. Charts show 
labor, time and materials required. Use 
it to determine overall costs and to 
verify detailed estimates. 125 pages, 
size 54%” x 8%”. Price postpaid $2.50. 
Book Department, DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 
16, Illinois. 
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FIAT SHOWER DOORS 
OFFER ADDED PROFITS 








Because Fiat shower doors can be installed 
on all stall showers, whether built-on-the- 
job or “packaged”, they offer a wide range 
of sales possibilities. Whenever a job calls 
for installation of plumbing for a shower, 
the opportunity exists for the sale of a 
Fiat shower door. Also, many sales of 
Fiat shower doors result when the plumber 
is called in for repair work. Write to Fiat 
Metal Mfg. Co., 9301 W. Belmont’ Ave., 
Franklin Park, Ill. for complete details. 


FIAT "PACKAGED" SHOWER 
FITS ANYWHERE 











* sais: sity, ae 
i F hae 


a Eb 


Wide range of Fiat prices and models pro- 

vides a “packaged” shower for every pros- 

pect. For your convenience Fiat has com- 

plete plants located in Long Island City 1, 

~ gang Park, Ill. and Los Angeles 
, Calif, 


A MODEL 
FOR EVERY 
PLAN 
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BUILD BETTER 
SHOWERS FOR LESS 


The ideal floor when shower walls 
are made of plaster, marble or tile 
of any kind— metal, plastic, 
ceramic! 


Cut cost, save time—and eliminate one sub-contract by using FIAT 
PreCast Receptors. When you plan showers with plastic or metal tile 
walls you save labor—speed completion—by specifying a plumber-installed 


FIAT receptor. You will get a better shower floor . . . attractive . . . one-piece 


. .. permanently leakproof. There’s no lead pan, no multi-layer 
construction—nothing that can be affected by building settlement. It’s the 
modern, money-saving way to better shower construction. 


SEND FOR FREE FIAT MANUAL— 


COMPARES methods of shower floor construction 
ILLUSTRATES receptor applications with various walls 
PROVES many PreCast Receptor advantages 














eeeeceeeeeoeeoeoeeeeeeeeeeeeeeeeeeeeees 
* 

FIAT METAL MANUFACTURING COMPANY * 
9301 W. Belmont Ave. Franklin Park, Illinois — Dept. J > 
Please send me your new manual on shower floor construction as * 
soon as it’s off the press. sd 
e 

* 

Name. e 
- 

. 

Address = > 
2 

City, State, * 
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SAVE TIME—MONEY 5 WAYS 
e & - Ac 
with Steinen Draft Regulators | % 
a 
*An 
- An 
@ Scaled for FAST—EASY— ACCURATE draft setting. An 
° ’ 
® True balance at all draft settings— 7 
™ *An 
Front and rear weights move af same fime tAn 
I 
@ Less bearing surface tan 
Non-clog, non-bind bearings tar 
Ar 
e lusi ling f At 
OTHER STEINEN PRODUCTS: oe #Al 
OIL BURNER NOZZLES © Two models fit 90% of all requirements. 
INSPECTION MIRRORS Ba 
NOZZLE KIT: *Ba 
bon =o” Contact your jobber or write us for additional information. = 
*B 
kBe 
*Bo 
*Br 
*Br 
*Bu 
MANUFACTURERS Of AcCEessories For OIL HEATING AND AIR CONDITIONING a 
C | 
| Rone fer | #6: 
e a 
| | Answers Your Questions on || (& 
i ye e e sie 
oo | Plumbing e Heating and c 
. ‘si ; Ch 
coe Air Conditioning R: 
| 
a Ts BIG... b ce 
’S BIG ... 98 pages of reference tables and rules... air : 
me. [ conditioning and psychrometric charts . . . relative humidity aCe 
“ce: aa tables ... table of heating costs. Complete new 27 page data "en 
section on Baseboard Heating. 256 blueprint charts answer Cr 
ANSWERS YOUR specific problems. Handy alphabetized index table. 
S a 256 pages ... durable cloth bound cover opens flat for easy read- p 
; proce: : ing. Heavy, letter size paper takes daily thumbing, handling. >, 
seeueenin oe Yes, once you see it... once you use it... you'll keep “The De 
EA QUICKLY, Answer Book” within reach to answer hundreds of practical every A. 
SILY day problems. Don’t be without it ... order your copy today! a 
. ° ° C 
_: Sania Price postpaid $3.50 (please send cash with order). De 
problems arise in connection < 
vanes eee abit Send your orders to Book Department a 
ing, heating and air condition- 
ing jobs, ‘‘The Answer 
ne ee ae DOMESTIC ENGINEERING PUBLICATIONS 
o 1801 PRAIRIE AVE. CHICAGO 16, ILL. 
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5 HOME HEATING and COOLING 
a aa 217 
Seweess« 125 * 
Pewee. 24 
pe why G-E is 
pases s 168 
arias 3 166 
Co... e a 
on 2 our Franchise with a Future 
piahate’ x 203 
pees 4 218 
ees = Now is the time to get into home air conditioning... 
ie denee _ and a G-E franchise can put you on the road to profits! 
Weeaiien« 27 , ” 
Sx 207 
banubxd 218 
30 & 31 ‘ 
sieeesd 181 
‘ianeaen 161 
cease 170 
ea te ae 210 
seteces 137 
ins tee 225 
162 & 163 
128 & 129 
ery 218 ‘ 
om Sea 202 : 
MOST COMPLETE LINE of furnaces, boilers and FACTORY TRAINING for your own men right in the NATIONAL ADVERTISING by G. E. pulls in pros- 
tenes 70 cooling units in the business. Over 220 differ- G-E factory school in application, service and pects, boosts your prestige. Over 10,000,000 
seheds 206 ent year-round air conditioners from a few sales for the entire G-E line. When you start off people will be reading G-E Home Heating and 
tees 48 basic units! And G. E.'s Air-Wall* System gives your dealership, you'll already be an “old Cooling ads this year—thousands of them right 
you a big selling plus! hand” at the game! in your areal 
ee | =] Sh 
eS Pe 61 
nt ew Gan wait PRACTICAL HTS 
ene 188 
‘ane 25 
Pr: se 218 
esa 37 
ee 73 
nena ee 5 
eee 229 
seneal 231 
Setaeee 221 
Reef 153 - 
jehizes 188 a — . 
re 209 ae i. ae 
iin mI : : =z es vy Ve F 
: 38 & = SALES PROMOTION SUPPORT by G. E. offers power- SPECIAL BUILDER PROGRAM developed by G. E. PUBLIC ACCEPTANCE of the G-E name is unequalled. 
213 packed selling aids that help seek out pros- includes “Guide to Builder Business.” Packed In a nationwide independent survey of Ameri 
ee, 200 pects and sell those who “just can’t make up with merchandising aids, it tells you about sales can industry leaders, G. E. enjoyed more posi- 
lis ct their minds.” G-E ad mats, literature, displays presentations, model homes—all you need to tive good will than any other company. And 
213 and signs clinch sales! know to sell builders! you can get on the G-E team! 
G. E. gives you 3D for 3M! G. E. heating and cooling units 
ae, 171 operate in all 3 Directions—upflow, downflow and _ hori- G c N a A L E LE C T R | C 
zontal—so that you can serve 3 Markets—new construction, 
replacement, modernization—and make the most profits. 
Siri 47 You and your customers have a choice of oil or gas heat- Mat the Coupon Today — 
tenes 7 ing and cooling, of any size to fit any job! 
ewes yp z : . - i zs i i F = 
G-E Air-Wall* System _ pre-engineered distribution sys- for more details on how you can have a “Franchise with a Future 
tem, ideal for both heating and cooling. G-E Sealed-in-Steel ¥ SMa ORES OS A Re ea RR RS EAL ae coma te 
hss 213 refrigeration units assure long life...are backed by a G-E_ + mag Hh ge adler ei ea Conditioning Division, 
5-Year Warranty. Please tell me more about my opportunities with a G-E Home Heating and 
ov! Cooling Franchise. My principal business is 
Che | 
, ! Name 
( ! 
ace ; Company 
HOME HEATING AND COOLING Address 
*Reg Trademark General Electric Co 1 City County State 
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FIRST...to, the TOP of the Year! 

TOP Your Demands for 
TOP QUALITY 

SAFETY RELIEF VALVES 


Cadwell 


No. 25 


WITH 


| BEATON& 
CADWELL 


Compare the 
CADWELL 

| No.’s 25 and 25E 
With Any Other 
Valve on the 














Relief Valves for Every Purpose 


HOURLY INPUT OF 


Cadi 


850,000 
., 4. =. 


Thermostatic Element always 
out of water except when 
discharging. Easily taken 
apart for inspection and eas- 
ily cleaned without disturb- 
ing temperature or pressure 
relief. Available in Male 
V2", 34” & 1”. Female diam. 
VY," in all cases. Listed 
A. G. A. 


Cadwell 


No. 75 
Adjustable Poppet 
Type Pressure Relief 
Valve. Y” I. P. 


No. 105 
Poppet Type Pressure 
Relief Valve. 12” 
2 3. tisted 
A. G. A. 


Types No. 75, 105 and 35 can be furnished with fusible 
plug for temperature relief. (Not self-closing on tem- 


perature relief.) 


Prerfettion FLOOR & CEILING PLATES 


Cadwell 


No. 25E 


CONTRACTORS ARE USING CAST 
BRASS FLOOR AND CEILING PLATES 


SOLID 

No. 3S 
Furnished with or without Set 
Screw. Sizes 4” to 8”—Sim:- 
lar to No. 3A but not hinged 


ante oes rave 


Cast a. Site" to 4” 
Sizes 5”, ip 12”. 
Furnished . No. 2 orate similar 
to No. 3A but not hinged. 


Lend neat appearance to all 
piping jobs. The original PER- 
FECTION No. 10 Sheet Steel. 
Sizes %4” to 6”. Copper Tube 
Sizes 44” to 3”. No. 11—Same 
with Set Screws. Copper Tube 
Sizes %4” to 3”. 


e 


Cadwell 


No. 35 


Pressure Relief 

Valve. Diaphragm 
operated '4” or 
3%” 1. P. S. Listed 
a 


The BEATON 
& CADWELL 
on Cn On OF 


S94 


Tie Srilacr 
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Relief 
aphragm 


Yy” of 
3. Listed 








